HARDWARE 
Here's IRWIN'S BIG 2 for Christmas! 


Se 


Regular DM Assortment of 13 


Bits. Sizes. '4".5 ° Sal 
Sit ate Mats 2a", ha 100 an 50% mark-up for you 


yy Regular Irwin DM Set of 
13 Bits in solid walnut chest 


¢ Colorful “Merry Christmas” wrapping. 


© High “buy” appeal for handy men, hobbyi-ts, 
Solid Walnut Chest 


Rubbed and xcquered to 
bring out the fi yeaut Selly at Irwin's regular DM price, 


f this dur le ra 
. , — _ ¥ bull dealer mark-up. 
naes anc 


Nationally advertised in some of America’s 


prrote ~sional woodlworke rm. 


leading magazines seve livedan the Saturday 


kvenine Post. 


Suggested Retail ... $15.50 
Dealer Cost........- 10.33 


Brilliant Red Merry Christmas You Make ......... § 5.17 per set 


Sleeve Two-tone box with To Order: Sp« ify DM Set in Walnut Ches 
wood grain top and ivory bot 


tom eeve is removable 


Set of 5 cenuime tenite plastic drivers. 

Contents: One 
each of 3", 4” and 
with coprene ee Hophane “ in«low. . — f ses is 


Di-played in colorful scarlet and ivory box 


Drivers mounted on -now-like hbase. held ly 
brilliant red band. 
Hicher unit sales, all-vear appeal. 


bull dealer mark-up, nationally advertised. 


Suggested Retail... $ 2.49 
Dealer Cost ......+.- «1.66 it ‘ 

, ‘ we St iru s Big the originol solid 
You Make eeeeeveee $ .83 per set n : f e a ant Ties IRWIN center ace bit 


To Order: Specify 45-X screw driver set f first con / 
THE IRWIN AUGER BIT COMPANY © WILMINGTON, OHIO 


screw drivers 
screw driver bits 





include a full range of veloc 

ipedes, autos, fire trucks, 

station wagons,tractors,chain 
drive tricycles 


MURRAY *« GO+ ROUNB 


the finer baby walker 
with folding handle 


£S —new Slip Stream styling, 18 models, 
sizes 16” through 26” 


all new line, including 7 
models; 10”, 12”, 14” and 
16” sizes. 


You can sell everyone from toddlers to teen agers 
when you sell Murray wheel goods and bicycles. 
There are sizes for every age and models priced 
for every pocketbook. Ultramodern styling makes 
children Murray products the center of attention in any 
on wheels for display . . . Nationally advertised in full color... 
For greater profit opportunities, stock and feature 
Murray—America’s most complete line of wheels! 


THE MURRAY OHIO MFG. CO. + CLEVELAND 190, QHIO 





These Bright, Clean Spangles 
Are a Big Sales Advantage 


Never underestimate the sales appeal of 
the attractive zinc coating on Stormproot 
galvanized steel roofing. Its good looks is 
one of the chief reasons why this roofing 
is often selected in preference to 

other types. 

Most customers have had experience with 
many different galvanized-steel products, 
and they know that roofing made of this 
material will keep buildings looking 

trim for a long time to come. 

The uniform, tight coating of zinc on 
Bethlehem’s Stormproof roofing gives it 
excellent protection against corrosion 
And the base metal beneath this coating 
is strong, durable steel, either plain 


or copper-bearing. 












































1 





— = 


Tight joints are assured with the spe A slight pressure angle formed in each 


cially designed triple ribs that run che sheet flattens out when the sie lay 


length of Stormproot rooting Sheers are natled, forang the enture heet t 


Doubk 


drains carry off any mousture hug the root. Crimping is not require 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA 


Coast Stee! Corporatior 


On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific 
Export Distributor, Bethlehem Stee! Export Corporatior 


STORIUPROOF 


GALVANIZED STEEL ROOFING 


hold the bottom of each 


ecurely agamst the top ot the 


heet. This prevents water fron 


ny between the sheets 


ey Oe 


ETHLEHEY 
STEEL 
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rim wicks 
FOR QUICK PROFITS 





No matter which of these three wicks 
your customers select, you get a gen- 
erous profit. R/M Wicks are the pick 
of the wicks. They give clean, reliable 
burning. They’re made to last, and to 
keep your customers happy. 


KINDLERITE 


R/M’s standard quality 

woven asbestos kindler. 

A sturdy, long-lived 

wicking with wire core 

in both warp and filling 

yarn. Packaged 512 ft., 6 ft. 

and 100 ft. to the box, in widths of 
, 1%, 1 %” and 1 %". 








QUIK FLAME <2: 


oi: 1° <> 
vg At s 
we . > 


The most efficient - f 
kindler ever devel 

oped for range \ 
burners. Patented 

open mesh construc- 
tion provides best possible 

results with distillate oils. The . 

extra-heavy wire core yarn keeps 

the kindler upright in the burner channel. Glass 
yarn at burning edge facilitates the removal of 
carbon deposits. Packaged 6 ft. to the box, 7s” 
and 1 %" wide 





~ WOVEN GLASS 


The acme of perfection 

in stove kindlers, assur 

ing long life and maxi 

mum stove performance 

The only glass wicking 

woven with a wire core in 

every strand to protect the 

burning edge. Packaged 512 ft., 

6 ft. and 100 ft. to the box, in widths of 


“1%” and 1 





RAYBESTOS-MANHATTAN, INC. 
ASBESTOS TEXTILE DIVISION, MANHEIM, PA. 





Factories: Manheim, Pa.; No. Charleston, S.C. 


RAYBESTOS-MANHATTAN, INC. Manufacturers of Asbestos Textiles eTefion Products « Packings « Mechanical 
Rubber Products « Abrasive and Diamond Wheels « Brake Linings « Brake Blocks « Ciutch Facings « Fan Belts 


Radiator Hose « Rubber Covered Equipment ¢ Sintered Metal Products ¢ Bowling Balls 
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MNES CSIC Dependable Quality — 
BOKER Generous Markups 


Reasonable Retail Prices 
TREE) BRAND ? Strong National Advertisit 


ee 


Yes, sir, BOKER has its oten 4-Point Plan! QUALITY so de 
pendable that the sale of any one item paves the way for future 
sales of other Tree Brand Cutlery. MARAUTPS that give you a 
reason Why” for pushing BOKER. PRICES that cut sales 
resistance to a minimum. NATIONAL ADVERTISING in The 
Saturday Evening Post — 16,000,000 reader that send 
you ‘lookin’ and askin’ ” for BOKER Tree Brand 


WHAT A COMBINATION FOR PROFITS! 
; a 


emito 





SUBURBAN” TABLEWARE SET 
. 4 piete blew 


SCISSORS — SHEARS ond 
EASY PINKERS 


HOUSEHOLD 
UTILITY SETS 


POCKET KNIVES 


esr tea? 

BOKER ASK YOUR JOBBER TO SHOW YOU THE 
TREE Qi BRAND BOKER TREE BRAND LINE 
24, CUTLERY wwe Catalogs Ava: able n Request 

* ron oven « <O™ 


H. BOKER & CO., INC. 


Established 1837 


101 Duane Street New York 7, N. ¥. 
4 
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HERE'S YOUR 


HARDWARE STORE OPPORTUNITY 


Your Store can be Located between 
F. W. Woolworth and a Department Store 


24 STORES 
SHOPPING CENTER 


18 Open Now—per picture 6 More Under Construction 


| -_, 


* 


— aw 


- _& 


Baxeny Jek & eaeeee swore! 





» SAN ANGELO =: 


@ City Population Doubles @ Newest Oil Center in Texas 
about every ten years ®@ Wool Center of the 
® Trade Area of 225,000 People Southwest 


The opportunity to make money in business does not come up every day. We 
have something good here and think you should write us for Brochure with 
full information. San Angelo has doubled in population in three straight ten- 
year periods. It is now 62,000. It will be 75,000 to 100,000 in ten more years. 
Here is the place to put in a prosperous Hardware store of your own, (For the 
right man we would put in fixtures.) 


Millions of free spending oil money coming in every year. This Shopping 
Center has over 1,000 car parking space and is one of the best engineered lay- 
cuts we have seen, completely air-conditioned and modern. Designed and 
located to produce sales volume for you. Write today as nineteen shops are 
already taken. Be sure to send us particulars about your experience. Incident- 
ally, San Angelo has a wonderful year-round climate with a 2,000 foot altitude 


TED B. BROWN, Owner, 2540 W. Twohig, San Angelo, Texas 
Phone 7166 
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NEW CRESCENT DISPLAY MOUNTS 








CRESCENT rogis ~ — 
Illustration shows Gti (== TOOLS — 
double mounted , 
boards placed back 
to back .. . doing 





double duty in cen- 
ter of general tool 





display table. 








@ These new Display Mounts add to the ver- 
satility of the nine Tool Merchandising Boards 
now available to Crescent dealers. These self- 
supporting displays now can be used anywhere 


Single Mounts are rab 
beted tosupportboard on counter, shelf, table or in your windows. 





ataslight angle ¢ . : - 
. rel Your jobber will supply these Mounts with- 

compensate tor weight é 

of tools out charge with any new Displays ordered. 

Double Mounts admit , . . 

; If you already have the Crescent Displays, 

two boards and sup. P P J 

port them vertically order separate Mounts direct from the factory. 


Attaching screws are 














And remember ...there are no slow movers on 
supplied with Mounts 


any Crescent Displays—- all tools are popular, 


SINGLE DOUBLE high-turnover items! 


CRESCENT TOOLS — 























i 


Yign of the Sbrtisan 
KM: ymnbol Ca Orecllence 


Crescent is our trode mork, registered in the United States ond obroad, for wrenches and other tools Sold by leod ng distributors and reta:lern everywhere and mode only by 


CRESCENT TOOL COMPANY, JAMESTOWN, NEW YORK 
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«all 


SANDSTON, VA. 


*» 


: " , 
o Va yn 
. =. 


CKS L-0O-F IN BLINDFOLD TEST 


TRY THE “BLINDFOLD TEST” 
YOURSELF! 


Cut L°*O-F first, last, or in-between the other 


| 
| 
! 
| 
| 
| 
| 
| 
I 
| 
l 
l 
| 
| 
| 
I 
| 
! 
| 
4 


Adele Genesee, G S$ Stores (Hard- 
, ware, Paint and General Merchan- 
4 > He * dise) says, “Brand ‘Z‘ was much easier 
& a y to cut!” (Brand “‘Z” was L-O-F.) othe 
brands. Run any kind of a cut you want. You'll 
\ 3 see why you have fewer bad cuts, less waste and 
more profit with L-Ovl 
C'all your nearest L°‘O-F Distributor. These 


local businessmen are listed under ‘*Glass”’ in 


She test-cut four well-known brands of single-strength 
window elass, identified only by the letters W, X,Y and 
Z. She immediately picked “2”, which was Libbey 
Owens‘ Ford 93°) of the dealers in various sections of the 
country who took this test picked L:O:-F! 

L:O-F Window Glass is easier to cut into big pieces o1 
little pieces It's easier to cut into angled or curved 
pieces. You can even cut off narrow strips with a light, 


the yellow pages of phone books in many prin- 
cipal cities throughout the country And send 
for your free copy of our booklet, For Greater 
Profits in Window Gla 

Write Libbev-Owens:Ford Glass ( ompany, 
193 Nicholas Building, Toledo 3, Ohio 


easy stroke 
L:O-F cuts easier because it is annealed more slowly, 


more pat.ently. That makes it less brittle—so it’s a safer 


buy for vour Customers, too. 


| 
| 
| 
| 
| 
| 
: 
| 
| 
| 
| 
| 
| 
| 
| 
| 
I 
I 
I 
i 


easy-to-cul WINDOW GLASS 
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It PAYS to KNOW 
Your Shot Shells 


Easiest way to impress a man is to show 
interest in his hobby ...and a third of 
all men are shooters. Be a good ammuni- 
tion salesman and build your whole 


store’s reputation for “‘good service and 


V IN SALES 
V IN NEW CUSTOMERS 


FOR THIS 
FREE BOOK 


136 
PAGES OF 
AMMUNITION 
FACTS AND 
SHOOTING 
A) 


Grove*® 
* 


FULLY 
ILLUSTRATED 


Send 


COUPON 


know-how.” 


A shooter appreciates the salesman who is extra careful. 
Make sure each box of shells is: 


1. THE CORRECT GAUGE 
2. THE DESIRED SHOT SIZE. Most shooters will specify; 


but if they ask advice, it’s a great opportunity 
to build good will. 


Pheoson 


Praine Chicken 


Rabbit 


Squirrel 
ANOTHER 


prooucT 


HOW ABOUT BRAND? 


When a customer leaves the 


the brand “up to you” 
I ’ 


make a definite point of 


~ TRADE MARK 
voc {a SHOTGUN 
owe (2 7 UN SHELLS 
you know will perform LOAD SUPER, 
best. If he’s going out for <= . 4 
ducks, for instance, say: 
“I recommend these... Olin industries 


Western SUPER-X... 


recommending the brand 


Dept. 213, Arms and Ammunition Div 


In New Move 


Please send Western Ammunit 





without a doubt, it’s the 
most famous name in 
ammunition and when 
you shoot ’em, you'll 
know why.” 


-_ 
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This can of Lowe Brothers Paint 
contains 


7 SOCK 
MNGWement 


This “plus” ingredient has built one of the na- 
tion’s greatest paint dealer organizations. 

It has created outstanding consumer acceptance 
for Lowe Brothers products. It has brought maxi- 
mum turnover and a profitable paint business to 
dealers everywhere through greater sales. It has 
produced steadily increasing sales volume year 
after year. It has united these dealers as 
one in the feeling that says “Pm glad Pm 
in the paint business with a line that 
moves... and moves profitably!” 

This priceless ingredient is SAILL. 
When you place your faith in that, how 


can you possibly go wrong? 


owe Brothers 
PAINT 


The continued loyalty of thousands of Lowe 
Brothers dealers year after year attests the im- 
portance of this “plus” ingredient. Our files of 
their successful histories are open for your in- 
spection. Vow—today, write or wire for details 
about a Lowe Brothers agency! 


The Lowe Brothers Company « Dayton 2, Ohio 


lowe Brothers 
PAINTS * VARNISHES 
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Shotgun Season! 
Sell your Share 


FOR THIS 
FREE BOOK 


ANOTHER 


HOW IMPORTANT IS | 3 


“KNOWING YOUR FIREARMS ano AMMUNITION?” proouct 


A third of your customers are shooters... 80 
this is important: very often, sportsmen will 
judge your knowledge of everything you sell by 
your knowledge of firearms and ammunition. 
HERE’S A BIG HELP...an easy-to-read, 
illustrated book prepared especially for gun 

tells what kind of rifle 
or shotgun for each kind of shooting and hunt- 
ing. Send for it...read it and refer to it... 


and be ready to “bag the limit” in shotgun 


sales and regular customers for your store. Some Tips On 


EVERYBODY SELLING SHOTGUNS 


SHOOTS BETTER WITH Right away, hand your prospect a gun. This 


gets him in the mood to seriously consider a 
purchase now. As you let him get the “feel” of 


the various guns in your rack, you can point 
out the features let him talk, too. Ask 
him what he likes to shoot. When upland game, 


TRADE-MARK wildfowl, trap and skeet are mentioned in your 
conversation, he'll realize how many uses a 
S H Oo T G U N Ss shotgun has be sure he knows the 
value of quality, why a Winchester shotgun 

makes a man most proud to own one. The way 
Winchester rifles and shotguns are designed, 


: I raf anship, the Proof Test, the ol 
FREE! SEND COUPON $[RRpptijnrec sree 


GENERAL RECOMMENDATIONS: For Upland Game, a light 
WINCHESTER GUN SALESMAN'S HANDBOOK gun with open bored barrel. For Wildfowl, all 
Made especially to make your job easier. Tells which guns for which kind the gun he can handle, full choke. For Trap, 
of shooting ... 22's, center fire rifles, shotguns. Becutifully Mustrated, 12-gauge full choke, 30” barrel; for Skeet, 12 
Dept. 453, Arms and Ammunition Division, Olin Industries, Inc. or 20 gauge open bore repeater. For all around 
New Hoven 4, Connecticut. use: 12-gauge, 28" barrel, modified choke 
Please send GUN Salesman's Handbook. for youngsters, women, and small men, recom 
mend a 1l6or 20 gauge gun most people 


YOUR NAME oa find a pump gun most comfortable. 


Try to avoid selling a ‘‘cheap” gun; he may 


STORE NAME ‘ associate its poor performance and breakdown 


with your store. Sell him a genuine Winchester 





ADDRESS . and build satisfied customers for your store 


for everything you sell 
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EVERY ‘22° BUYER 
A PROSPECT! \ 


n 
So display these f | 


scopes on 
your rifles! 


Store tests prove that when you show 
a 22 rifle complete with Mossberg scope 


-+-you're far more likely to sell both. MILLIONS OF 22 OWNERS ARE PROSPECTS, TOO! 
So make two profits on one sale! a 


There are good reasons behind this. 25-20 caliber — 4-power — all lens surfaces hard coated 
Shooting is more fun with a scope — and Show these Mossberg scopes at the sales counter — display 


it’s the newest shooting fashion, too. So a scope mounted rifle near your door with a price sign... these 
displays will make many more scope sales for you! 


Mossberg Scopes fit most makes of rifles up to 


why not start using this profit-proven idea 
now! Simply install Mossberg scopes on 
several of the 22 caliber rifles in your 
store and start cashing in! 


no. 2M4 — Cast mount, adjustable to either 


PATENTED INTERNAL ADJUSTMENT : wi 
high or low position. 


Coin-operated micrometer “click” 
screw moves crosshairs inside 
tube. A great convenience! 

Only on Mossberg scopes. 


no. 4M4 — Dovetail mount, specially designed for 
Mossberg rifles. 


Retail price only +995 


See us at the 
NATIONAL HARDWARE SHOW 


ossberg Oo. F. MOSSBERG & SONS, INC. 


34709 St. Johns St., New Haven 5, Conn. 
for accuracy 
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This Book will help you 
Become every Sportsman's 
Favorite Salesman 


A man trades where he has confidence in “the 
man behind the counter”, One of three men is 
a shooter...so it’s important that you be 
familiar with the ammunition you sell. Get a 
WINCHESTER ammunition handbook ... it’s 
FREE ... just send coupon below. Plenty of 1. BE SURE OF THE GAUGE 
shotgun shells will be sold in the coming months A man with a /2-gauge gun needs /2-gauge shells. So 


-++8ell your share...and build customers for be sure when you hand him his shells... 410, 10, 12, 


your store by following these two simple rules: 16, 20 or 28 gauge. He'll appreciate your carefulnesa, 


BE SURE OF THE SHOT SIZE 


Many shooters have established preferences, but some 


are “open to suggestion”, Being “‘able to recommend” 


IF THE CUSTOMER doesn’t specify the ee 
brand, be sure you specify a brand you 
know will deliver top performance. If you 
say, ““These are Winchester shotgun shells 
...made by the famous Winchester fire- 
arm people,”’ you're making a recommenda- 





tion you know will pay off to you in cus- 
tomer confidence and long-term future 
business, 


NT PR 
Use p,. AIRIE 
SQUiRpE; RABBIT an XEN, 


FOR 
UPLAND 


ANOTHER PRODUCT 


WINCHESTER 


FOR TRADE -MARK 


oh .WILDFOWL SHOTGUN SHELLS 


wig Ld ea ied Dept. 633, Arms and Ammunition Division 
LONG RANGE Olin industries, inc.. New Haven 4, Connecticut 
SHOOTING Please send Winchester Ammunition Handbook 
NAME 
STORE NAME 
ADDRESS 
city 
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The year’s biggest news 
in bolt and nut 


merchandising . . . 
RB&W’s 


EM Handy-Man 


BOLT and NUT KIT! 


Ye 50 bolts, 50 nuts, 8 washers—all bright zinc-plated Yes, it’s the hottest bolt-seller of this 
Vv A big bargain for every home-owner ied de sara in bevaghenrel 
ps RB&W merchandising “first” is catch- 


Ye Designed for fast sales to the “Fix-it-Yourself” trade ing on! 


Typical home repair jobs ——— 





Dealers go for the Kit because it... OUTDOOR FURNITURE APPLIANCES AND FIXTURES 
LAWNMOWERS AND GARDEN EQUIPMENT RECREATION EQUIPMENT 


e Gives shoppers self-service item 
BICYCLES, WAGONS, OTHER LARGE TOYS 





¢ Saves time for dealer and shopper 


* Builds bigger unit sales of bolts 
* Sells on sight—from point-of- As advertised in LIFE 


purchase display 





¢ Provides good profit margin Get behind IRHA’s big, nationwide promotion to the multi-billion 
dollar ‘‘do-it-yourself’’ market in Oct. 5 LIFE. Two-page, four-color 
Home-owners go for the Kit spread features ‘‘make-it-yourself, fix-it-yourself , do-it-yourself” pro- 

. jects for the home. Following pages will feature hardware, tools and 
because it... RB&W’'s HANDY-MAN kit. Get set to tie in with this big promotion 
by ordering a good stock of kits...place self-displaying cartons on your 
e Contains wide assortment of counters...and count up those moneymaking impulse sales—it sells 
needed bolts on sight! 


oitintaatestreventdeagytagtigs 4 Shoppers Sell Themselves 


e Gives them quality items at low Os Eye-catching self-displaying carton of 10 kits 
cost does all the selling for you. Just insert panel 
‘ a with message behind kits and you’re on the 
¢ Handles small or large : “ way to extra profits. 
fastening jobs 





iP Your RB&W distributor is all set to sup- 
e Keeps bolts handy at “ Sa, ply this revolutionary new HANDY-MAN 

all times “ , Bolt and Nut Kit. Remember—the Oct. 
, 5 LIFE will be selling for you, too. That's 
your cue to phone or write in your order 
today. Get quality merchandise in a 
quality package — and that means 


money in your pocket! 
108 YEARS MAKING STRONG THE THINGS THAT MAKE AMERICA STRONG 


Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, Calif. Additional sales offices at: 
Philadelphia, Pittsburgh, Detroit, Chicago, Dallas, San Francisco. Sales agents at: Portland, Seattle. Distributors 
from coast to coast. 
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MORE THAN 700 OF THE NATION’S LEADING MANUFACTURERS 
INVITE BUYERS TO MEET AND TALK WITH THEIR PRINCIPALS 
AT THE INDUSTRY’S GREATEST MERCHANDISING EVENT! 


Ont at the National Hardware Show can you 
preview the industry in all its aspects . . . see the 
hardware world in all its detail . . . fulfill your 
buying needs for an entire year. It's the world’s 
largest showing of hardware and allied products 

. . the most comprehensive merchandising exposi- 
tion ever held by the trade. 


Here, as a buyer, you may See .. . Feel . . . and 
Compare the newest and best in hardware and 
allied lines, get the latest information on prices, 
production and delivery, secure new lines and 
franchises, learn about the latest merchandising 
plans and packaging presentations in more than 


ON 


4,000 lines of hardware and related items. 


And be sure not to miss the newest feature of the 
. the Lawn, Garden and Light Farm Equip- 
where more than 50,000 sq. ft. 


show .. 
ment Division .. . 
of space will be devoted to lawn, garden and light 
farm equipment displayed by over 200 manufac- 
turers. 


Also be sure to see the complete line of fishing 
and hunting equipment at the Fishing and Hunt- 
ing Division . . . this year at the 7ise Regt. 
Armory, within five minutes of Grand Central 
Palace. 


Buyers, plan now to attend. Fill out and mail the registration coupon. Your admission 
badge, which will admit you without further registration, will be mailed to you. 


NATIONAL 
HARDWARE 
SHOW 


331 MADISON AVE., NEW YORK 17, 
MURRAY HILL 2-4802 
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Sove time by registering 


ons for you. (Please Print) 


TITLE 


you wish us to moke hotel! reservot 











STATE 








Pleose check below the clossificotion of your business 
C) Retailer 
Importer-Exporter [[] Migrs’ Agent (C) Manvfocturer 
Please send us your hotel reservation blonk 


Wholesaler 





NOW. Fill in and moil this registration coupon I 
and your admission badge will be moiled to you. Please check below if | 


C) Dept. & Choin Store Buyer 
0 Other 


ways to make 
more money in — 
the hardware 


Genuine Ruberoid Roll Roofing 
Made from long, wiry, springy fibers — all 
beaten and twisted and intertwined and bound 
together to insure tremendous durability. 


Mineral-Surfaced 
Genuine Ruberoid Roll Roofing 
Liberally surfaced with firmly embedded, colorfu! 
mineral granules which give an attractive appear- 
ance and greater fire-resistance. 


Here's the key to greater sales 
and profits in your roofing depart- 
ment. Feature all three of these great 
money-makers. Ruberoid Roll Roof- 





ing is backed by more than 60 years’ 





experience in pleasing customers . 
since 1892 when Ruberoid produced 
the first prepared asphalt roofing 
ever made. And the original is still 
the best. For your free literature, 
Dubl-Coverage wrste te Se Reataeen <2. Soe See 
. . ’ Avenue, New York 36, N. Y., or you 
Genuine Ruberoid Roll Roofing nearest sales office in Baltimore, Md. ; 
Provides a double thickness and Dallas, Texas: or Mobile, Ala 
double protection for roofs. . . 
virtually a built-up roof. 


Color-Grained Asbestos-Cement Siding 
Dubl-Coverage Tite-On Shingles 
Stonewall Asbestos-Cement Board 


The RUBEROID co. 


ASPHALT AND ASBESTOS BUILDING MATERIALS 


Cash In on The Greatest Advertis 
ing Program In the Business With 
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men who use 


REPUBLIC 
UPSON ano nurs 


appreciate these 


smooth-working 
advantages... 


wrench fits snugly 
on heads and nuts 


full thread area 
to grip firmly, 
— . tightly 


; 
clean, accurate threads / 
mate properly f Specify top-quality Republic Upson Bolts 
...runon / and Nuts for all of your standard fastener 
hi bene requirements. More than 20,000 different 
smoot y ; S . types, sizes and shapes to choose from 
REPUBLIC STEEL CORPORATION 


Bolt and Nut Division 
CLEVELAND 13, OHIO « GADSDEN, ALABAMA 
Export Dept.; Chrysler Bldg., New York 17,N.Y 
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WORLD'S GREATEST 
PROMOTIONAL LINE OF 


POWER MOWERS 


1954 


program now ready! 


ASK YOUR REO WHOLESALER FOR FULL DETAILS! 


iawn mower oivision REO MOTORS, INC. unsine 20, micuican 


MANUFACTURERS OF ¢ TRUCKS e BUSES e PAL PRODUCTS 
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-OBSOLETES THE 


NO GUIDE ARM! NO LIFT WIRES! As Dramatically New in the 
Toilet Closure Field as the Self Starter was to the Automobile! — 

















DEALER MAKES OVER 


55¢ PROFIT per sate! 


iv 


wm + He 


TAVELLE 


~ - — 5 


W ~~ + + 


——S / 


én 2 - <e - > 
WO GOL ARM«S | 
we LAPT weenes 
* - 
NO ORIP Ml GsROLE 
NO PLP 
. — 
S#ATi OM Ie 
Sin Thon ONLY 
---_ @ 
Fill flue ° 
fatuy itranny a 


CIOSET TANK SEAL 





pene 47) 


HERE’S THE PROFIT DEAL FOR YOU, MR. DEALER 
12 individually packaged Lavelle Korky Closet Tank Seals 
with beaded chain and stops to a master display carton. 

Suggested List Price, Per Unit $ 1.39 

List Price, Per Carton of 12 $16.68 

Your Cost, Per Carton of 12 $10.01 


Your Profit *6.67 


55¢ per sale 


LAVELLE RUBBER COMPANY 

424 North Wood Street © Chicago 22, Illinois 

Please send me doz. Lavelle Korky Closet Tank 
Seals (12 to Master Display Carton) At My Cost of $10.01 
per Doz 

Store Nome 


Address 

City 

Please ship through my wholesaler, whose name is 
Wholesaler Nome 


Wholesaler Address 











THE “DO-IT-YOURSELF” MARKET 





te 


Lighting 


ae Paint Burning Repairing Bikes Laying Flooring 


To win your share of this 


big market put your bet on 
instant lighting 


BERNZ-O-MATIC TORCHES 


with disposable fuel cylinders 


Here's your chance to cut yourself a use. The Master is recommended 
mighty important slice of the new, for heavier jobs, such as tile laying, 
growing, multi-million dollar “do- paint burning, gutter repairs and 
it-yourself” market. soldering. It permits the attach 
People working on homes, farms, ment of several accessories to help 
boats, cars and toys must have heat do these jobs better 
and flame to solder, burn paint, lay The Bantam model has a needk 
flooring, make electrical connec- fine flame for close work, such as 
tions, thaw pipe and do hundreds radio repairs and antiquing furni 
BERNZ-O-MATIC MASTER TORCH of other jobs ture. It is especially recommended 
And, you can give them the most for the occasion il torch user 
efhicient, economical tool they can Bernz-O-Matic Master Torch re- 
find ...a Bernz-O-Matic Torch tails for $6.95 complete. Replace 
Both Master and Bantam models ment cylinders $1.95. Bantam re 
have disposable cylinders, contain- tails for $4.9 Replacement cylin- 


ing enough fuel for up to 15 hours ders $1.50 


retails for $6.95 complete 





BERNZ-O-MATIC ' 

BANTAM TORCH +L PUSH "EM .. . PROMOTE "EM SELL "EM. Star! 
today. Call your jobber and order the sales compe 
Bernz-O-Matic Wire Display Free with either of tw 


torch and accessory packages.) Order and use free 





retails 
for $4.95 


complete 
envelope stuffers, catalog sheets, window banners and 


counter cards. Other free mats for use in newspaper 


advertising. Demonstrate the torches whenever possible 


See our ad in LIFE, Oct. 5 irha section 





BOOTH 


nus’ OTTO BERNZ CO., INC., Rochester, N.Y. i470" 
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Cem *'Your customers will — 


07. | §2A 
Merchandising phe, + 


lips: 


\ a ; -. 


v Hardware Cloth 
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find what they want 
in the complete line of 


Cyclone Hardware Products” 


His is the time of the year that home- Products, vou have yust what your customers 
f poston are thinking about property im- want. They include complete lines of woven 
provement they're getting ready for jobs ind welded Lawn Fence, Flower Bed Border, 
like erecting a fence, repairing window and lrellis, Lawn and Farm Gates Insect 
door screens, ck aning up the vard, and simi- Wire Scree ning im Galv anize d Stee l. Bronze 
lar tasks. And, as a result, it’s the season for and Aluminum Hardware Cloth woven 
special sales effort on Cyclon “Red lag” with the exclusive welded selvage and the 

Hardware Products big-value Cyclone Catch-All Basket 
When you handle these Cyclone Hardware very one of these products bears the fa- 
milhar Cyclone “Red Tag” label that cus- 
tomers recognize as a symbol of top quality 
in hardware products. It’s like having an 

extra salesman on your floor 

Check your stocks today and fill in any 
gaps from your jobber at once. Then you'll 
be ready to cash in on the big demand for 
Cyclone Hardware Products. It’s a demand 
that’s hitting its peak in the next few weeks 
but you'll find it will stay at a high level all 


through the Veal 


CYCLONE FENCE DEPT 
AMERICAN STEEL & WIRE DIVISION 
UNITED STATES STEEL CORPORATION 
WAUKEGAN. ILLINOIS SALES OFFICES COAST 10 COAST 
UNITED STATES STEEL EXPORT COMPANY, NEW YORK 

















v Catch-all Baskets 


It's easy to see why Ci ne Cartel 


been called “the big 


market today [hey | nearly aim i 
of waste lhe close 1 heavy wore j s ~ 


cular shape make tl 
last The raised borto 


omplete combustion 


U-S*S CYCLONE “fe¢777 HARDWARE PRODUCTS 
MM 6 ARE. ll ee 
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All over the country... 


these well-known shooters, guides 
and hunters help you sell Peters 
“High Velocity” ammunition 


"ger 


* 


fre t 


SOUTH = 
DAKOTA WISCONSIN 


NM Newt A 
~ Charies? 
MISSOURI 
lon Imes hesapeake Bay 

Jackson MARYLAND 
WYOMING 
Herman Lokey 


Humnoke 


Don Westwater 


ARKANSAS 


San Fran 


CALIFORNIA 


Pictured above are a few of the many leading 
guides, hunters and shooters who know 
that Peters “High Velocity” ammunition 
gives the power and accuracy hunters want 
...and who are telling your customers about 
Peters through the pages of the nation’s 
largest outdoor and farm magazines. 


The biggest advertising program in Peters 


Carlos Vinson 
Daylight 
TENNESSEE 


Polr Bay 
je B. Kitchens FLORIDA 


Home 


LOUISIANA 


history is now reaching more and more of 
your customers. So take advantage of this 
‘High 
~s eee 


selling help. Recommend Peters 
Velocity” for every kind of game . 
every type of modern American gun. 
Remember ...there’s no more powerful or 
accurate ammunition in the world than 


Peters ““High Velocity.” 


haley 


hea power 


PETERS CARTRIDGE DIVISION, BRIDGEPORT 2,CONN. 


city 


PETE RS packs t 
GU PONT 


"High Vel 


S$ a trademark of Peters 


Cartridge Division, Remington Arms Company, Inc 
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N INSTANT HIT! 


iK i | 
Fil fle j 


am | . 
| Re 


REVERE WARE SETS AT SUBSTANTIAL SAVINGS 
CREATE INDUSTRY-WIDE EXCITEMENT 


From the first announcement until their unveiling at the 
Housewares Show these two sets have been the talk of the 
trade! Carefully selected and beautifully gift-packaged, 
both assortments are destined to become ‘op sellers in 
housewares departments throughout the country. They're 
perfect for gift promotions . . . ideal for time-payment 
selling . . . specially priced for maximum consumer 
acceptance. 

Four-color pages in leading magazines—backed by 
commercials on Revere’s nation-wide TV program—will 
“kick off” this great promotional effort. Hard-hitting 
point-of-sale and direct advertising material will be 
available . . . set cartons contain built-in display cards. 
Pent-up demand for Revere Ware Sets—spurred by this 
drive—will surge to a record level. 

Get your share of this plws business! Contact your 


supplier at once. 


Rome Manufacturing Company Division, Rome, N.Y. 
ROME, NEW YORK «+ CLINTON, ILLINOIS + RIVERSIDE, CALIFORNIA 


SEE REVERE'S ““MEET THE PRESS’ ON NBC TELEVISION SUNDAYS 
SOUTHERN HARDWARE for SEPTEMBER, 1953 


11-PURPOSE SET—Retails for 


INCLUDES: P37. B 


1—No. 1723 Special DeLuxe Wall Rack 
(10 brass hooks) 

1—No. 1401 1-Qt. Covered Sauce Pan 

1—No. 1403 3-Qt. Covered Sauce Pan 

1—No. 144112 14%2-Qt. Covered Double 
Boiler 

1—No. 1488 Breakfast Unit 

1—No. 1450 10” Covered Skillet 


"KITCHEN JEWEL" 
CHEST 
Retails for 


INCLUDES: 

1—No. 1723 Special DeLuxe Wall Rack 
(10 brass hooks) 

1—No. 1401 1-Qt. Covered Sauce Pan 

1—No. 1402 2-Qt. Covered Sauc> Pan 

1—No. 1403 3-Qt. Covered Sauce Pan 

1—No. 1446 6” Covered Skillet 

1—No. 1450 10” Covered Skillet 

1—No. 1424 4-Qt. Covered Sauce Pot 

1—No. 1516 6-Cup Percolator 


: 





ELEPHANT BRAND 


TRUCK AND WAGON HARDWARE 





it's the All-Steel Chain- 
Tainer with the Handle! 
Contains 100 Ibs. of any 
one of the 4 fastest-selling 
sizes of ELEPHANT BRAND 
**PROOF" (Green label), and 
“BBB” (Red label) Chain, made by the 
oldest chain manufacturer in America. It's 
sealed to protect chain against rust. It's easy to 
handle — stock — display — sell! 


Ask Your Jobber 


BRAND 














NIXDORFF-KREIN MFG. CO.,916 Howard St., St. Louis 6,Mo., Est. 1854 
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One of the many SSirco Services — and one 
that will mean a lot to you — is the con- 
venience of getting what you want when 


you want it, 


You benefit two ways. Besides the conven- 
ience, you get the SSirco-distributed line of THESE FAMOUS PRODUCTS MAKE UP 


nationally-advertised, top brand names. SSIRCO STOCK 


Names your customers know and prefer. 
Reynolds Aluminum Ourall Screens 


Building Products Georgia-Pacific Plywood 
; Follansbee Terne le-"K’”’ Cotten 
margin of profit. Carey Asphelt and insulation 
c ond aaa Columbia-Matic Screens 
ertain-tee 
Asphalt Products ner eo Shingles 
EZ-Wey Stoeirwoys pe nery sy 
. eens . , _ ality Miami- Cabinet a van - 
count on an ample supply of these quality lami-Corey Cabinets Milcor Stee! Products 
‘ : Celotex Insulation Veri-Pitch 
materials that sell. Be sure of getting what Boord Products Se 
Insulite Insulation Homlin Ventilators 
contact the Board Products Anaconda Copper 
Flintkote Products SSirco Steel Roofing 


SSirco warehouse nearest you. The friendly Nu-Wood Insulation ond Building Products 
7 . Board Products Barclay Plastic-Coated 


service and prompt delivery you'll get will Masonite Hordboords Paneling 
ere Upson Panels Superior Metal Trim 


mean increased sales and profits for you. Asbestone Asbestos Leslie Louvers 
. Products Alsynite Translucent Panels 


Products that are priced to leave you a tidy 


You — like other SSirco customers — can 


you want when you wantit... 


FOR A NEW HIGH IN ALL 3—QUALITY, PROFITS, AND DELIVERY 
—WRITE OR CALL YOUR NEARBY SSIRCO WAREHOUSE 


SOUTHERN STATES — 
IRON ROOFING COMPANY 





Here are the Highlights 


18 POPULAR TOOLS 
TO CHOOSE FROM 
Select any assortment of tools you 


want. Order in any quantities desired. 


No forced combination deals. 


COLORFUL CHRISTMAS 
COVERS 


Tools come to you packaged with gay 
Christmas covers. Saves gift wrapping 
for you. Makes impressive holiday 
display in window and on counters. 


FREE SALES HELPS 


Three-color Christmas Streamers, 
Newspaper Ad Mats, Consumer 
Folders supplied free to help attract 
Christmas business to your store. 


POWERFUL NATIONAL 
ADVERTISING 


Ads in the Saturday Evening Post, 
Country Gentleman, Popular Mechan- 
ics, Popular Science Monthly will pre- 
sell millions—direct customers to 
your store to buy. 


NOTE: Christmas covers are designed 
so that they slip on over the standard 
boxes. They may later be removed, thus 
eliminating the problem of carrying 
over unseasonable packaging. 





18 Fast-Selling, Gift-Packaged 


No. 1814 
““" ELECTRIC DRILL 
$22.35 List 


a 


BIT BRACE 
$5.20 List 


Tools to Choose From 


No. 8504 
SCREW DRIVER 
T 


No. 75 


_— 
BLOCK PLANE 
v $3.00 List 4 
PD’ , 


No. 9 
SMOOTH PLANE 
$8.25 List 


> 


No. 77A 
HAND DRILL 
$3.60 List 


No. 14 
JACK PLANE 
$9.00 List 
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No. 43 No. 18 No. 300 
SWIVEL VISE “ 
ome som HACK SAW FRAME 


: $4.20 
a a . 
Ne. 106 


CARVING TOOL SET 
No. 29X , $4.00 Un 


AUTOMATIC SCREW DRIVER 
WITH ATTACHMENTS 
$3.85 List No. 100 
AUTOMATIC DRILL 
$4.40 List 





No. 590 
TORPEDO LEVEL 
$1.90 List 


No. 725 
NEST OF SAWS 
$2.95 List 


No. 1200 BUFFING AND SANDING 
COMBINATION SQUARE ATTACHMENT 
$1.80 List ; 


No. 2130 
RIGHT ANGLE DRIVE 
$4.95 List 


NEWSPAPER AD MATS 
One and two columo sizes — ready w turn over 
to your local papers. Run them as complete ads 
with your aame and address at bottom, or in 
corporate them as part of your regular store 


| —S-—__s ——— - >| advertisements. They sell the “Tools for Christ 
. : } mas idea for you, attract gift shoppers to your 

r * 3 “4 store. Indicate if wanted on your tool order 

, 

R MILLERS FALLS —<E - ) 


ay TOOLS 
eee 





DISPLAY STREAMERS 


Real eye-catchers printed in brilliant red, green 
and black on gleaming Kromekote stock. Near. 
ly three feet long by a foot high. They'll build 
holiday atmosphere in your windows, on walls 
or tied in with counter displays. Specify num- 
ber wanted when you place your Millers Falls 
Chrisemas order 


CONSUMER FOLDERS 


Bright and colorful, they'll do a big selling 
job for you. Generous space for your imprint 


Soc te iain ad Gaae Te MILLERS BALLS 
Order as many as you want. The more you use, 


the more sales they'll make for you a8) oO LS 


ORDER EARLY 
FROM YOUR JOGBER 


Millers Falls Company, Greenfield, Mass. 





She Mark f Superiovily 
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implity your buying... Carry @ complete quality tine. 


Order all these U°S°S Steel Products 
from a single dependable source 


YOU can simplify your buying procedures, cut 
the time and cost of checking records and inven- 
tory by ordering acompl te line of steel produc ts 
for the farm and home from a single reputable, 
dependable source... T.C. 1. 
YOU can be sure that these products have Aad S “4s U-S-S AMERICAN FENCE, the 


customer appeal, too; they are the quality line aa i/ South's favorite farm fence. Easy 
[Cc CcCCa NS to sell b it's made so il. 
of U-S‘S Steel Products which have been proved SS) thems y let nag oom ame 
There's more in use than any other 
by use to give money-saving service, brand . . . it must be good! 
YOUR sales efforts are being backed up by 
forceful farm magazine advertising, popular 


radio programs, helpful literature and other 
U-S-S TENNESEAL ¥-DRAIN ROOF- 
gives better all-over protec- 
ees U-S-S Steel Products. x Bi tion because of its strong con- 
struction, procticol design, and 

long service. 


sales-building aids. Sell the complete quality line 


TENNESSEE COAL & IRON 
DIVISION U-S-$ AMERICAN BARBED WIRE 


UNITED STATES STEEL CORPORATION 98S eo ae has sharp, firm barbs regularly 


GENERAL OFFICES: FAIRFIELD, ALA. spaced, and a crack-proof, peel- 
proof coat of special, heavy gol- 


DISTRICT OFFICES: CHARLOTTE - HOUSTON - FAIRFIELD Roe vanizing. It is available in four 
JACKSONVILLE - MEMPHIS - NEW ORLEANS - TULSA Cara different styles. 


UNITED STATES STEEL EXPORT COMPANY, NEW YORK 


U-S-S AMERICAN BALING WIRE 


is specially wound for use with a 
variety of automatic pick-up bol- 
ers. Its guaranteed toughness and 
strength keep bales neat and 
tight. 


U-S-S BLUE BONNET BALE U-S-S TENNESSEE NAILS AND STAPLES 


for tying straws, alfalfa, are made for all home and farm pur- 
begging, poper ond other poses in a wide variety of sizes ond U-S-S TENNESSEE STUDDED “T” POST drives 
lichli h i 
materials. Strong, yet p pes. Carry a complete line. easily, anchors firmly, is economical and prac- 
for easy tying. tical from pasture to poultry yard. 





U°S°S AMERICAN FENCE 
U°S’S TENNESEAL V-Drain ROOFING 
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Scorct 
e Masking Tape 
Scorch Masking Tape 
144" WIDTH 
DISPLAY NO. 188 


12 roll counter display of 11x 300- 


inch rolls. Each roll mounted in in- 
dividual holder. 


eaeno 


eoTch Masking Tape 


score 


Masking Tape 





< “<r 
Scorcn Masking Tape 
DEAL H-2 


A real masking tape headquarters. 

a Yellow wood cabinet takes no more 

ing Tope —_— a counter space than 3 gallon cans 
XS wn : : owe er : of paint. 

ORDER FROM YOUR WHOLESALER... 


Includes 24~—35¢, 12--59¢ and 
12—89¢ rolls. List price $26.16. 
BRAN 
The term “Scotch” and the plaid design are registered trademarks for the more than 900 pressure-sensitive MASK | N G 
adhesive tapes made in U.S.A. by Minnesota Mining & Mfg. Co., St. Paul 6, Minn ilso makers of ““Seotch” 


Sound Recording ‘Tape, ‘‘Underseal” Rubberized Coating, ““Scotchlite’ Reflective Sheeting Safety-Walk” 
Non-slip Surfacing, "3M" Abrasives, "3M" Adhesives. General Export: 122 E. 42nd St., New York 17, N. ¥ 


In Canada: London, Ont., Can 


AND REMEMBER: 3M’s Simplified Sandpaper Program makes ordering and selling sandpaper easier. Just 8 grits fill 99% of all 
customer needs. Stock up now— it’s an ideal tie-in with “Scotch” Brand Masking Tape with every paint sale 
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‘Our paint department is 
successful and profitable... 








- - e because we have featured the Pee Gee line 
exclusively over a long period of years.” 


Mr. London keeps the Pee Gee line right up front 
in his big, recently remodeled store. His progressive 
further comments are instructive: 

“The reason for remodeling is, of course, to keep 
abreast of the times . . . in merchandising, display, 
and the many other factors that make a modern 
retail store. But .. . through the years and all the 
changes ... we continue to feature the complete 
Pee Gee Line for a very definite reason. We have 
found that Pee Gee too, believes in remodeling, in 
keeping abreast of the times, in improving and 
developing their products, in introducing new prod- 


R. P. London, Jr., President 
London Hardware Company 
Johnson City, Tenn. 


ucts, and in continually striving to help their dealers 
do a better selling job. 

“As we continue to grow and expand, we have an 
ally in the management of Pee Gee, with the same 
goal as ours . . . to serve the public better.” 

We at Pee Gee underlined those words of Mr. 
London’s, because that’s the clearest statement of 
Pee Gee's dealer policy we've ever read! 

If you want a profitable, successful paint depart- 
ment from the very start, we suggest you investi- 
gate a Pee Gee dealership . . . as Mr. London did a 
good many years ago! 


4 PAINT & VARNISH COMPANY 
- 223 N. 15th Street, Lovisville, Kentucky 


Serving the South Since 1867 
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Drive Nail Profits UP with the new 


REYNOLDS ALUMINUM 





NAIL === 


> 


Move nails up to the high-trattic, profit mak 


Ing spot they ought to have... with aluminum 


nails, in this colortul Reynolds merchandiser 


Each eye-catching carton is marked for the 


job its nails do...reminds the customer of 


what he needs. Each carries the short sales 


story you know...that rust-proof, non-stain 


ing aluminum nails do a better job...that you 


many nails 


get nearly three times as per 


pound. Order now, from your jobber, display 
package that includes all the most popular 
Alum 


types and sizes ot Reynolds Lifetime 


num Nails. Write for literature, 
Reynolds Metals Company, Building 
Division, 2039 South Ninth St., 


1, Kentucky. 


Products 


Louisville 


MERCHANDISER 
——— 


“WETS On) gUST Res 


REYNOLDS 


The smart new carton 
reaches you like this 


Wetime 
aluminum nails 


'WREE Tenens 
MORE FER roun 


Easy to cutand 
fold back like this 


SIZE—Height over-all 37 
Width 13"; Length 14 
Weight approx. 36 Ibs 


ys “rine 


Srihy g 





RX 


\ 


NEW 4 meynctte Lifetime Aluminum 


Farm Roofing and Siding in 48” Width 
... for Lower Installed Cost, improved Appearance! 


Khivg 
aluminum sheet! 
OCs le s loss 


faster, Casicr, rm 


Prost new 
preater wiadt 
of metal in side laps 

I 
cal inst 


onom 


Order now 


re a 


exclusive with Reynolds 


I 
behind this sensational new sales- builder 


pitch) 019” Cor 
* and 24%" 


024” Corrugated Embossed (2'4" 


rugated Plain and Embossed (1%" pitch 








SEE 
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“MISTER PEEPERS,”’ 


starring Wally Cox, Sundays, NBC-TV Network 








SEINE TWINES 

SEINE CORDS 

TROT LINES 

STAGING 

VENETIAN BLIND CORD 
SASH CORDS 

CLOTHES LINES 
MASON LINES 
BUTCHER'S TWINES 
FISHING LINES 

NYLON CASTING LINES 
STARTER ROPE 

JUMP ROPE 

MOP HEADS 
WRAPPING TWINES 
KITCHEN LINES 
EXPRESS TWINES 
CHALK LINES 


QUALITY TWINES AND CORDAGES MITE CORDS 


PARCEL POST TWINES 


GUARANTEED 





‘ POLISHED INDIA TWINES 
PLASTIC CLOTHES LINES 





= ee, a 


SS 


ORDERS OF $50.00 OR MORE, FREIGHT 


PREPAID. Orders of less than $20.00 f.0.b 
Mill, Lawndale, N. C. or Marietta, Minnesota 
Orders of $20.00 to $50.00, freight allowed 
to $1.00 per cwt. Freight prepaid does not 


include extra charges incurred outside car- ; ; 
When you display the WG tine - 


rier’s regular zone of delivery 
it Sells! 
Cleveland Mills Company vawwoace, norte CAROLINA 


Sor 6) CVS F 2102 COLORADO BOULEVARD MARIETTA 
- LOS ANGELES 4!, CALIFORNIA MINNESOTA 
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“ <4 


“First in a oe yey 


. for Sales and Value 


SAVAGE * STEVENS « 
Single and Double Barrel Sh 


Savage, Stevens, and Fox ‘“‘singles { “‘doubles 

“first in the field’’ with generations of shooters. Feature 

with proven value proven sales ippeal Consumer ad 

directly beamed to your area will presell these populat depen ibl« 

models send Abuyers into your store. Be ready tor them ce 

your order with vour distributor wou vave Arms ( OFrpor ith ») SAVAGE 
Firearms Division, Chicopee Falls, Mass 


Savacet stevens 





‘eam 


NEW SAVAGE MODEL 220 pote 
HAMMERLESS sincit BaRREL SHOTGUN STEVENS MODEL 94 


12-16 -20-.410 gauge SINGLE BARREL SHOTGUN 


$23.50 





POPULAR STEVENS MODEI 3il 


DOUBLE BARREL SHOTGUN— STEVENS MODEL 530 — $65.75 ( retai! 
12-16-20- .410 gauges DOUBLE BARREL SHOTGUN 


$59.95 ew : 





DOUBLE BARREL SHOTGUN 
FA I yy 3 
MOUS FOX B 12-16-20-.410 gauges 


$75.50 vw 
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STOCK DISPLAY the BEST LINE TODAY 


ANMUITE uw 


PURPOSE 
ALL LS 


wInDOW M 


ATERIA 


R-V-LITE 


10 POPULAR FAST SELLERS! 


100-C COTTON REINFORCED 200-P PLASTIC REINFORCED 

700-W ALUMINUM WIRE REINFORCED 50-C ECONOMY COTTON REINFORCED 

300-CW VIMLITE 10 MESH WIRE 800-CW VIMLITE 14 MESH WIRE REIN 
REINFORCED FORCED 


400-T WAX IMPREGNATED FABRIC 15-V V-LITE CRYSTAL-CLEAR 4-MIL VINYL 
PLASTIC 


36-SP CLEAR 2-MIL VINYL PLASTIC 12-SP DELUXE TYPE REINFORCED COTTON 


YOuRS “47 2a 17,77 
Cl and (60 this 
valuable, new 


REALISTIC a - 
' \ LAA.) “HOW TO DO IT 
3-DIMENSIONAL - | See 


DISPLAY : BOOK will help 
enoangy you sell more B-V-ANTE and 
VIMLITE 


sages packed with soles-buildirg suggestions, illustra 


SEND REQUFST - CARD ay j § he ‘ at Gantt 

for FREE DISPLAY ond ns and instructions ' ; me mm ar actory use 
oc Oo n p « sumer magazines. Directs 

Consumer Literature © your ore sll types of R. V-LITE products 

Card packed in each nor etc. Write todoy for your FREE 

Enclose-A-Porch kit r order pads 


Wit 


@ Sells 


* “EDD 


A BNEY {CORPORATION on 


Since 1905 3462 North Kimball Avenue, Chicago 18, Illinois 
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Hardware and Allied Lines --Farm Operating Equipment 


Vol. 122 September, 1953 No. 9 


T. W. McALLISTER, Managing Director 
RALPH E. KIRBY, Editor 
MARILYN R. BULLA, Assistant Editor 
BARON CREAGER, Southwestern Editor 
(1305 National City Bidg., Dallas, Texas) 
O. A. SHARPLESS C. E. SMITH J. A. MOODY 


Business Manager Asst. Bus. Manager Production Manager 
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Business Trends 

Hardware Industry News 
Housewares to The Front 
More Sales at Less Expense 
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Customers Pay to Shop Here 
Sell More Space Heaters 
Profitable Service Shop 
Promoting Quality Gifts 
More Profits from Paints 
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New Products and Sales Promotion Material 


FARM EQUIPMENT SECTION 


Boosting Parts Turnover 

This Dryer Rides a Combine 

Implements Come First in This Sales Plan 126 
Massey-Harris, Ferguson Amalgamate 


————————— 


ANNUAL SveacripTion—-$1.00 
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SPEEDY SPRAYER 444 


No icb too big! 4 cu. ft. of 
lean, oil-free oir at 40 ibs 
pressure Y% hp. motor or 
engine With gur less motor 
retail 966 00 


PAINT 
TANK 778 


Holds 3 gallons 
Carried of hung 
on todder. With 
10° ow and point 
hose. Retail 
ade 


SPEEDY SPRAYER 690 


Diophragms eliminate oly py 
tons. Ve hp. motor delivers 2 cu 
ft, of clean, oil-free oir at 30-4( 
ibs. pressure. Never noeds oiling 
With gun, less motor, retail 


0 





MOBILE SPRAYER 950 


ideo! Avtomotic Tank sprayer for 
home or commercial use. Steel 
tank with “4 hip. compressor 
Removable wheels and handle 
rete 


W.R. BROWN CORPORATION 
2701 Normandy Ave., Chicago 35, Ill. 
Specialists in Portable Sprayers for Over 30 Years 
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independent Retailers 
Report Sales Increase 


SALES OF RETAIL stores totaled 
$82.7 billion for the first six 
months of 1953, six percent high- 
er than the $77.9 billion total for 
the first six months of 1952. Sales 
for June 1953 amounted to $14.6 
billion, virtually unchanged from 
May of this year, but six percent 
higher than June 1952. 

Sales of department stores were 
six percent higher in June 1953 
than in the corresponding month 
a year earlier, although a decrease 
of two percent occurred between 
May and June of this year 


* 


Inventory Expansion 
in Durable Goods 


DESPITE RECORD sales in April 
and May, the latest month report- 
ed, business investment in inven- 
tories totaled more than 77 billion 
dollars at the end of May, an in- 
crease of nearly 1.8 billion dollars 
from the end of March. A sub- 
stantial part of this accumulation, 
according to the Department of 
Commerce, was in consumer dur- 
ables — automobiles, home appli- 
ances, television, etc. 

Production of household appli- 
ances was sharply curtailed in 
April and May as stocks accumu- 
lated, but output of automobiles 
continued at high levels through 
June 


° 


Factory Output 
Levels Off 


INDUSTRIAL output has begun to 
level off. The Federal Reserve 
Board index of industrial produc- 
tion in April, May and June was 
slightly below the post war record 
in March. Production of durable 
goods in June was down about 
three percent from March, Output 
of household durables declined 
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somewhat further in May and was 
13 percent lower than the high 
in February of this year. Produc- 
tion of television sets picked up 
a little in June, although factory 
stocks continued to grow. 

Despite increasing competition 
in the market for household appli- 
ances, output still is well above 
the relatively low levels of 1952 


° 


Consumer Credit Volume 
Shows New Expansion 


STRONG CONSUMER demand for 
goods and services in the last few 
months has been reinforced by a 
rapid growth in the use of credit 
In both April and May, latest 
period for which information is 
available, consumer credit out- 
standing increased by half a bil- 
lion dollars, and the total at the 
end of May was 26.7 billion dol- 
lars, more than five billion highe1 
than in early May 1952 when cred- 
it controls were removed 

About 60 percent of the expan- 
sion in these two months was in 
automobile paper, but all major 
types of credit showed increases, 
according to the Department of 
Commerce 


Employment Continues 
on High Level 


EMPLOYMENT TOTALED 63.2 mul- 
lion in early June, 200,000 more 
than the previous record in June 
1952. Nonagricultural employment 
was unchanged from May, but ag- 
ricultural employment showed a 
more than seasonal rise of about 
1.5 million, according to the De- 
partment of Agriculture. 

Unemployment rose about sea- 
sonally to 1.6 million—2.4 percent 
of the civilian labor force 


. 


Farm Prices Stable 
in Latest Month 


THe INDEX OF Prices Received 
by Farmers remained unchanged 
during the month ending July 15 
at 259 percent of the 1910-14 av- 
erage, the Bureau of Agricultural 
Economics has reported. Substan 
tial increases in prices received 
for cattle, hogs, milk and eggs 
resulted in a five percent increase 
in the livestock and _ livestock 
products index 

Sharply lower prices for most 

(Continued on page 64) 





% change 
in sales 

Geographic June 1953 
Division from 


June May 
1952 1953 


Stocks-Sales 
Ratio 


change 
in inventories 
June 1953 


from 
June May] June June May 
1953 1953] °53 52 53 





U.S. Tota! 
Sales + 8 + 4 


Hardware 


South 
Atlantic 


East South 
Central 


West South 
Central 











167 


202 


259 














Wholesale Hardware Sales and Inventories 


(From U. S. Dept. of Commerce Monthly Report) 
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DIVIDENDS... in human lives 
SSS 
SVG 


BUSINESS EXECUTIVES! 
CHECK THESE QUESTIONS 


, cwer “yes 9 mos ther ’ 
f you can answer “yes” to most of them America’s blood bank needs more blood, now. Be a regular depositor and know 
you--and your company — are doing a needed 
job for the National Blood Program 





that your dividend is saving a life of some American somewhere 


WAVE VOU GIVEN YOUR EMPLOVEES Time it may be a soldier shot down in battle, suffering from shock. Or someone 
OFF TO MAKE BLOOD DONATIONS 
here at home, sick and in dire need of new blood to restore life. A mother in 
HAS YOUR COMPANY GIVEN ANY RECOG 


NITION TO DONORS childbirth, or a child in an accident 
DO YOU HAVE A BLOOD DONOR HONOR 
ROLL IN YOUR COMPANY 


HAVE YOU ARRANGED TO HAVE A BLOOD Forces or Community Blood Donor Center right now, for an appointment? 
MOBILE MAKE REGULAR VISITS 


America must give. America is you. Won't you call your Red Cross, Armed 


HAS YOUR MANAGEMENT ENDORSED THE 
LOCAL BLOOD DONOR PROGRAM 


HAVE YOU INFORMED EMPLOYEES OF YOUR 
COMPANY'S PLAN OF CO-OPERATION 


WAS THIS INFORMATION GIVEN THROUGH 
PLAN BULLETIN OR HOUSE MAGAZINE 
HAVE YOU CONDUCTED A DONOR PLEDGE 
CAMPAIGN IN YOUR COMPANY 
HAVE YOU SET UP A LIST OF VOLUNTEERS 
THAT EFFICIENT PLANS CAN BE MADE , 
R SCHEDULING DONORS 
Remember, as long as a single pint of blood 


may mean the difference between life and 
death for any American the need for 


bod is urgent | ..give it again and again 


O OQOO0O0000 





NATIONAL BLOOD PROGRAM 
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Here’s What Paint Merchants Every- | 
where Are Saying About 


From Waukegan, lilinois 


"Satone sales were excellent 
Ran completely out of three 
colors with sales for the day 
going well over $200.00." 


Silver Hardware Company 






From Akron, Ohio 


From South Bend, two weeks and have already 
Indiana e-ordered Your plan realiy 


mole] O Mere} ts olere) 


irned in and 
ale were 
well over 
$650 .00 

They 


ley re cer 


Kenmore Hardware 
From Gloucester, Massachusetts 


\\\ as AVL oD CoM. Corel -) ha: titel Moe MSY, WHO) | 2 
\ proves that Patterson-Sargent 
, s ‘hit the jackpot’ when they 
tainly going produced this great line " 
for Satone 





here : ~ Charles J. Gray & Sons, Inc. 
i. Macdware Co From Kansas City, Missouri 
"Customers are still coming in From Pittsburgh, Pennsylvania 
with colof cards in hand. And "Big returns here and plenty 
From Schyler, Nebraska they're- buying Satone. Sold 6 of new face Sold just short 
Ne id a ver rood return and gallons this morning.” of $100.00 worth of paint the 
“over $10 O wort { Mock & Craig Hardware _ 
Min Incidently. your man Smithfield Paint Corporation 
1 wonderfu, dod , ; : From Providences Rhode Island : 
McNomara Hardware t e and‘your plan fof selling 
The Outlet Company 
From Philadelphia, Pennsylvania 
"Your plan gave me the best day's business From Detroit, Michigan 
in the last three years. I'll say it works ir thanks to you. for inaugurating and carry- 
and not only for paint, but everything else!" ing through the preatest paint 1les plan 
Tioga Paint Supply Company we ve seve! he 


Art Hass Hardwore 




















Available in Scores of Decorator Colors 
for Walls, Woodwork and Ceilings! 











When thousands of dyed-in-the-wool, 
hard-to-sell paint merchants enthusiasti 
cally accept a product, you can bet 
your bottom dollar it's going places 

New colorful Alkyd SATONE has won 
that acceptance and ... for good reason! 

Free of objectionable paint odors, 
fully scrubbable and priced for the kind 
of mark-up that means bigger profits, 
SATONE has been smashing dealer 
sales records everywhere with amazing 
consistency. Combined with a unique 
and thoroughly-tested sales plan that 
really works, SATONE Alkyd flat enamel 
offers a positive opportunity for increased 
sales... whopping profits. 

Look into this fabulous SATONE story 
today! It's based on solid proof. 


The Patterson-Sargent Compony 
1325 East 38th Street 
Cleveland 14, Ohio 


Without any obligation whatsoever, I'd like further proof of 


SATONE pertormance 


NAME 


ADDRESS 


city 








Davis Appointed to 
Union Hardware Post 


THE APPOINTMENT of David 
Davis as Merchandising Manager 
of the Union Hardware Co., Tor- 
rington, Conn., has been § an- 
nounced. Union Hardware recently 
established Sealand, Inc., as the 
corporate name under which its 


David Davis 


varied group of sporting goods 
would be merchandised, and Davis 
appointment completes Sealand’s 
executive set-up. Prior to joining 
Union, Davis spent 20 years with 
R. H. Macy and three years with 
General Electric as National Sales 
Manager of Television. 


* 


Taylor Instrument Names 
New Representative 


REPRESENTING the commercial 
line for Taylor Instrument Co. in 
the Texas-Oklahoma territory, 
Thomas W. Curl assumed new 
duties in August. Following a 
training course at the home office 
in Rochester, N. Y., Mr. Curl has 
been traveling with John K. Pat 
terson in the area which Patterson 
has covered for the past 15 years 
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Patterson retired from the com- 
pany July 31. 

Mr. Curl served with the U. S 
Army for six years, rising to the 
rank of major. Before joining the 
Taylor organization, he was owne! 
of a heating and air-conditioning 
business 


© 


Stanley Tools Announces 
Sales Appointments 


THE APPOINTMENT of Erhardt W 
Kunert to the North and South 
Carolina territory, was announced 
recently by Frederick O. Fuller, 
sales manager of Stanley Electric 
Tools of New Britain, Conn. 

Prior to joining Stanley, Kunert 
was employed as sales representa- 
tive by Rubin & Co., and the New 
York Life Insurance Co. He is 
married and plans to reside with 
his wife and one daughter in 
Charlotte 


Erhardt W. Kunert 


An additional change in the 
Stanley sales organization in the 
field was the transfer of Robert 
W. Brandt, who has been covering 
North and South Carolina, to the 
Texas and Oklahoma territory 


National Hardware Show Plans 
New Lawn, Garden, Farm Division 


THE NATIONAL Hardware Show 
will devote more than 50,000 sq 
ft. of exhibit space to its new 
Lawn, Garden, and Light Farm 
Equipment Division. In this sec- 
tion, with one-half mile of exhibit 
frontage, will be shown and dem- 
onstrated every type of lawn, gar- 
den and light farm equipment 
from trimmers to light tractors, 
spades to sprayers, and pumps to 
power mowers 

More than 1500 people will be 
required to man the booths of 
more than 200 of America’s lead- 
ing manufacturers. The show will 
be held at the Grand Central 
Palace, October 5-9 in New York 
City 

Last vear, buyer attendance ex 


ceeded 34,000. With the addition 
of the Lawn, Garden and Light 
Farm Equipment Division, the 
buyer attendance is expected to 
reach the 40,000 mark. 

In the Lawn, Garden and Light 
Farm Equipment Division, over 
200 items will be shown to the 
trade for the first time, according 
to the manufacturers who are ex- 
hibiting. 

Frank Yeager, director of the 
Show, stated that provisions have 
been made with outside ware- 
houses to store shipping crates te 
make room for the demand for 
space in this new division 

As in the past the show will be 
for the trade only and the public 
will not be admitted. 
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Demand 
+ NATIONAL METAL PRODUCTS 


National Metal 
BRONZE WEATHERSTRIP 





Kai ~ 
(_SOLUMBIKsS : 
Py ak 
BRONZE WEATHERSTRIP. 





Packed To Catch The 


Homemaker's Eye 


ouT OF sock 
in ese wi — 
y aa 
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INDUSTRY 


Carion Appoints New 
Regional Sales Manager 


THe CARLON Product Corp. ha 
announced the appointment of 
Rom Rhome as manager of sale 
for the Southwestern territory 
Formerly associated with line pipe 


ales of the Consolidated Western 
Division of the U. S. Steel Corp., 
Rhome will supervise the sale of 
Carlon plastic pipe, fittings and 
coatings mn the Southwestern 
tates, including Texas, Louisiana, 
Arkansas, Oklahoma. He will be 
responsible also for the promotion 
of the use of Carlon pipe in the 
petroleum industry 

Rhome is a graduate of the Uni- 
versity of Texas and the Harvard 
Graduate School of Business Ad- 
ministration. He has established 
offices in Fort Worth 


. 


Gordon Grand, Jr. Named 
to Olin Industries Post 


Joun M. OLIN, President of Olin 
Industries, Inc., has announced the 
appointment of Gordon Grand, Jr., 
as Assistant to the President, ef 
fective July 1. He will be located 
in the New York offices of the 
company 

Grand has been chief counsel to 
the Republican members of the 
House Ways and Means Committee 
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NEWS 


ince May, 1948, and he resigns a 
clerk of that committee. He previ 
ously was an associate in the New 
York Law Firm of Spence, Hotch 
ki Parker and Duryee. Olin 
new assistant received an A. B. de 
gree from Yale, and a doctor of 
from Harvard He 
entered the Army as a private in 
March, 1941 and was promoted 
through the ranks to major. He 
istant to Secretary of 
War Henry L. Stimson, serving in 
North Africa, Italy 


Germany 


law degree 


Was an a 


France and 
+ 


Jackson New Sales 
Manager at Fraim 


OFFICIALS OF the E. T. Fraim 
Lock Co, have announced the ap 
pointment of George F. Jackson 
as General Sales Manager to direct 


(Continued on page 40) 


George F. Jackson 


and supervise the sales and dis 
tribution of Fraim Products 

Mr. Jackson has been associated 
with the company in the capacity 
of Sales Service Manager. He has 
had more than 30 years experience 
in the hardware industry 


W. F. Kennedy, Oft-Heiskell Co., 
Honored for Long-Time Service 


W. R. Kennedy, long-time head 
of the Ott-Heiskell Co., hardware 
in Wheeling. West Vir- 
honored in July at a 


wholesale! 
ginia, wa 
dinner party given in recognition 
of his 65 vears of service in the 
wholesale hardware industry 
Numerou from out of 
town attended the affair which 
was held at the Riley Farm, St. 
Clairsville, Ohio. In addition, Mr 


guest 


Kennedy received many congratu- 
latory messages and an engraved 
silver pitcher, commemorating the 
day, was presented him by hi 
fellow workers 

Widely known among manufac- 
turers and wholesalers, Mr. Ken- 
nedy, after 65 years, is stil] active 
in the business and is at his desk 
every day 
nouncement 


according to the an- 
from the company 


Shown above are guests attending the party given for W. F. Kennedy upon 

completion of his 65th year of association with the wholesale hardware 

industry. Mr. Kennedy, wearing sweater, is shown in the center of the first 

row. He is flanked on the left and right, respectively by sons, George B. 
and Mark H. Kennedy 
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14 OPENINGS 
WITHOUT f, f Vs) 
DUPLICATION —“A BOOTHS 124-5 


Heavy duty holder 

contains complete 

product information BARCALO 
to make your selling a 7- PIECE 
ponies BOX WRENCH SET 


No. 5647 MHP 


5 and 6 prece sets also available 
x» 560145 MHP ‘. - |) 5646 MHP 


PRICED EXTRA LOW 
FOR QUICK SALES 





‘ selling at have 
Durable Chron 
« and other Barcalo 


Oe oe eee eee eee ee Bee 2 ee 8 ee 
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INDUSTRY NEWS 


Coleman Co. Opens 
Dallas, Tex., Office 


ESTABLISHMENT in Dallas of a 
zone office to serve distributor 
in 12 southern and southwestern 
states has been announced by The 
Coleman Co., Inc., Wichita, Kas 
manufacturer of home heating and 
air conditioning equipment 


The new Dallas office is in the 


Hascal Simmons 


Merchandise Mart. Hascal Sim- 
mons, 1610 Lakeland Drive, has 
been named zone manager 
Before coming to Dallas, M1 
Simmons was a Coleman regional 
sales manager for the New Eng- 
land and North Atlantic state: 
He was born in Dalhart, Texas 


Welker Appointed 
by G. M. Baird 


G. M. Barro & Co. manufactur- 
ers’ representatives with head 
quarters in Memphis, Tennessee 
has announced the appointment of 
William I, Welker to the company 
sales staff. He will work with 1. W 
Williams, eastern district man- 
ager, traveling out of the Nashville 
office. 

Mr. Welker has been associated 
with the hardware industry fo! 
15 years, having served previous- 
ly with Elder-Conroy Hardware 
Co. and with McWhorter-Weave! 


44 


& Co, of Nashville. He replace 
Warren Castle who resigned fron 
the company for reasons of healt! 

G. M. Baird & Co. presently 
travel even representatives and 
covers 13 southern and southwe 
According to the an- 


nouncement, the company recently 


‘ 


ern tate 


was appointed sales representative 
in their entire territory for the 
lawn mower division of Foley 
Manufacturing Co 


. 


S. B. Hubbard Co. 
Appoints Two 


T. J. KENNY, president of the S 
B. Hubbard Co., hardware whole- 
salers in Jacksonville, Florida, has 
announced two recent appoint- 
ments made by the company 

Walter Toole, active for a num- 
ber of years as an industrial sup- 
ply salesman on the east coast of 
Florida, has joined the industrial 
department of the Hubbard com 
pany 

In addition, Wesley Pearce has 
joined the wholesale hardware de- 
partment of the company 


* 


Gill to Cover South 
for Flexible Steel 


HOWARD GILL, a native south- 
erner, will cover the states of 
Mississippi, Alabama Georgia 
Florida, and western Tennessee 
for the Flexible Steel Lacing Co 
manufacturers of belt fasteners for 
joining conveyor and transmission 
belts 


Howard Gill 


(Continued from page 42) 


Thi territory wa former], 
covered by Austin Webster whi 
has retired after many years of 
ervice. Gill, originally from Holly 
Springs, Mississippi, has lived ir 
both Atlanta and Memphis. He i 
a graduate of Georgia Tech (1949 
and prior to college he served tw 
years in the navy 


. 


Wilkens Promoted by 
American Mfg. Co. 


THE AMERICAN Mfg. Co., Brook- 
lyn, N. Y., announces the advance- 
ment of Fred Wilkens, Jr., to the 


company’s Southeastern territory 


Fred Wilkens 


He will make his headquarters at 
5606 Auburn Road, Jacksonville 
Fla 

Wilkens was previously attache 
to the Philadelphia division, Dur 
ing World War II, he served wit! 
the U. S. Air Force 


+ 


Simpson & Co. Named 
Dazey Representative 


THE Dazey Corp., St. Louis, Mo 
announces the appointment of 
Simpson & Co. as representative 
in the states of Arkansas, Louisi- 

(Continued on page 66) 
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Ta patdo 


As a retailer, you are one of the first to feel 
the effects of changing business conditions 
That’s why it’s important for you to think of 
tomorrow as well as today. Right now you 
can begin to protect yourself against tougher 
competition and tighter profits in the months 
to come. You can begin to sell Tapatco — the 
line designed for the future. The Tapatco line 
is complete. It’s nationally-advertised and 
fast-moving. Tie-in those things with always- 
high quality and good discounts. You'll see 
why thousands of successful retailers feature 
Tapatco. Ask your jobber, or write us for 
full-color literature. 


THE AMERICAN PAD & TEXTILE CO. 


When profits get short and merchandise is harder to 
move ... that's when its doubly important to sell the 
leader. Good times or bad, you can get set for the future 


by featuring Tapatco— the line that outsells all others. 


- 


Plaid Sport Shirt | Sportster Vest Motor Cover 
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MYA VVVVVVV 


NOW is the time 


to look at the future” 


—_ 


Woodstock Cushion 


Ta pata 


You camt buy better 
LD sae gGouwr life / 





SAVES UP TO 
25% 
WAREHOUSE 
SPACE 


Because it’s square it takes up less 


ad Strong valuable storage space than kegs — 
palletizes perfectly and stocks in 


e Durable neat, straight columns. 
¢ Weather-proof 
e Colorful 

Here's the best thing that’s happened to nails since the first wire 
nails were made 100 years ago. It’s the new fiberboard Dixisteel 
Nail carton —International Paper Company's brand new Nail 
Caddy —-whieh has replaced old-fashioned wooden kegs. 

Check the Dixisteel Vail Caddy’s advantages and you'll see 
why wholesalers. retailers. and users alike weleome this great 


new forward step in packaging. 


Order from your wholesaler 


ATLANTIC STEEL COMPANY * ATLANTA, GEORGIA 
P.O. BOX 1714 EMerson-3441 
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Attract women customers by bringing 


| AST YEAR, Tom and Dorothy 
4Haney old $10,000 worth of 
housewares, despite close compe- 
tition. How did they do it? By 
stimulating store traffu partic- 
ularly women to an unusual 
degree 

While the Haneys are newcom- 
ers in the retail hardware field 
having bought a small, rundown 
hardware store in Memphis, Ten- 
nessee three years ago, some page 
of their succes tory could make 
profitable reading for long-time 
dealei interested increasing 
their sales volume 

Though they admit that they 
lon't Know it all, they have learned 
a lot during the past three yea! 
and they have een the ellin 
technique pay off with substan- 
tial success. A real husband-and- 
vife team, they have th to say 
about it 


Mrs. Haney, shown above look- 
ing over a popular product, 
handies most of the stores sales 
of housewares. However, Mr. 
Haney, right, made “get ac- 
quainted™ calis on housewives 
when the store first opened in 
Memphis 


HOUSEWARES 
TO THE FRONT 


By Richard Lane 


We went into the hardware isplayed on two dusty counters 
busine with the idea of pushing ( mply would not move. We 


ippliance a najor line aid brok | ome of it tored some 


! 
Tom Haney. “But at at tin i and practically gave away the bal- 
acceptable Miect- 


wusnt too easy to f I 0) mc then put i 


itt 
television models the ymublic handise to build customer conf 
we decided ; ) dence 
The housewa! I cquaint the neighborhood 


acquired with t! ! new Haney Hardware 


a Bal fg? | 


hi { 4 iP. 


’ 
’ 


vf. 
e 
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store, I spent the first three weeks 
going from house-to-house, intro- 
ducing myself to housewives with- 
out trying to sell anything. Some 
of these housewives waited months 
before entering our store, but they 
remembered my friendly visit and 
often mentioned it. 

“To stimulate store traffic we 
began selling American Express 
money orders, Of course, there is 
little profit in money orders. In 
fact, sometimes they can almost 
be considered a nuisance. Yet, 
there is no denying the fact that 
they can be tremendously impor- 
tant in building store traffic. Some 
customers come in regularly once 
a week or once a month for money 
orders, and they often buy other 
things. Some perhaps would never 
had entered the store, had it not 
been for money orders. Once I sold 
a range to a woman who came in 
for a money order. 

“During our first year, house- 
wares sales were encouraging 
Sales picked up sharply during the 
second year. We installed a large 
stock and better grade merchan- 
dise and began using mass dis- 
plays. I am convinced that mass 
display is needed for best results 
We added some expensive lines, 
as well as a low-priced line. Last 
Christmas we sold all of the ex- 
pensive housewares that we could 
get, and they are sti!] selling we'l 

“We set up a lay-away plan 


busy with responsibility 
of departments, Tom Haney 
spends quite a bit of time help- 
tag wife with housewares sales 


covering everything in the store 
and began emphasizing lay-aways 
for Christmas about September 1. 
This enabled the customers to buy 
the higher priced items without 
really missing the price. About 90 
percent of our Christmas sales 
were made on lay-away items. 
Of the several hundred items in 
the Christmas lay-away last year, 
all but one was taken out by the 
customers 

“We have found that larger dish 
sets sell better than smaller sets 
We sell more 53-piece sets (serv- 
ice for eight) than 32-piece sets 
(service for six). Also, we found 
that a little gold trim on the dishes 
made a lot of difference. Custom- 


Mrs. Haney finds small appli- 

ances best-sellers with dishes 

and glassware close behind. At 

left, she points out features of 
@ new percolator 


ers prefer it, and some simpl) 
won't consider anything else. 

“Also increasing our store traf- 
fic have been circulars, de- 
livered house-to-house in the 
neighborhood, I recall a circular 
advertising ruby red punch bowls 
at a special low price. Some of the 
punch bowl circulars got outside 
of the neighborhood — and sold 
$150 worth of paint for us. Three 
workmen who came into the store 
for punch bowls bought enough 
paint to paint their homes, And 
they have continued to buy from 
us, despite the fact they live in 
other sections. We also sold some 
Christmas toys as a result of these 
circulars.” 

Mrs. Haney sells housewares t 
most of the women customers, and 
she added the following facts: 

“Some things, like lamps, sel) 
better in certain seasons, but items 
that are in use in the home every 
week sell very well throughout the 
year. I find that it’s good business 
to talk percolators, toasters, roast- 
ers, mixers, electric irons and 
ironing pads, day in and day out 

“We carry a full line of open 
stock dishes, We need more pat- 
terns, however. Ovenware is our 
best seller, although we also sell 

(Continued on page 68) 
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SELLING 
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Chart shows how the cost of 
sales, per sales person, is re- 
duced as individual sales volume 
is increased. In this case, the 
selling expense curve is based 
on individual straight salary 
equivalent to $2500 a year 








APPROXIMATE AVERAGE 


> + + + 


Mey ORS Sy GEN he By T. W. McAllister 


— 
| Pe onl, 
Seles j 











t ; , j represented in the typical hard- 
ware store. It means using spare 
in studying manufactur- 


moment 
ers’ descriptive leaflets and fold- 
ers. And after some knowledge of 
the merchandise is acquired, there 
is still the necessity of learning 
omething about the technique of 
elling in a competitive market 
ore a es to customers who are inclined to 
defer purchases and shop other 
stores before making up their 
There is much that might 
in becoming better 




















minds 
be done, too, 
at eCSS$ CY ens acquainted with the customers, 
ra their likes and dislikes, their hob- 
bies, etc., in order to be able to 
do a more effective selling job 
So the question naturally arises 
What reason is there for the store 


_ NEARLY al] lines of trade, sup- hardware store We need sales- personnel to go out of their re- 
ply has once more _ been men who will take time to learn pective routine ways to acquire 
this specialized knowledge of the 
merchandise and how it should be 
up a personal 


brought in line with demand. Nor- omething about the merchandise 
mal competition again prevails they are supposed to sel] some- 
Customers are shopping around; thing about its sales features and sold ind build 
they are again checking prices its uses, so they can sell the cus- cli nt le’ among the store's cus- 
‘“arefully, and they want to know tome! intelligently and with a snkenett Why should they purpose- 
about quality and service minimum of time “and elfort ly make their work harder than it 


But it takes considerable menta] otherwise need be, by using their 


This is a new experience for 
more effi- 


many of the present generation of 
retailers and of retail sales people 
For some 12 years or more, they 
have seldom had to exert much 
real sales effort. It has been more 
a matter of trying to take care of *eeeeeee#eeee#eee® 
the greatly increased demands 
for merchandise. Volume has risen 
to abnormal levels. Selling ex- 
pense has been low, in ratio t What experience, if any, have YOU had 
sales : ee Manian Tani P P : 
a und net profits have beer with incentive plans for the sales force 
or for the organization as a whole? We 


Small wonder, then, that as we 
again enter @ normal buyers’ mar- would be glad to receive detailed infor- 


pet dirt = a eee keer mation from readers regarding any incen- 
( etitio an ae : et i 
eclining — n¢ tive plans they may be using, or may have 


profits. 

Whet ts the remedy for this sit- used, and the results. Later articles will 
iation? Obviously, we need a re- cover various types of incentive plans 
vival of salesmanship — which ; 
after many years of disuse, has used in the hardware trade 
become almost a lost art in many a 


exertion to try to learn something pare time to become 
about many of the hundreds of cient sales people? 


important line of merchandise The mswel of course, that 
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employee 
them- 


tore 
exert 


relatively few 
will be inclined to 
elves very much in this way un- 
less there is some additional com- 
pensation in sight, If all they have 
to look forward to is a certain 
fixed weekly or monthly wage, it 
is only to be expected that they 
will continue to handle their work 
in an easy, routine fashion 

That means operating as an 
order taker and a package wrap- 
per, not a salesman. It means 
passive acceptance of the custom- 
er’s suggestion that he'll “think it 
over” which usually results in 
a competitor making the sale. It 
means losing the many opportun- 
ities for “companion” sales ad- 
ditional] sales that might be made 
to a customer as a result of perti- 
nent inquiries or tactful sugges- 
tions by an alert salesman 

In a competitive market, we 
can't afford to lose sales to com- 
petitors. We can’t afford to pass 
up opportunities for making addi- 
sales. In such a market, 
once more plenty of 


tional 
when there’: 
merchandise and 
“shopping around,” we need ag- 
intelligent selling if 
volume and 


customers are 


gressive and 
we are to matntain 
profit at somewhere near the level 
of recent abnormal yea! 

So it that the obvious 


selling is 


eem 
indifferent 
tangible 


remedy for 


to provide some incen- 


tive for the store personnel to 
do a bette: 

That 
putting 
traight 
done in many 
Usually, such a plan doesn't 
to work out well in a hardware 


tore where the 


elling job 


doesn't arily mean 
the ale 


commi lon 


nece 
people on al 

basis, a | 
retail trade line 


een 


typical employer 
other than wai 

And there is th 
that in a 


mer hand) ( 
I] 


has many dutl 
Ing on custome! 
furthet 
hardware tore the 
include uch 


from five 


disadvantage 


wide range a 


the way cent iten to 


ipplance toves and power lawn 
that usually a sti 


tend to 


mowel 
commission basi 
infriendly rivalry among the 
neglect 


people and result in 


the prospective purchase! 
mall item 


More practical for a 
an incentive plan 


hardware 
tore, it 
which will leave the sales 
traight but which 
them 
centive to make extra 


eem: l 
peopl 
ona alary basi 
ome definite in- 
build 


individual 


will give 
ales, 
up better-than-average 
volume 

Such a plan can be developed 
And it will not only give adequate 


compensation to sales people for 


50 


extra sales efforts but, to the ex- 
tent that it results in increased 
sales. it will reduce the _ store’s 
expense ratio and increase its net 
projit percentage 
This j possible 
portion of a 
overhead i 


because the 
greate! hardware 
store Mixed e@x- 


pense items such as rent ol! 


othe! 
of owners and 


occupancy expense, alarie 


manage! adver- 


tising, Insurance, etc., which vary 
little, if 
changes in 
larger the 
developed 
fixed expenses, 
of expenses to 
the net profit percentage 

To develop such a practical and 


any, trrespective of 
volume. So the 
that can be 


increase in 


sales 
volume 
without 
the lower the ratio 
sales and the large: 


profitable incentive plan for any 
individual store, it is first 
to determine approximately 


elling 


neces- 
sary 
what it costs the store for 
expense 
Let us a 
current annual volume 1 
and the salaries of sale 
total $10,000 a year. In that event 
elling expense is 10°. of 


that the store's 
$100,000 


people 


ume 


actual 


sales which figure, in normal! 
times at least. is about the aver- 
age 

The cost of 
item usually, at 
round 10°, it is the largest single 
item in the expense column. Yet 
the store’s other expenses probably) 
ome 15‘ makings 
around 25%, 
current 


selling is a large 


somewhere a- 


amount up to 

total expenses which 

near the 
retall 


margin 1S, say 


is somewhere 
average in the hardware 
trade. If 
28°, which is 

hardware-store aver- 


average 
approximately 
the current 
age this means that the store's 
net profit is 3°¢ on sales. And this 
is a rather meager net-profit fig- 

It doesn't leave much to take 
declining volume or re- 
margins on individual 


care ofl 
duced gro 
item troubles which 
expected to develop in a competi- 


may be 


tive market 

From the figures already 
it is quite obvious that our typical 
hardware store could well] afford 
to offer the 
mission of 10°°, or even more, on 


viven, 


ales people a com- 


(Continued on page 70) 


Dealer Builds Water Systems Sales 
with Free Installation Service 


IN ( UAI crvic 


the installation of ea 


up WOrkK 
ervice man 
of the ! ae ak men 
when the pump 
tallation take 


And 


delivered anywa' 


the driver 


livered. Ir 
few minute ince tl 
tting it up 
ne of delivery 
inevitable second trip that 
be made when the pump 


Wo! k 


pump. The pit ther 


be topped and no 


(Contin ed o 
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Astronomy 
is this dealer's hobby 


By Baron 


re THE past 15 years an oddly- 


shaped and constructed build 
ing has gone unnoticed by thou 
sands who travel one of the mai 
highways through Schulenburg 
Texas, but from this building and 
its equipment the Schaefers, a 
pioneer retail hardware family 
have had many hours of enjoy 
ment and instruction 

This structure is identified by 
lettering on it ide as the “Schaef 
er Conservatory,” and its cu 
todian now is Elmo M. Schaefer 
who operate the H. P. Schaefer 
Hardware Co. of Schulenburs 
since the death some vears ago of 
H. P. Schaefer 

It contains what is doubtle the 
largest amateur tele scope in Texa 


Creager 


perna} 
ariven 
10 inche 
nch 


and const 

Nouse the 

wa don 

ol Elmo 
My father: 


COpe 


was realized 


bition 
We built 


¢} 
! 


how many hour 


my brothe 


len by hand 


aora 
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ie observatory 


oScn 


nd Q 


aetle 
B 
a Dif 


the 





Elmo M. Schaefer, who operates 

the H. P. Schaefer Hardware Co., 

stands near the entrance to the 
"Schaefer Conservatory” 


ct powder 
their com 


t ler Wi 
discovered it 

right focai element 
ground. Then 
al ) di covered 

an ‘imperfect’ len 
uitable for photography of 

and constellations. So in addi 

to studying formations of the 
ave! we have also photo 
‘raphed them 
Although the 
erval ol ) rm or ] no 


used | Simo or ft brother 


Schaefer Con 


the latter MViInit ved from 
Schulenburg, it is used by a siste! 
during easons wh arlight 1 


acter prop 
the equipment inside 1 
Kept CoV red and in good condition 
during of 
The 
round, dome 
hig 10 feet i 
olidly anchor 
Acces 


C's 


Picture at left shows Schaefer 

at the eye-piece of the telescope 

which probably is one of the 

largest amateur telescopes in the 
Southwest 





Left, a customer signs up to par- 
ticipate in company's profit- 
sharing plan. After paying $50 
into the plan, the customer is 
entitied to purchase any item 
in the store at a saving of two 
percent under regular prices 


Customers Pay to Shop Here! 


the 
Jax 


for 
at 

Ensley 
fifty dollar 
in return, is paid a 
through a small di 

on every item he purchase 
thereafter 


customer pay 


priy ilege 
Seed & 
Alabama 


Sut 


| Pee gpercnees pay 
Aof hopping 
Hardware Co 
The price | 
the customer 


($50) 


neat dividend 
count 
in the store 
After the the 
he is entitled to purchase any 
mall 

under our regu 
Jach Callawa 


$50 
item in the 
ata 
lar 


tore large 
ol 2 


Owner! 


ol 
aving 
price 
explained 
Here the wat 
\ customer buy 


the plan work 


a profit-sharing 


Owner Jack Callaway explains plan to new customer 
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certil 
for it 
talln 
chase 
disco 
tri 


In ae 


or 


made 
Dusine 
Febru 
ber 


threes 


By 


$1 


wate for $o0 


In cash or in 
Thereafter. o 


a tw 


ent 

he receive 
int whether he } 
ide on a monthls 
idition or ever, 
designat 


nth 


during a 
mn ¢ 
July 


he 1} given 


ary 
an 


percent discount 


August o1 


Wendell O. Givens 


may 


pa 


: 
weekly in 


n all pu 

oO percent 
account 
purchase 
ed lack 
Januar‘. 
Noven 
additior 
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Large savings are possible on purchases such as mower 
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ore I il 
First Ser 


more 


the $50 


important 
tomer to a \ 
tract to do Du 
i@ust as long < 
area A cu 
trade 
getlaniced 
pala ou 
long 


eral tome! 


whel 


will not 


* 


ge hat 


$50 
tore a 
merchandise 
Suppose a 
purchased a_ profit 
tificate buy 
chandise 
month. First 
reduce hi 
Then the additional 
bonus for a slack mo 
cuts it to $95.00 
‘Such 


$100 we receip! of which 


on the part of 


Februar 
the { 


percent 


to pay On 
rant to said__—_—- 
pt privilege to buy © 
Section of Birming 

rivilege is non-trans 
either of the following: 
The deeth of the 


unt lo 

man the fi 
month. And what hardware 
wouldn't be happy 

of customer ing 
period or anytin ri ni a 


’ 2. 
t] 3. The feilure of th 


. enc “ 
and it 1, the undersigned 
both 


hereby agree to pey 
One Doller 


a disce 


to a around 


core 


The 
for the econd year 
been highly ful 
mediate profit and on eve 
store traffic. Even so, the pl 
ha hed so far 

Frankly,’ Callaway 

ha rood we be 


needed pam 


tore operatin 


ucct on im 
ing il 
really 
Why? 
‘busing been 
haven't to pr 
from a profit standpoint.” 
However, no opporti ' 
the-store promotion of the 
passed up. In the of an ex aid A 
tended slack busine period to 
company plans to intensify 4} would pa 
motion of the 
And if bu 
hould drop below 


‘ 
( 


not been pu 
aid Done this the—— 


omote t Customer 


plan i pavement pounding 


luriy 
event carefully-pk 
canva 


dividends for 


house 


immediately custome! 


plan 
ine for any reason To determine 
icipants in the plan 


offered to buy 


level part 


everal n recently 


tL : 


Participants in plan receive discount on all items 
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is hereby acknowled 


« Dollar each woek her 


ny merchand:se 
ham, Alebama, 4? dis< 
ferable ond shall cor 


certifi 


Discontinuance of the 
e« ertitic 


e with the ebove. 


Fifty Dol 
each week here 
extended hereinabove to tre 
obtain a two per cent discou 
day of- 


entiment 


PROFT] 


I iT t Pr r f 


This is to cert; 
, "0 Certify thet . 

Oing business under the Aad sap undersigned Jack Callawa 
Mpany, in Consideration 


y. 
dex! & Hardware 
oner in hand paid, the 
9°d, and the agreement 


@ name of Ja S 
of One D x Seed 


© ve «= 
eaiter for forty-nine weeks do 9 


from my store located in Ensley 
unt of two per cent. This 


‘ave until the happering of 
ate holder. 


business wae 
ate holder to make payments in ac 


. do 


lars One Dollar with this agreement and 
hes for forty-nine weeks, for the privt 7 
4 ith Jax Seed & Hardware Company © 
e wi \ 


nt on all purchases made by me. 
- ee ae 
Tox Seed & Hardware Cor 


npeny 


By —— 


from several cu 
accepted 
lar me has 


on profit 


not 


custome! 


the al 


arrangement 
full line of quality 


amol 
Callaway 
bac k the 


pads Ati) 





Trading stamps also attract new customers 





Mass display 


Sell 


eons THE AIR began to wax 
crisp in the autumn of last 
vear. a Waco, Texas hardware and 
appliance dealer decided to go a 
few steps further than usual in 
his promotion of gas-burning space 
heatel! But an unusually eye- 
catching mass display in the store 
plus a careful and thorough In 
tallation service followed by 
periodic check-ups placed K & G 
Hardware and Appliance Co. more 
than a few steps ahead of its usual 
volume of unit old. Before win 
ter had set in, tickets for more 
than 400 units had been written 

Edwin Gummelt, J! head of 
the firm, had a hunch that an un 
uspectedly profitable market lay 
n space heater promotion, es- 
pecially after he took time out for 
1 personal survey during the sum 
mer of 1952. Shortly after com 
pleting a new hardware store the 
year before he found that both the 
farm and “metropolitan” markets 
in his area could absorb far more 
pace heate! than were current 
ly in use, due to mild tempera 
ures during the winter months, 
requiring heat only a few day: 
each month from October to 
February. Going further he 
learned that the principal draw 
backs to space heater popularity 
were insufficient heat delivery 
mokine the “gassy” odor when 
parts of the burner refuse to op 
erate, and some fear on the part 
of housewives of asphyxiation 
Checking carefully over such com 
plaints, Gummelt found that, al 
most invariably, they were trace 
able to poor installation, the use 


Top left: this display at front of 
store did much to build customer 
interest. Center: Mr. Gummelt 
and customer discuss details of 
sales contract. In the picture at 
bottom a company serviceman 
shows a housewife how to get 
best service from gas heater 
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and installation service 


3y Robert Latimer 


More Space Heaters! 


of improper con 
trols, connections 
etce., or a lack of 
understanding on 
the part of the 
home-owner 

After careful 
study of this in- 
formation Gum 
melt concluded 
that space heaters deserved far 
more display space in the store 
The result, as shown, was the 
towering mass display, a 5-step 
double-sided pyramid, capable of 
showing 36 space heaters, 18 to 
a side 

The inventory was likewise in- 
creased to cover the entire market, 
from low-priced utility models 
handy for heating extra rooms, 
sleeping porches, farm buildings 
etc., up to deluxe, 100,000 b. t. u 
models of attractive lines for living 
room use. Since the beginning 
Gummelt has put maximum em 
phasis on better-priced models of 
a nationally-known line which re 
turn maximum profit. During the 
fall season, as sales passed the 
400-unit mark, the Texas hard- 
ware dealer was forced to re- 
order four times 

Sparking sales, which generate 
from the impressive mass dis 
play, has been the excellent in- 
stallation and_ service policy 
which, actually, is a part of every 
sale. As soon as a space heater has 
been sold, an appointment is made 
for its installation, whether the 
customer prefers to take it along 
with him at the moment, or have 
it delivered in one of K & G’s 
service trucks The housewife 
must be on hand, of course, wher 
the installation is made, and pref- 
erably both husband and wife. In 
their presence, the mechanic size 
up the room, picks the best loca 
tion for the space heater, installs 
either copper or flexible 
tubing, as the situation dictates 
carefully adjusts the orifice, vent, 


brass, 


A careful survey by this dealer disclosed an man 
unsatisfied market in his trading area for 
space heaters. By wintertime more than 400 
units had been sold. Here's how he did it. . . 


controls, etc., for maximum safety 
and efficiency. With the house 
wife observing each step, the 
space heater is “burned in” ade 
quately, and given a_ thorough 
check before it is 
satisfactorily installed 
housewife 1 shown the 


valve setting to deliver most heat 


pronounced 
Then, the 
prope! 


at an economical rate, and more 
particularly, important steps in 
keeping the connections solid and 
tight, cleaning out burner orifices, 
etc. Whether it takes 20 minute 
or two hours, the K & G service 


| 


courteously 
and patiently 
points out each de 
tail until certain 
that the housewife 
is satisfied 

Thereafter, the 
home-owner will 
be telephoned 
periodically dur 
ing cold weather snaps, to de 
termine whether the heater is giv 
ing the service desired. Where the 
fragile mantels have been broken, 
a K & G serviceman will bring a 
new one by and install it without 
charge. A complete stock of tools, 
space heater parts, etc., is carried 
on all of the firm's delivery 
trucks, specifically for this pur 
pose 

“Nothing builds 
much as stopping by to clean up 
and check the operation of a space 

(Continued on page 8&3) 


goodwill so 


This double-sided pyramid display effectively promoted heater line 
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e helps pay overhead 


e wins new customers 


e small investment 


Profitable Service Shop 


PT eae J, Moore hadn't counted 
on making any money when 
he opened a small service shop 
in the rear of his San Antonio 
hardware store. In fact he hadn't 
counted on even taking in any 
money, It wa set up solely, he 
thought, as a service to those cu 
tomers who might happen by and 
notice it 

But is was not long after he had 
installed the 3x6 foot workbench 
in the rear, mounted a couple of 
vises, and stocked it with tools 
that Archie began to take ove: 
a sizable share of the “handyman’ 
worries of residents in that bus- 
tling, growing section of the north 
side of the city. Even more sur- 


prising: the discovery, slowly but 


One of a few charges that Texan 
Archie Moore makes is a small 
one for threading pipe. Never- 
theless... 


By Patrick J. Galvin 


that, along with the 

free ervice thers Wi 

mall paying busine 

ived from it to cover the ¢§ 
portion of the store overhead, in 
cluding taxes and light, gas and 
water bills! 

The hop 
quare feet in all 
area which actually is the corridot 
to the back door. It is stocked with 
electric drill pipe 


occuplke about 35 


including work 


a '4-inch 
threade a copper tube cutte1 
and flaring tool, a hack saw, a 
pipe wrench, a soldering iron, tin 
nip three wrenches, the two 


vises and assorted screw drive! 


: it pays for the 35 sq. ft. 
work shop—oa $100 investment— 
all over again every few weeks. 
And he has found that it tends 
to make every customer a re- 
peater. But 


ervice hop repre- 

an tment of less than 

$100. The fev hundred dollars 

that w brings in annually is 
inplanned dividend 

Moore feel 

hard-to-measure¢ 


y money except 
Way 

The primary function of the 
hop, of course, Is as a convenience 
Since San Antonio 
hort, few 
plant 


buy pace 


to custome! 
wintel are mild and 
heating 
Nearly all resident 
heate! for every room in the 


home lave big 


house, which means they need lots 
ff copper tubing in particular 
length 

Nobody wants to buy a flaring 


tool for copper tubing Moore 


, Moore not only does the 

many handyman chores for his 

customers but he often lends 

them tools so they can finish a 
job themselves 
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ften enough. They 


when I help then 


way and t 


ere at least 
they don't 
ll corne 


little 


Hie det 
ight tl 


Above, Moore gives customer some tips on how to keep faucet from leak- 
ing. Below: Copper tubing is flared for customers at no cost. Moore 
says, "A customer doesn't want to buy a tool he uses only once a year’ 


ilment and 
ve one ine 
( ired 


much. It 


of mone 
tances when 
simply have to } 
buy thei tubing ! ndard ou ) ely hen pet ! hou at nf 4 = von } wive asl 
lengths if they Ike yu rly raigl itl ouple ¢ ! e what to do and tell them 
always they find that i ( at \ ! ! n | , “— e m of water and get 
lengths don't allow tl h ! on ply t ! ‘ nat lend then 
be placed exactly whet hey want rt pa ! And w ! ws to do ev haven't 
it. The heater i ‘ ip tor i isk te ! Know thy ’ thing 
a short time. Peop! ry » I ne! ! id |} pipe ‘ — f 1©e1 and now 
in without moving anything el hop al ' he new snap 
That often means } al ! ol ley ply ‘ aL nw , . Thev re 
clearance ) ‘ d u t! ny her too } need 64 . . I'n 
tubing has 1 xact leng f d es in A right 
to the half-inch 

‘Well, they 
from me 
At least 
or later 
to the 
cut it 
charge 


aa ond 


‘ ‘ 
he way 


tnose 


cause I did 
the flaring 


er a WeeCK 


mention 1 
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POTTERY 





Promoting Quality Gifts 


in a small-town store 


Quality lines, frequently replen- 


ished with new 


items, 


bring 


store year - ‘round gift profits 


— A TIP from one veteran 
hardware retailer who op 
erates a highly successful gift de 
partment in his store: Stock quali 
ty lines, back them with aggres- 
sive promotion, and replenish your 
stocks with fresh new items at 
frequent intervals, to get the best 
results from your gift department 
and to maintain a profitable, year 
round volume in gift goods 

This is the formula used by H 
Kilpatrick, owner of Kilpatrick 
Hardware Co., Thomaston, Geor 
gia, and his wife, who handles 
most of the buying for the gift sec 
tion 

In this company, gifts are 
neither a novelty nor in the proc 
ess of going through a test period 
to determine their value. They 
were installed several years ago 
when Kilpatrick, who has operated 
his store in Thomaston for 28 
years, saw the need for replacing 
such old-line merchandise as horse 


58 


millinery with 
newer and more 
up-to-date items 
Thus, the gift line 
was installed 
Over the years 
this department 
has become firm 
ly established 
profitable for the 
store, and with a 
steady appeal foi 
ill types of cus 
tomers 

According to 
Mrs. Kilpatrick, 
quality is a prime factor in an) 
gift department, especially if a 
direct appeal is made to the more 
discriminating customers. There 
fore, on her visits to New York 
twice a year she concentrates on 
the more exclusive gift lines and 
buys heavily in imported objects 
figurines, lamps, pottery, bras: 


goods, dolls. and numercus othe: 


Top: Mrs. Kilpatrick, wife of the owner and buyer 
for gift section. Below: Kilpatrick and customer 


usual and unusual objets d’ art 

“We have gift items imported 
from every country in the world 
except perhaps Japan,” Kilpatrick 
pointed out. “And many of ou! 
imported lines are the best that 
can be found.” 

Dolls, one of the gift depart- 
ment’s most interesting and profit 

(Continued on page 86) 
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Chain on the Farm 


@ There's lots of chain used on the farm . . . and by subur- 

banites, too. Here you see illustrated some of the chains 

that sell every day. There are many more, but these are the 

ones that you should carry now to meet the needs of your TENSO 

customers. A few bags of each on counters here and there HALTER end DOG 

in your store will make sales for you. CHAINS 
Check your stock right now. Then order them from your 

AMERICAN CHAIN wholesaler who will give you prompt 

NO. 516 service on whatever you need. 
UTILITY CHAIN 


} ( pe an 


a Se ee ee ee ee 7 


y 


ie 


Sear Sits the) 


. Lz 


@ These tie-out or picket chains are made in 4 sizes— 
1, 1/0, 2/0, and 3/0. Two lengths—20 and 30 feet. Fur- 
nished with a swivel every 10 feet. Bright or zinc plated ACcCCcO 
finish. Packed one chain in a strong cloth bag LOG CHAINS 


i 


= 


SLIP HOOK 


American Pattern with ring or hook as desired. Rings 
are 134” inside diameter and made from material 1/16” 
heavier than material in chain links. Lengths—6!'4’, 7’, 
714’ in Regular; 7’ 7!9’, 8’ in Heavy. Packed six pairs 


of one size in a strong cloth bag. 
ELWEL 
Gor this FREE a 


“Fingertip Facts about Hardware Chains” 


Contains useful information for all 
hardware people. Write today 


In Canada: Dominion Chain Co., Ltd. 


sant 6 American 


AMERICAN CHAIN DIVISION . 
AMERICAN CHAIN & CABLE Chain 


ork, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn 
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Bert McLane selis a paint cus- 
tomer several items from his 
display of "50 little helpers.” 
Adjacent to this display is the 
display of cleaning supplies, be- 
low. McLane believes that the 
paint department is the logical 
place to display cleaning sup- 
plies and accessories 


By S. W. Ellis 


“50 little painters’ helpers" promote 


More Profits from Paints 


A SPECIAL service for amateul! 
painters is paying off for the 
McLane Hardware & Builders Sup 
ply Co., Hot Springs, Arkansas 
According to Owner Bert McLane, 
90 percent of the home-owne: 
who move into new homes have 
the urge to do some painting with 
in a few months, and these cus 
tomers represent a_ sizable sales 
potential 

“When an amateur painter doe 
a good job the first time he paints 
something, he’s a painter for life.’ 
McLane pointed out And our 
service is designed to help the 
amateur turn out a smooth job 
Some of our customer drive 
across town to our little suburban 
store to buy paint, because they 
know that we go out of our way to 
help the amateur.” 

The heart of McLane’s profitable 
paint department is a_counte! 
filled with what he calls “Fifty 
little painter's helpers.’ A count 
of the different iten on th 
counter actually reveals approxi 
mately 50 different items used for 
efficient painting. There are sev 
eral types of wood scrapers, sand 


e 


ers, sandpaper, emery cloth, 
sponges, caulking compounds 
paint removers, surface cleaners 
glass cutters, etc 


60 


I would rather be without some paints for his home is inst! 


paint colors than without the little to repair gutte! plug nail 


ictea 


hole 


; 


items that help to give the cu and cracks, wash the old surface 
tomer a perfect job,” McLane said and remove all loose paint before 


He never fails to ask the cu tarting the new job 


tomer what he is going to paint The customer for inside paint 


and the condition of the surface on 


urged to clean the old surface and 


the item to be painted. The condition it in every way before 


amateur painter is told that no he applies the new color 
paint will stay on wood when McLane is well supplied 


moisture seeps in at the back. The painting instructions, which 


home-owner who buy outside (Continued on page 93) 
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ad 


FOR DELTA’S EX(LUSIVE 
q- POINT PROFIT PROGRAM ! 


ee - 


- 


ge 


“oer Bears 
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9-point profit: p 


Get the whole story of the big-ticket, 
big-margin Delta Homecraft Line 


nd GROWING BLOGGER 
on to 


yourself’ market is BIG, a 


e opportuni hainoon power tool 


’ »« 
And Delta the biggest name in power tf 
I 


handismny mpagn 


“ols, 


rogra 


Here’s Delta's exclusive 9-point profit program: 
] cist N QUA y De Homecraft Power ‘ re t t with 
the Delta dusts t s world 


same “know how’ that has made 
f ruggedness, precis: 
Delt ty bee ncked by more 


FIRST IN’ REF TAT ¥ ¢ ? 

tr SIXTEEN MILLION ADVERTISING reate your 

norke 

3 MOST MAPLETE NE very ert your stomers want, 
pilus repeat business $8 es #s for years t ome 

’ x ) ft every 


nfortably 


nned 


mugh 
1 wotch 


Use the coupon below to get the facts on the big- 
ticket, big-margin Delta Homecraft line. Do it now! 


DELTA. 


-, Rockwell & 








FOR RENT 





provide those extra profits 


A LINE OF small embossed metal 
sign “For Rent” “Keep 
Out” “No Smoking” “Apartment 
for Rent,” et has brought an 
increase in store traffic to the 
Wren Hardware Co., Fairfield 
Alabama 

“Customers 
to this 
way of getting their message a- 
cross,’ says Manager J. M. Lovett, 
Ji “and displaying 
them, we're simply utilizing space 
in the store that would otherwise 
be idle.” 

The entire selection 17 dif- 
ferent signs in all arranged on 
a panel that runs along the shelv- 


have taken readily 


neater, easier, inexpensive 


besides, in 


ing down one side of the store 
makes for an eye-catching display 


Ni . 
ART RICO ae 
RT MEN APany 

Foe MENy 


Tape 


By Stuart Covington 


We took on the ign after a 
number of our customers called 
for them aid Lovett And now, 
ight-selling takes care of quite 
though usually the sign 

come in with the tIn- 


a few 
custome! 
tention of buying one, And ap- 
parently there is a real demand 
for them because we receive calls 
for them regularly 

The igns vary in dimensions 
from about 14” x 6” to 8” x 2” 
and sell for 30¢. To conserve stock- 
room space, all identical signs have 
been hune on nails across. the 


panel, so that when one sign 1 


sold another will be beneath it 
to carry on the display 

Lovett reports that the “Room 
for Rent” and “Furnished Apart- 
ment” signs outsell the others by 
almost three-to-one. He explains 
that this is due to the fact that 
Fairfield is highly industrialized 
and there are few apartment 
houses to accommodate the many 
itinerant workers constantly mov- 
ing there 

“We sell a good many ‘Keep 
Out’ signs, too,” Lovett adds 
“These are used by owners of 
empty buildings and homes and 
by persons who wish to keep mo- 
torists from parking in their drive- 
way And ‘Keep off the Gra 
igns are always good sellers.’ 

As is the case with other types 
of merchandise. the demand at 
Wren's for signs is seasonal, most 
calls coming in the spring when 
householders decide to make ome 
pocket money from an empty room 
they haven't been using 

‘The signs seldom fail to attract 
the attention of new customers 
‘stated Lovett. “They usually stop 
and read each of the different 
kinds and often go over to look 
at them more closely, This mean 
that they may notice merchandise 
that i 
and pe rhaps purcha ec an item o1 
two,” 


displayed near the sign 


Sign custome are yvood pros- 
pects for other merchandise, be- 
cause most are home-owners and 
the firm 
feel Then, too, a customer who 


reasonably prosperou 


(Continued on page 93 


Display catches the attention of 

Mrs. Larry Johnston, interested 

in rental sign. Wren's manager, 

J. M. Lovett, shows Mrs. John- 
ston his line 
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aint yourself a better &y Je 
PROFIT PICTURE me . 


~_ - 


Rocket 70 


Rotery 20° 
Model L116" and18" G { :) 


Speedweoy 32” 


Arlington 16" 


Porkhound 20" 


Tornado 600 — 36" 


satished buyers... avd make money too... when you feature 


You can have 
There's a model 


Eclipse, the most complete line of lawn mowers on the market 
ind power. Each has the exclusive 


All 


for every purse and purpose . hand, rotary, ; 
features, modern design and reliable performance record that buyers want 
power models are equipped with depe ndable 4-cycle Briggs and Stratton Engines 


You deal directly with a company that has 
been leading the field for over 50 years 
You handle a known and quality-accepted 
brand, competitively priced You get the 
support of national vdve rtisiny and strony 
local promotion. You have the assurance 


that parts and service are always available 


You receive a good profit on every unit 
sale. You hold the most valuable franchise 
in the business 
With the increasing demand for quality 
and valuc im | iwnh mowers youcaan h. sure 
of a brighter profit picture in “54 by stock 
a ing and selling Eclipse. Get the facts from 
our salesman or write direct 
LAWN MOWERS =. 
‘ , 


5709 Railroad Street Prophetstowr 
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MORE and MORE of YOUR a BUSINESS TRENDS 
SHOPPERS WANT 


(Continued from page 36) 


fruit and commercial truck crops 
accompanied by moderately low- 
er prices for many other crops re- 
sulted in an offsetting decline in 
the all-crop index. The July all- 
commodity index is 12 percent 
less than the 295 for Juiy 1952 


* 


i/ ! Farm Income Drops 
Wy \ 5% in First Half 


f 
{ A 
"| a 
“<S 4 ° FARMERS RECEIVED about 12.6 
‘ billion dollars from marketings 


in the first half of this year, down 


five percent from the correspond- 
Z GS; P: ing period of 1952, Prices averaged 
R 10 percent lower than a year ago, 

le 


but the volume of marketings was 
PALMETTO WHISK b. Ra larger. Receipts from livestock and 

ia *; products of 8.2 billion dollars 
/ howed a drop of eight percent 


More eye-catching than 
: \ " , from last yeal 
ordinary whisks, because “/ |. yadisaggee, 

i ' = - Crop receipts in the first six 
of its colorful metallic p PVA months totaled 4.4 billion dollars 
paper shield. Longer ‘ y , about the same as in 1952. Re- 
lasting because it’s made uy ceipts from cotton and vegetables 
with tough genuine palm were lower because of substantial 
: declines in average prices 
etto fibre, processed in our y 

eh Cash receipts in June were a- 
own Florida plant. More popular ie bout 2.1 billion dollars, six per- 
because it has so many uses in the Home; cent above May but 13 percent 
the Car; the Office and the Shop. Order several below June of 1952 
dozen now for the big Fall buying season so] o 


ORDER FROM YOUR JOBBER! 


NATIONAL ADVERTISING “y Ekco Products Reports 
. month after month, to 7,824,469 > —S Increase in Sales 


readers brings more and more shoppers |, 
to your store, asking for Oxco’s Red 


Ekco Propucts Co. broke all 
records for sales and earnings in 
the first half of 1953 

Sales were $27,010,071 compared 


EASY To DISPLAY se 6 with $19,570,562 for the same 


period last vear, an increase of 


Breast by name 


“Pick-up” sales come fast when you display a 
dozen Red Breast whisks in the colorful 38 percent 
shipping-display box. Or, better still, Net profit after taxes amounted 
hang one dozen whisks from Oxco's to $1,991,229 compared w ith $1,- 
SS sturdy, 4-armed metal rack Rack 355.942 or $1.53 fo the ame 
sets up quickly, comes packed period last year 
complete with whisks in box 


BOOTH 116 


ow : 

15, you can buy one National Hardware Sh eceeeedl —_ 

HORS oa rig regular price, Grand Central Palace Raperted hes ee 
dozen Red brea 

with sales-making metal rack af no 


ecial Offer, 
extra cost. To get this Sp wares has reported net earnings 


nce oF ee a, | 
contact your Jobber at © BRUSHES of $454,935 for the first six months 
send us his name. of 1953. This compares to $230,122 


| - OX FIBRE BRUSH COMPANY, INC. for the ame period last year 


pecorercn Selebiahed ($846 mnarviano Net sales for the first six month 


Nesco, INc., Milwaukee manu 
facturer of appliances and house- 
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HODELL helps “ma P 
you promote 


MORE CHAIN SALES 
















4 

aa COUNTER DISPLAY 
Display the four fastest selling 
patterns of small household 
chain in this attractive counter 
display. Four reels per display 
feet each of LOSingleJack.2 0 
Safety. 18 Register, 7 Bulldog 





CONTAINERS 


Po supplement the new Chain Merchan 
diser, display the four most vopular sizes 
of proof-coil and BBB coil chai, packed 
in the “Little Drums” or the new and 
sturdy Hodell Pailettes— 100 ths. or 100 
ft. continuous lengths of a size. Sy. ',. 


, Or 








a et ee ee oe a | 


MOODTLE SINGLE JACK 


—_+_. 


DOG CHAIN DISPLAY ayo 
ee ee 


HOOF BULLDOG 











Modell. Let customers select from 

wat 2 he 12 assor ed dog chains 
tees - available on this 2 color dis ~ CHAIN M ERCHANDISER 
play. Popular “Bulldog Ke 


. i hi lepartment im just 
pattern in leash or dog chain HODELL LIBERTY MACHINE Vinew. compact chain depart j 


{ —— two square feet of floor apace In bright 


stvles with a choice of a- 


sortments. red and yellow, Six popular chain assort 


ments available. Dimensions: 57° high 
MODEL LIBERTY COM , 
lo lee |’. 10 wick 


Hodell offers a chain for every en wae ie 

. . ¢ % ¢ ce, 
purpose in standard hordware , | 
packages or on reels P 4 


PROOF CON CHAIN 








ANIMAL CHAINS Hlodell halter and dow chain« 


leashes. cow ties, tie-outs, kennel and exerciser chains 
anti-cow kickers, dog couplers and chain choke collars 
are available in all popular sizes and styles, 


ASK YOUR JOBBER FOR HODELL CHAIN 
HODELL CHAIN COMPANY, Cleveland 3, Ohio 
Division of The National Screw & Mfg. Co. 














- 


g t 


As 4 Y fo} 
FASTENERS 7 A HODELL CHAINS y CHESTER HOISTS iy 
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‘*'v¥es sir! We have 


the masonry bit 
you want...’’ 


THE WORLD'S ONLY C 





OMPLETE LINE 


CARBIDE-TIPPED BITS 


FOR DRILLING HOLES 


ve" TO 6” DIAMETER IN 


TILE - BRICK - CONCRETE - GRANITE 


OR ANY OTHER 


: A 
hy hy ° matter what the material — from soft 
wal bri 


MASONRY MATERIAL 


ck to hard granite 


. No matter what 


size hole — from 3/16” to 6” ... you 


are dealing in a complete line that never 


%," to 1,” Diameters 
— for soft to medium 
materials — fer use in 
electric rotary drills, 
drill press of hand 
brace 


sends 
for their needs! 


disappointed customers 


elsewhere 


Enterprising merchants start out with an 
eye-catching Counter Display Stand and a 


representative assortment and build 


business from then on with sizes most in 


(bl 


¥%,” to 4° Diameters 


and up for hard 


concrete and = similar 
hard materials for 
use in. electric 


drilts 


pressure 


rotary 
applying 


including Masonry Drill 


Send in a starting order today — 
shipped to you in a complete In- 
troductory Package with free dis- 
play stand via your regular jobber. 
Or send for complete catalog 
pages and price list. 


ydemand. Plenty of counter and mail lit- 
erature 
Guide for masonry materials, bit sizes and 
power performance 


Bit 


INTRODUCTORY ORDER 


INCLUDES DISPLAY 
STAND — Free! 


Cyclo-twist Assortment 


STAND 545-32 
2 EACH: ¥%” “%," 


%,' “a fe 


1 EACH: %” 


Vs 
Complete for $43.90 


Less Regular Discount 


Cyclo-twist 
STAND 


’ 
4 
y 8 


Assortment 
J$-31 


} 
Ye . 


Complete for $13.7¢ 
Less Regular Discount 


New England Carbide 1001 CO., Inc. 


)) sou COR ere Ce Ce 


Manufacturers of the 
Cyclo-Core 


Cyclo-twist 


masonry-eating’ Drill Bits 
Thunder-twist Thunder-Core 


and other Carbide-Tipped Tools 





with 
last 


were $15,671,111 
$15,978,943 for the first 
year 


compared 
half 


. 


Increase in Factory 
Sales of Washers 


FACTORY SALES of standard-size 
household washers, dryers and 
ironers in the first half of 1953 
topped the corresponding period 
last year, according to the Amer- 
ican Home Laundry Manufactur- 
ers’ Association. Washer sales a 
mounted to 1,828,977 units com- 
pared to 1,423,629, an increase of 
28.5 percent. Dryers were up 15.7 
percent, totalling 263,201 units as 
against 227,463, and the ironer 
increase was 14.5 percent, 98,981 
compared to 86,423 





INDUSTRY NEWS 





(Continued from page 44) 


ana, Mississippi 
and the 
Texas 

W. K. Simpson of Memphis and 
his brother Steve of New Orlean 
have been operating as manufac 
turers’ representatives for many 
Their appointment to repre 
Dazev wa 


Western Tennes 


see town of Texarkana 


years 
ent 
July 


effective in mid 


4 


Ansink to Represent 
Wright Steel and Wire 


THE G. F. Wricut Steel & Wire 
Co. of Worcester. Mass.. has ap 
pointed John F. Ansink to cover a 
part of the territory in the Mid 
west. Ansink comes to the Wright 
Co. from the Round Chain Co. in 
Chicago, where he has 
charge of thei: Chicago operation 
for the past 17 vear His head 
quarters will be in Chicago of 


of Wright Co 


beer 
the 


. 


Montague Output Up 
with Purchase of Rava Co. 


PAUL J. JOHNSON, chairman of 
the board of Montague Rod and 
Montague City, Ma 

Mfg. Cx Phila 
announced the pu 


Mfg. Co Mil 


f 


Reel Cr 
Ocean City 
al ha 


I Rava 
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5 NEW "Sell-on-Sight" 
promotion helns shoppers sell themselves! 


Tells ‘em how to lick lawn 
and garden watering problems 


Millions of home-owners are in the dark about 
proper watering of lawns and gardens. Green 
Spot’s 1954 WATERING GUIDE Promotion 
shows how to do it .. .then sells Green Spot prod- 
ucts to do it right! 


Here’s how Green Spot’s ‘‘Sell-on-Sight”’ pro- 


POINT-OF-PURCHASE 
HELPS 


WateringGuidecount 
er display shows the 
right Green Spot 
product for every wa- 
tering need. Famous 
‘‘How to Do It” wa- 
tering booklet. Color- 
ful window streamers 
Newspaper mat proof 
sheet. Publicity re- 


gram pays off: (1) Answers shoppers’ questions, 
(2) Makes every salesman an expert, (3) Shows 
key items in use, (4) Sel/s complete line. 

Ask your authorized Green Spot wholesaler 
how to put this crackerjack promotion to work 
for you! 


NEW! 


SELF-SERVICE 
MERCHANDISER ! 


Complete garden hose 
accessory department 
in less than 3'> sq. ft 
of floor space. WATER- 
ING GUIDE on back 
panel shows “The 
Right Way to Water 
Your Lawn and Gar- 
den,” attracts more 
sells the 


accessories 


customers, 





a. 


& daa 


¢- i 


NATIONAL ADS! 


Summer-long c< ampaign 
in The Saturday Evening 
Post and Sunset aaa 
**the right way to wa- 
ter lawns and gar- 
dens,” sells Green 
Spot accessories. 





right hose 
SIX NEW PRODUCTS! 


Exclusive *‘ Waterite’™’ oscil 


ez lating sprinkler gives even 
coverageot! rectangles upto 
( 35 x 40 ft. New ** Rainger 
ae. 


> impulse sprinkler water 


on ff — 

LS ALL or PART of 100-ft 
Other new item 
Shut-off valve, 


circle 
brass and 
plastic nozzle, mender and 


coupling for plastic hose. 


SIGN UP — WITH YOUR GREEN SPOT WHOLESALER! 


the complete line of quality hose accessories 


REMEMBER: Green Spot gives yOu... the best consumer advertising 


GARDEN HOSE ACCESSORIES 


the finest ‘‘in-store”’ promotion aids 
A Product of 
Scovill Manufacturing Company 


Waterbury 20, Conn. 


fA4t 


Sprinklers + Hand Sprays + Hose Nozzles + Quick Connectors + “Y” Connectors * Shut-off Valves + Couplings + Hose Menders + Clamps + Goosenecks 
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Two New JUFAIN “Red End” 





® Takes butt end measure- @ Marked. one side with 
ments at 2, 4, or 6-inch six different scales in a 
intervals throughout its 16” module for 
entire length. Concrete Block and 
@ Can be used as a mark- Glass Bricks 
ing gauge. Facing Tile 
@ Has all the FAMOUS Economy Brick and 
LUFKIN “Red End" Small Facing Tile 
Engineered Brick 
Standard Brick 
Roman Brick 
@ Marked one side both 


edges consecutive inches 
to 16ths. 


@ Has all the Famous 
LUFKIN ‘‘Red End" 


Features. 


features. 


National advertising and publicity Bricklayers, tile setters, and block 
will bring the carpenter to your layers asked for a rule to help them 
store for this new rule. It is in get faster and more accurate spac 
valuable to him because 4-inch first ing 4-inch first section permits 
section permits butt measurements butting the rule on the first I6-inch 
to be taken at even numbered in module. This new rule, which can 
tervals throughout the entire length be used in spacing six diferent 
of the rule Ideal for working on materials, is recommended by the 
16", 24", or other desired centers Structural Clay Products Institute. 


— 


Send for samples of free descriptive folders you can use 
to build sales of these new rules. We'll furnish them in 
quantity with your name imprinted without charge. 


LT Lthd 

















SOUTHERN 


waukee, large independent fishing 
rod manufacturing concern 

“The rod production schedule 
planned by Montague for the 
1953-54 season is the largest in the 
company’s history,” Mr. Johnson 
said. “and a substantial increase in 
manufacturing facilities was con- 
idered essential 

“The acquisition of the Rava Co 
will augment Montague’s rod- 
making facilities and place Mon 
tague in a position to give the 
fishing tackle trade prompt de- 
liveries, 

Rava was founded in 1946 by 
Julius E. Fulop, who will continue 
under the new ownership as gen- 
eral manager of the Milwaukee 
plant 


. 


Attract Women 
With Housewares 


(Continued from page 48) 


much aluminum and pottery. We 
ell a lot of glassware, too, There 
is a variety store next door, and 
it has actually helped us. There is 
a difference between cheap mer- 
chandise and inexpensive mer- 
chandise. For example, a woman 
who first visited the variety store 
looking for only one glass, came to 
our store for a better grade and 
then ended up buying a $12 set of 
glassware and dishes 

“Neatness and cleanliness are 
important. I dust the counter items 
daily. Customers don't like to han- 
dle dusty items. Once a month we 
take everything off the counters 
and clean them thoroughly 

“December has been our best 
month for percolators, roasters 
cannister sets and similar items 
They are good for gifts, and we 
wrap many of them as early as 
November, Gift wrapping is a 
simple, but very effective, sales 
stimulus. We have sold iced tea 
glasses and pitchers in December! 
faster than we could wrap them 
Orders came in so fast last De- 
cember that we wrapped and de- 
livered after store hours.” 

While waiting on women cus- 
tomers, Mrs. Haney catches chance 
remarks about refrigerators 
ranges, television sets, or othe 
appliances, and then she follows 
up. Like her husband, she believes 
that being able to call a customer! 
by name Is important 

“A neighborhood is like a small 
town,” she pointed out. “As soon 
as you learn names, you get along 
much better with people. About 
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‘@tzar] Sensational OLIN 


MERCHANDISING 


Anews>) Battery Discovery 


BIG NEW PROFIT-BUILDER FOR DEALERS! 


Magic New Ingredient-SOLINITE 
—Appeals to Battery Customers 


No more sticky ooze to short batteries and ruin flashlights! 
Olin’s new Size “D” Leakproof battery made with SOLINITE 
—an exclusive Olin development — gives you something 
really new and different for your customers. Alert dealers 
will find it the biggest sales-builder in battery history! 


107,000,000 Advertising Messages 
Pre-Sell New Olin Battery 


Starting in September, Olin will launch a big advertising 
campaign in SATURDAY EVENING POST, LOOK, COLLIER'’S, 
BOY'S LIFE, TRUE, OUTDOOR LIFE, FARM JOURNAL, COUN 
TRY GENTLEMAN to pre-sell your customers on new Olin 
Leakproof Batteries, 











THIS GUARANTEE ON EVERY BATTERY —// this battery 
ur flashlight, send it with the battery te 
e¢ you free a new flashlight of 


48 Olin Size “D" Leakproof 
eries — Extra long shelf 
No dating required, Ex 

tra profit for dealers. Retai 


NEW COUNTER DISPLAY UNITS 
BRING 35% PROFIT TO DEALERS og oiin no. 1511 Guerantond 


Batteries — Long-life guaran- 
. . as “ nd - ’ ,? a > > _Y « . 
Colorful, compact, pi fitable New Olin counter display teed battery to sell at 2 for 25¢, 
packages are ready for business in seconds. Your profit 


per unit: 35° 


OLIN INDUSTRIES, INC., ELECTRICAL DIVISION, NEW HAVEN 4, CONN. 
An Olin) Product *Corrosion inhibitor 


IMPORTANT “Weegee ee ye eet ers 
TO ALL DEALERS TERIES TO YOUR AREA—ORDER A BIG SUPPLY TODAY! 
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100 famous FULLER 
SCREW DRIVERS on the move! 


=| #2 |pasige| os 
sleet) a2 


ASSORTMENT 
No. 100 


Heavy Metal Stand-Up 
or Hong-Up Display 


FREE 


$10.00 VALUE 





This handsome, golden metal display 100 TOP-SELLING FULLER SCREW 
really delivers the goods! DRIVERS FOR EVERY JOB! 
@ 4 each of Fuller's 25 best selling 
numbers 
24 Phillips-type Screw Drivers included 
All with Cadmium bledes 
Blisterproof domes, amber hondies 
Self-service slots 
Order through 1S¢ to 75¢ retailers, branded and 
your wholesaler today fully quaranteed 


F o ; nique SCREW 
DRIVER TESTER sells v 

stomer the right driver 
Cives you the fastest selling 


unit for volume profit! 








OL COMPANY, INC. 


3522 WEBSTER AVENUE NEW YORK 67 
W orld’s Largest Producers of Unbreakable Amber Handle Tools 
Export Sales Dept.: John H. Graham Co.. 105 Duane St., N.Y. 





On display at the Hardware Show, Booth 251-252 


SOUTHERN 


50 percent of the people in our 
community are home-owne! ind 
their names are well worth learn- 
ing.” 

While the Haneys limit thei 
vertising largely to circula! 
livered by youths direct to he 
(they have found it the me 
fective medium for the! 
they also believe tele, 

helping thei 

ve at home watchir 
television during the day become 
better acquainted with many item 
old in hardware store and more 
and more of them come into the 
tore and ask for uch item 
Haney aid 

The housewife does most of the 
pending for the average family,’ 

contin survey iow that 


More Sales 
at Less Expense 


er 


nvthical case, the $100,- 
with $10,000 ellir 
”~5 000 total ex 
$?8 000 margin on r 
ieuve S3.000 net 
on sale Sut if annual ' 
reased to $125,000 
al force of © com- 
on on =stincrease) the re ult 
would be about as follow $12,500 
elling expense, $27,500 total ex- 
pense, $35,009 margin on merchan 
dise sold and $7,500 net profit 
6 net instead of a meager 3 
In other words, while the sale 
people would have an additior 
$2,500 as a reward for their extra 
eltort the store's net-profit gain 
ubstantially more 
ncrease of $4,500 In actu: 
actice ot course, the re 
ild scarcely be expected to work 
out quite that well; for with in- 
creased sales come ome increase 
in miscellaneous expenses, such as 
delivery expense. But most fixed 
expense remains the same 


(Continued on page 72) 
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The Trade Mark That Mouns. What it Says! 


SAFETY —Federated Mutual is one of this nation’s principles of mutual insurance, such as careful selec. 
largest mutual fire and casualty insurance: companies, tion of preferred risks, Federated Mutual is able to 


return te poles holders dividend savings of up to 


Over filty million dollars has been returned in 


A progresstiye, modern COMPANYS with large assets and 


an extra margin of sor, 


millions in reserve to provide 
ind ear, this way to policy holders, 


safety for your business, home ¢ 


SERVICE — Your Friendly Federated man is a full time. 
salaried representative of Federated Mutual. He rep 


Phere can be no finer symbol of protes thon on the 


insurance policies that protect your business, home 


and car. You ean truly “Save with Safety’ 


resents no other company, He is thoroughly trained and 
state in the union and throughout 


experienced, Backing him up is a nationwide claims 


service and al modern sulety HLM CTINE servicer, 


is heensed in every 


( anada | on the name of your me arest | woke rated 


than check the vellow pages ol your classified tele- 


SAVINGS —Through eflicient application of the sound phone directory or write, 


IMPLEMENT and HARDWARE INSURANCE COMPANY 


Insurance for BUSINESS « HOME AND CAR 
Home Office: ONATONNA, MINNESOTA 
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“EENY, MEENY, MINY...” 


Here's Carrie Confusion making a “‘scientific’’ choice 
of fasteners. It seems that she knows JUST what she wants but 

Harried Harry, our Hardware Hero, is having a 
tough time figuring it out. So, he brings out a handful 

of assorted nuts, bolts and screws hoping to hit on a 
fist full of satisfaction, 
This hit and miss system is now obsolete because the 
Bolt Bar answers Carrie's questions. It displays 
106 of the most popular carriage, machine, lag and stove 
bolt sizes. Color illustrations, bolt gauge, price tickets 


and carry-home bags help Carrie Confusion help herself. 
Write today for complete in- 
formation on this beautiful } She Vole Ll. 
addition to your store. Ss = 
The LAMSON & SESSIONS @. b&b i a 


1971 West 85th Street 
Cleveland 2, Ohio 


Plonts at Cleveland and Kent, Ohio 
Birmingham * Chicago 


106 most popular sizes 
The modern way to sedi bolts and nuts 





While such an incentive plan 
might be worked out for the sales 
force as a whole, it should be 
more effective if developed as an 
individual incentive plan 

Let us assume, for instance, that 
our typical] hardware salesman 
John Smith, draws $2,500 a yea! 
in salary or wages and has cur- 
rent annual sales of $25,000. So 
the plan is presented as one which 
will pay him 10° on all sales a- 
bove $25,000 a year 

As a result of this incentive, let 
us assume that his sales for the 
following year increase to $30,000. 
In that case, he gets a $500 bonus 
for the $5,000 gain in sales; but 
the additional net profit to the 
store on that increased volume 
should be in the neighborhood of 
$900, since it would involve little 
if any increase in other expenses 

Such an _ individual incentive 
plan probably would be more ef- 
fective, in most cases, if worked 
out on a monthly basis. For the 
typical store employee would be 
more inclined to exert extra ef- 
fort with the prospect of compen- 
sation at the end of the month 
rather than with the long-range 
possibility of a year-end bonus 
Of course, such a plan would be 
somewhat more difficult to work 
out on a monthly basis more 
particularly, in a store where there 
are substantia] seasonal fluctua- 
tions in sales. But if individual 
sales records are available, it 
should be possible to work out an 
equitable plan, setting up a quota 
for each month, and with certain 
percentage to be paid in cash to 
the salesman at the end of the 
month for all sales in excess of 
the quota 

Most sales people in the retail 
hardware trade are still on a 
fixed-wage basis. In many if not 
most cases it probably is taken for 
granted that improved perform- 
ance will bring some ultimate in- 
crease in the weekly or monthly 
wage. But that possibility is vague 
indefinite, intangible. It cannot be 
translated into terms of immedi- 
ate dollars-and-cents advantages 
of making such extra effort today 
as will induce Mrs. Jones to buy 
that new stove or refrigerator 
she’s been considering, instead of 
letting her “shop around” in othe: 
stores 

An incentive plan is only part 
of the program which might be 
worked out in developing an ef- 
ficient, hard-hitting sales force 
Combined with it should be some 
plan of encouraging or assisting 
the salesmen to become better ac- 
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The Saag is to PLUMB AXES 









SINGLE BIT 
NATIONAL AXE 


LIBERTY DOUBLE 
BIT WESTERN 


HAMMERS 
HATCHETS 

AXES 
a FILES 








PLUMB 





You’ve got nine high-scoring sales items 
going for you when you team up with 
the Wickwire line of hardware prod- 
ucts. They make a solid hit with cus- 
tomers because they can always be 


counted on for long-lasting, reliable serv - 
ice. Call or write your jobber and find 
out how Wickwire Hardware Products 
can help you boost your sales and 
profit average. 














THE WICKWIRE LINE 


Left Field— Quick Hitch Gate 

Springs. 

Arugged spring for heavy doors and 

gotes. Made of oil-tempered wire. Center Field—Perfection Door 

Quickly applied, easily operated. S Springs. 
Unequaled for toughness, durability 
and resistance to rust. Made of 
selected wire, available in black 
joponned and galvanized finishes. 


Shortstop— Wissco Flexible 

Wire Clothes Line. 

Long-weoring, strong, flexible, rust- 
resistant. Manufactured in three 
grades: 4-strand twisted, 6-strand 
twisted, and regular hollow cable. 


Second Base — Mechanic's Wire. 

A soft annealed wire with all-around 
utility value in the home or shop. 
Supplied in 50 and 75 ft. coils 
packed 12 per box; or on conven- 
ient 2 and 5 pound spools, 


Gere mn oret 
Sper sane Aare 


Right Field— Clinton General 
Purpose Welded Wire Febric. 


Electrically welded at joints for extra 























oe a ee ae 
HARDWARE PRODUCTS 


(FJ PRODUCT OF WICKWIRE SPENCER STEEL Division 
THE COLORADO FUEL AND (ROW CORPORATION 





King Cotton Clothes Dryer Cord 
Sac er ai 


oo a 


ce 
= 


P| ys" ae 
a eo 
a o/s! 
iw 


The King Cotton Clothes Dryer Cord is a 
good, strong, long-lasting cord. It will give customer satisfaction because it 
will remain white and strong through many seasons even under rough outdoor 


usage. Its price, for such a high quality cord, is surprisingly low. 


Put up in 100 foot hanks and in 3-50 foot connected hanks which can be 


sold as a unit or separately. 


Ask your jobber about King Cotton Clothes 
Dryer Cord. THE King Cotton LINE 


® Sash Cord 
* Clothesline 

* Clothes Dryer Cord 
* Heavy Duty Cord 
* Mason's Line 

© Chalk Line 
. 
oe 
. 





Cable Cord 
Venetian Blind Cord 
Twine 











JOHN H. GRAHAM & CO. INC. 
105 DUANE STREET * NEW YORK 8, N. Y. 





quainted with the store’s major 
lines of merchandise and to learn 
more about the technique of sell- 
ing. For in returning to a competi- 
tive market, we're facing the ne- 
cessity of doing a better all-around 
selling job if we are to keep pace 
with competition 


. 


Astronomy is this 
Dealer's Hobby 


(Continued from page 51) 


through a trap door to the floor, 
constructed so it can be revolved, 
enabling an observer to follow 
whatever heavenly body is being 
studied 

Inside, before observation can 
begin, the operator must slide a 
panel which, when open, creates a 
slot extending from the apex of 
the dome to the mid-section and 
permitting the telescope to be 
moved up and down 

Inside the dome, quarters are 
cramped, most of the available 
pace being displaced by the tele 
cope, a foot in diameter and neat 
ly as long as the dome is wide 
Various electric motors provide 
power for turning the observatory 
and mechanical functions that 
would distract an observer if per 
formed manually 

The H. P. Schaefer Hardware 
Co. is also in manufacturing. In a 
hop directly behind the retail 
tore, lead-lined tanks for use in 
development of X-ray negative 
are produced. For these there is a 
consistent demand from hospital 
and clinics and the Schaefer com 
pany has supplied hundreds of 
such tanks to institutions in Texas 
and the Southwest 


¢ 


Free Installation Builds 
Water System Sales 


(Continued from page 50) 


needed 

At least one pump is alway 
shown on the sales floor, usually 
connected, so that an action dem- 
onstration can be given. Another 
pump is often placed in the win- 
dow along with such merchandise 
as kitchen sink Butane wate! 
heaters, paint and wallpaper 
merchandise that is nearly alway 
sold with the pump or soon afte1 
ward 

Pumps have actually helped to 
increase sales on those items that 
improve the farm home, said 
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the COLD FACTS 
about the HOTTEST MOWER 


“he ALUMINUM 


LW -BOY 


FACT NUMBER a New Features 


Pulverator’ leaf mulcher. Easy to install and ready to pulverize 
leaves in a matter of minutes. Sound Silencer Muffler makes the 
LAWN.-BOY the quietest 2« ycle mower on the market. Quick 
Disconnecting Handle attaches and detaches in seconds. Gives 
extra yards of storage spoce in cellors or gorages yet it gives 


absolute, controlled safety 


FACT NUMBER Two e « e More Features 


Add the new feotures above to the ones that made the LAWN-BOY America’s most 
modern lawnmower and you've got a mower you cen sell with pride. The LAWN-BOY 
trims closer. It won't scalp. It's all aluminum alloy construction and it's simple to 
operate. The Iron Horse engine is designed and built exclusively for lawnmowers 
What's more, the LAWN-BOY cuts any height grass and it cuts it with ease. Compore 


these features against those of any other mower on the morket 


FACT NUMBER THREE... 


1954 Promotion Most Complete in Lawnmower History 


Here ore the facts! A 4-color 2-page spread in LIFE magazine for the second 
yeor, and 23 other ads in SATURDAY EVENING POST, BETTER HOMES AND 
GARDENS, AMERICAN HOME, PATHFINDER and FARM JOURNAL 


In addition 
every key dealer’ will be listed in a ne wspaper ad in his area of no cost to 
him. Next time you hear about advertising support, get the facts 


pore! You ll see why the LAWN.-BOY is the best known lawnmower in 


PULVERATOR SOUND SILENCER MUFFLER 


The blade picks up leaves This new muffler mokes the 
rinds them, and whirls b ae LAWN.BOY the quietest 2-cycle 
through the expandce mower on the market, because 
— grill where they're grated of its low sound level. You can 
to bits, then ejects the tiny frag | hardly hear it across the street 
ments evenly over the lawn it's die-cast as an integral port 
through the nae ous of the housing so it cuts covt 
it's easy to install, easy fo | . squeaks and rattles elimi 
remove. And once a oe ' notes vibration noises 
customers try it meoy ve 
sold. 


AVAILABLE THROUGH WHOLESALERS FROM COAST TO COAST 
THREE OTHER MODELS RPM MANUFACTURING COMPANY 


in addition to the 18 inch LAWN : 

BOY illustrated above, other lLomar, Missouri 

models include a 21 inch model The world’s largest Manufacturer of Rotary Power Mowers 
on 18 inch economy model and o A Subsidiary of Outboard, Marine & Manufacturing Company 
17 inch electric model. 18 inch Makers of Johnson & Evinrude Outboard Motors 
models equipped with 2-cycle en Manufactured and sold in Canade by 

gines; 21 inch model with a 4-cycle Ovtboord, Morine & Manufacturing Co., of Canoda, iid 
engine. Peterborough, Canado 
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again. for’ 54’ 


GREAT CLEMGDND 


You've always known these 3 great Clemsons as 





the nationally advertised easy-to-sell, money 
making line. Here they are again for the 
*54 season, and at '53 prices. 


MODEL 16 

New Improved 

4-Spider Welded Reel 
Solid Rubber Tires 
Suggested Retail, $24.95". 
15-Inch Cut 











MODEL 17 

Has New Improved 
4-Spider Welded Reel 
Semi-Pneumatic Tires 
Suggested Retail, $28.95". 
Full 17-Inch Cut 


‘ 


ye MODEL E-17 

a 1! 
“A The Cadillac Of 
AD Hand Mowers, A 
Best Seller For Years 


Suggested Retail, $33.95". 
Full 17-Inch Cut 


All The Clemson Features 
Suggested Retail, $19.95* 
Full 16-Inch Cut 


The CLEMSON 


“Prices higher Denver west and 


subject to change without notice 


Here’s the volume-priced Clemson you've 
been asking for — and it’s a beauty! 
There’s nothing else like it at the price, and here’s why 


It's LIGHT — Only 26 Pounds! Easy To Push. 

It's STURDY — Two Tie Bars Keep Frame Rigidly in Alignment. 

It's TOOL-LESS — Has Instant, Easy Height And Bed Knife Adjustment Without Tools. 

It’s BIG--And Cuts Twice As Close To Obstructions! Trimming Virtually Eliminated! Full 16” Cut. 


Only Clemson could design a $19.95 Mower with these features — plus, 
of course, welded reel, non-bobbing in use, big hardwood rollers, solid 
rubber tires. There’s just nothing else like it in the low-priced field! 


exclusive features make CLEMSONS sell fast — 


Every Clemson features easy, tool-less design, “differential action” hardwood 
height and shear adjustment, sturdy box rollers, comfortable plastic hand grips, 
frame construction, non-bobbing mower shears bracket, highest-grade welded reel 
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pus al were CLEMSON 


The “POWER-DRIVE” Clemson Mower 


The One Power Mower That Doesn't Run You... 
You Run It... 


HERE'S THE POWER MOWER THAT PRACTICALLY thinks 








Move the handle down to Stop walking, and the Put the handle straight up The reel rotates when the 
cutting position and the Power-Drive Clemson stops, and the Power-Drive Clem Clemson is standing still — 
Power-Drive Clemson starts too son stops wonderful for trimming. 








Smoother Cutting 


The fast running reel of the Power-Drive Clemson mower gives a smoother « 


ut 
What's more — simply by pushing a handy lever, you stop the reel, 
but power 1s still apphed to the wheels. You can safely run overt 
rough ground or gravel driveways 


PATENTED GRASS GUARD positively keeps grass and weeds 
from winding up on reel shaft, saves work and time. Found 
only on the Power-Drive Clemson POSITIVE CLUTCH PROTEC- 
TION — You can’t burn out 
Suggested retail, $126.95°* or damage the reel clutch by 
including automatic re-wind starting cord stalling the blades on sticks, 
stones or other obstructions. 





LOOK AT THESE 
SPECIFICATIONS! 


Noturally, the Power-Drive Clem- 

son has the famous Clemson tool-less 

height and knife adjustment. Cut is 18- 

inches wide. No belts or chains — completely 

gear driven. Cuts within 2%" of side obstructions. 

Two-horsepower easy-starting Briggs and Stratton 
4-cycle motor 








To make your Clemsons even easier to sell, you'll have powerful 
advertising in The Saturday Evening Post, Better Homes and 
Gardens, American Home and House and Garden. And ask your 
wholesaler for the new Clemson point-of-sale counter booklets— 
one for hand mowers, one for the Power-Drive Clemson 


C'LEMSON Made by Clemson Bros., Inc., Middletown, N. Y., U.S.A. 


Makers of Hand and Power Hacksow Blades, Frames, Metal Cutting Band Sow Blodes and Clemson Lawn Machines 


See THE CLEMSON LINE at the Hardware Show Oct. 5-9. 
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When you buy seine twine, remember... 


IT’S NOT WHAT YOU PAY 
IT’S WHAT YOU GET 
FOR WHAT YOU PAY... 


... and Gold Medal Quality Seine Twine gives 
you more for your money. Starting 

with the bale of cotton. Gold 

Medal is production-controlled 


every step of the way. 


From an economy point of 
view, this durable seine twine 
doesn’t cost you—it pays you 
with long service and 


superior quality. 


Also available is our 

NYLON FILAMENT SEINE TWINE, 
which Is gaining in popularity 
with fishermen everywhere. 


A _w 


“Ba 
<a ys 
: QUALITY SEINE TWINE 


THE LINEN THREAD CO. INC. 418 Grand Street, Paterson 1, N. J 


60 East 42nd S$ 105 Maplewood Avenve 
New York 17. N. -Y Gloucester, Moss 

mbdrd & Calvert Sts 958 W. Hubbard St 
Baltimore 3,:Md Chicago 10, Ill 
140 Federal St 16 New Montgomery St 
Boston 10. Mass San Francisco 5, Ca! 


.* 


SN 


- 
— 
aed 
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- 
- 
- 
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SOUTHERN 


Howard, for after the farmer! 
running water, he wants other 
provement So, shortly afte: 
pump has been installed, the sale 
man will call again on the farme 
to talk modernization 

Plain plumbing fixture litable 
for the plain farm home are al 
way In tock Farme! eldon 
care for fancy sinks and bath tub 
And although the tore ipplic 
all plumbing fixtures and fittin 


it doe no plumbing Dut ret 


‘ 
the customer to a good plumber 

“We feel that excellent ser 
from the store on electric pump 
a big enough job for u Howard 
aid. “We try to influence the cu 
tomer to link us with both electri 
pumps and service when he want 
to modernize. We don't just sell 
pumps. We sell running water and 
trouble-free service.” 

With plenty of competition i 
their home town as well as in the 
larger cities within an _ hour 
drive, the Farmers Hardware & 
Furniture Co. has built an enviable 
record on pump sales. Future cu 
tomers seem to like the idea of 
buying their pump from a deale: 
who finds out what they need, in 
stalls the unit without charge, and 
repairs it when repairs are needed 


+ 


Customers Pay 
to Shop Here 


(Continued from page 93) 


merchandise and_ service, with 
making the business a profitable 
venture 

With a heavy concentration of 
hardware stores, Ensley is a sub 
urban shopping district, actually a 
good-size town itself, on the we 
ern outskirts of Birmingham and 
in the shadow of the city’s large 
steel plants. Beyond those plant 
are tens of thousands of “fringe’ 
resident a large sales potentia 
for hardware outlet Callaway 
estimates his ratio of customers to 
be about 60 percent rural, 40 per 
cent urban 

In that 60 percent are a majorit) 
of the store's best account and 
more than half of the participant 
in the profit-sharing plan. “They 
spend from $300 to $2,000 a year 
per family for hardware, includ 
ing appliances,” Callaway pointed 
out. “So it’s easy to see how they 
profit from our plan, and how we 
profit from their steady buying.” 

When the customer purchases a 
profit-sharing certificate, both he 
and Callaway sign it, agreeing to 


’ 
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IN MOWERS 


PENNSYLVANIA 


THE MOST RESPECTED NAME 


ANNOUNCES THE GREATEST LINE IN 77 YEARS! 


PENNSYLVANIA 
EXETER, 18” 


Self-whetting, full tempered 


PENNSYLVANIA DE LUXE, 21” 


Dramatic new color styling, modern 
design, make the DE LUXE the steel blades. Appealing new 
“glamour model” in the profitable color styling. Modern, sec 
power mower field today. Self- tional-type roller. Briggs & 
whetting high carbon Stratton 1.1 H.P., 4-cycle 
cutlery steel biades, engine. Precision engineered 
double ground. New parts throughout 
semi-pneumatic rub- 
ber tires. Dependable 
Briggs & Stratton 4- 
cycle engine, 1.6 H.P. 


° 
PENNETTE. Two cutting 
widths, 14” and 16", and 
low wheel height. Ideal for 
hord-to-get-at spots. 


PENNA-LAWN. Light, 
strong, for small lawns and 
trim work. 16”. Ball bear- 
ing mounted reel. 


GREAT AMERICAN — Hi- 
CUT. New, improved mode! 
with greater range of cut- 
ting height for long, tough 
grasses 


GREAT AMERICAN— 
REGULAR. The oll-cround 
favorite of professional 
gordeners for more than 
50 years. Ball bearing 
mounted cutting reel has 
5 heavy, extra-wide 
spring tempered, high 
carbon steel biades, 
double ground. 


PENNSYLVANIA JR. 
Triple-geared driving 
power gives balance and 
strength to spore. Ball bear- 
ing mounted cutting reel. 


METEOR. Aluminum alloy 
construction — 25% lighter 
than other heavy duty 
mowers. Sectional roller. 


TRIMMER AND EDGER. A 
good steady seller, year 
after yeor. Steel disc ond 
plow (optional) does work 
of half moon hoe. 


Quolity Lawn Mowers Since 1877 


PENNSYLVANIA LAWN MOWER DIVISION 
AMERICAN CHAIN & CABLE COMPANY, INC 


Bridgeport, Conn ° Plant. Exeter, Pa 


FROM THE NEWEST, MOST 
MODERN MOWER PLANT 
IN THE WORLD! 
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NEW! in Deadly Spinning Size! 
Me 


> TINY CRAZY CRAWLER 


At last—a spinning and 

light bait casting ver- 

sion of America’s most 

famous surface lure! 

Same sensational crawl- 
ing action, but with even faster pace. Six 
colors—'s oz.—each $1.35. 


AND DON'T FORGET these great spinning lures: 
Tiny Ted, Tiny Go-Deeper Runt, Tiny Runt, 
Tiny Lucky 13, Tiny Torpedo. 


i i tin 
For spinning and light bait casting 
FIDG! hs) 
res' F idgit, 
all balanced to 
That gives em ¢ 


a brand new 


way for the Flasher 


Heddon lu 
: “eather 
Fidgit Feat ' ; 
and upside down hat brings UP the 
the lip ups fidgety action t it moderat 
ing ‘smashing strikes seule down the 
big OF retrieve, on y 7 s, crapple® 
depth on f Deadly for co eand esp 
slower they re panfish, - 
, walleyes 


bass 


Make 
family of 


yes for St 
regular 
reeled 
northerns 
Weight ea h 
} 
terrific 
$1.25. 


oz 


trout, | 
cially white ono — | 
Six colors—each 
looks Acother a 
FEATHE® oo ‘ 
; 10W - 
« like a live mint great ear 
— rides up ongeern 
through weee®> Four co 
' h $1.25- 
has flash 
barbed 


’ ; | 
, flirting tal \ 
ink n 
o ta york strip 
holder f Sauble hook 
weedless 


$1.25- 


verted ¢ 
i“ ally 


t 
— s—each 


Four color 

( ne PAC h ot 

catching 

por ket 
5 


above in ey® 
handy styrene 
kit. Complete — 
rtm 

—Fidgit family 58° 
ear poe each series on 


easel disploy card 


The lure with the wiggle that packs a wal- 
lop! Sweetest-selling wiggle ever. Practi- 
cally every fisherman wants an assortment. 


Floating-diving—% oz.—12 colors—each $1.35. 














The Rod with the Fighting Heart 


Finishes! 





aw + CPO 


mdse 


\ 
N 
Improved Designs, Actions, & 


PAL TUBULAR ,, 
GLASS RODS 


America’s finest, most com- 


=u 


plete line of tubular glass rods 
now with even better de- 
signs, actions, finishes. Sweet- 
est, smoothest actions ever 
with that exquisite Heddon 
blending of power and flex 
unmatched in any other rod. 





pair casTING. Six models in a 
complete range of lengths and 
actions, including the new “Long ‘Tom"’’—a 6!,-ft 
extra light rod for bait casting spinning lures in the 


class $9.95 to $27.50. 


spinning. All popular lengths and actions. Four 2-piece models, 
$17.50 to $45.00. 


$17.50 to $50.00. 


for surt, deep 


one I-piece, two 2-piece saltwater 


ny. Five 3-piece models, four 2-piece 


SALTWATER AND SPECIAL PuRPOst. Nine models 
sea, and special purpose — $20.00 to $35.00. 


for bait cast 


models 


PAL SPOOK Solid Giass ds 8 


Great bait—going great 
SCISSORTAIL 


Introduced in °53, and going great 
ever since. Exclusive design—split 
jointed tail scissors through the water 
with top and bottom flash, plus snaky —-*%\ 
body wiggle. Runs deep on fast » 
retrieve. ¥ oz.— 8 colors — each $1.50. 


Ui Always a top seller! Ri VER RUNT 
“tty 

 — “! tio 
» diving, sinking, go-deeper and jointed 
9% to % o.—16 colors—$1.35 and $1.50. 


A 


popvulor Heddor 
Heddon’s great Spin Dal spinning reel 


Improved for ’54! 
Pa es 


America’s all-time favorite iting 


rfish and Goldfish potterns in 


res! Flash, dash, spark! 


The reel with AUTOMATIC action! 
So terrific we couldn't keep 
up with the demand! But 
they're rolling off the line 
and in stock right now! Auto 
matic action— reverse handle 
slightly, and bail automati 
cally moves to casting posi 
tion; start to retrieve, and it 
automatically picks up the 
line. No fumbling around 
no fouling of line. A sells-on 
sight value! 


ALL THESE FEATURE 
Oversize clutch for smooth, positive 
drag * Precision machined bronze gears 
for smooth operation + Beveled spool 
for easy slip-off of line + Cast aluminum 
frame treated for complete protection in 
salt woter «+ Collapsible handle—no 
tools needed + Coin-siot plug for easy 
lubricating + No anti-reverse button ne 
cessory © Available in either right or 
left hand models 


JAMES HEDDON'S SONS 
2479 West St., Dowagiac, Mich 


fishing is CATCHING 


/ , 
WM Heddor) T9ckle / 





a lis 


THE Standard 
of Comparison 


BY WHICH OTHER 
PLIERS ARE JUDGED 


“Since 1857°' Klein 
Pliers have been the 
standard of quality with 
men who know good 
tools. Today, Klein 
offersthe mostcomplete 
line of quality pliers for 
standard or specialized 
service. Keep a repre- 
sentative stock on hand 
for your customers who 
want the best. 


s 
ap | Write for your free cop 
y of the Klein Pocket 1 
Y DISTRIBUTED 


THROUGH 
JOBBERS 
Foreign Distributor; 
nal Stand- 


ord Electr 


Internat 


Corp., 


eas K LE IN cia 


3200 BELMONT AVE. CHICAGO 18, ILL 


the conditions thereon. Those con 
ditions are 

(1.) The customer agrees to pay 
the $50, either in cash o1 


$1 payments 


in weekly 
(2.) Jax Hardware agrees to gi\ 
two percent discount 

3.) The pi 
and continue 

death of the holde b 
tinuance of the busine 
failure of the 
make payments as agi 


the 
ivilege 


ferable 


certificate holdet 
eed 

Jax Hardware also ust 
premium plan whereby a custom 
er receives a trading 


each 


buy 


tamp for 
rchandise he 
book 
gilt 
pul 


own 


10 cents in 
When he fills a stan p 
he may exchange it for 
For additional advertising 
se the store has had it 
and books printed 


me 


a tree 


amp 





| 
| 





| 





the 


good drawing power for the 


Callaway ide 


ook 
mall-purchase 


con tamp 
custome! who 
therwise might buy many items at 


tores 


or drug 


° 


earby variety 


selling More 
Space Heaters 


(Continued fro 


heater which ts the on ource of 
comfort heat during 
Gummelt said We 
that a deal of 
fro and that or 


tell an 


weathel 


ereat 
n each call 
wife is bound te 
pleased she is wi 
obviou te 
additiona 
and 
mers whose 

wa through |} 
heater. While 


many 


porting 


iinet close 


additi 


Profits from This 
Service Shop 
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CONCRETE AND 
MASONRY, 


Center Cutting Point 
3/16" thru 2" 
No Dead Center Point 


FASTER 


ive triple spiral « re mean 


Core Type 
5/8" thru 2" 


Jet Drills are speed 
The ou lus 
triple dust 
rand bind 


electric or 


ce signed! 


eliminate 


sed with an 


exit 


i men, re 
ectricians pl 
maintenance men an 

vn wh work vith concrete 
e that the JET DRILLS fly faster 


with le t 


BETTER 1. 


and treated t 


el imbers 


| other 


clean, deep h 


s Jet 


/ 


Sold Only Thru Wholesale Hardware 
FLY WITH JET 
JET DRILL COMPANY 


P.O. Box X-8 Dana Point Calif 





SAVAGE 
ROTOR CHIEF* 


Twenty 
Model 88 - 20” cut 


WED 

SAVAGE 
ROTOR CHIEF* Eighteen 
Model 83 « 18” cut « 4-cycle « 1.6 hp. 


Briggs & Stratton engine 
e 


Also an 


ELECTRIC-POWERED ROTARY 
Model 83E - % hp. - 3450 rpm. - 18” cut 


(illustrated on opposite page) 


4-cycle « 2 hp. 


Briggs & Stratton engine ‘ the DYNA CHIEF* 
“ane Eighteen 


You've never seen rotary mowers so 

beautiful, so rugged throughout, with 

so many quality features. New light 

weight 4-cycle Briggs & Stratton en 

gines deliver their high power through 

vertical shafts. These models have am 

ple power to keep going right through 

tough, high grass. Famous Savage 

STA-TEMP” rotary blade of cutlery 

type steel stays sharp longer, is sharp 

ened quickly with,an ordinary file. SAFETY-SLIP clutch pro 
tects motor if obstruction is hit. ‘’Self-Lube’’ wheel bearings 
All-steel, ribbed chassis provides maximum strength without 
excess weight, for easy handling. Automatic retrievable 


starter optional at slight extra cost 


LEAF MULCHER *Reg. U.S. Pot. Off 
supplied with Models 88 S 
. SEE US AT BOOTH 12- NATIONAL HARDWARE SHOW 


and 83 at no extra cost; 


easily attached. Eliminates 4 
3 NEW YORK - OCT. 5-9 


leaf-raking; pulverizes 
leaves to small particles 





RUGGED NEW 4-CYCLE ROTARIES 
Feature LEAF MULCHER attachment at no extra cost 


More Power—Less Weight—Greater Value! 


DON’T MISS THE PROFITS 
IN THIS FAST-SELLING LINE 


Now—after long research and development, Savage offers smaller lawns who prefer the quiet, smooth operation of 
high-quality rotary mowers in the low-price field, built an electric motor. 

The fast-selling, nationally advertised Savage mower 
line includes—besides the three new rotaries—18” and 21” 
precision-built reel type power mowers and four quality, 
rubber-tired hand mowers. Here, without doubt, are the 
stant speed and sustained power. Four-cycle type means ' : : 

. ar . Sa finest mowers Savage has ever offered. They're your best 
there’s no mixing of oil with gas. And Briggs & Stratton 
I t ine faciiieton f tt : bet for big volume, profitable sales with an absolute mini- 
las Convenient service taciities [rom Coast lo coast. , : 
; , a mum of servicing. For a complete line of lawn mowers, 


with gunsmith craftsmanship. 


The newly-designed Briggs & Stratton lightweight en- 
gines that power these mowers are engineered for con- 


And now there is an electric model for those with sell SAVAGE! 


Other Models in the 1954 Savage Quality Line 


BY THE MAKERS OF WORLD-FAMOUS FIREARMS 


J 
[=> _ = . 
Less Care; Less Wear ¥ Here’s Our New Electric! 
\ SAVAGE 
Protected chain drives, tough “stTa-TEMP”™ \ POWER CHIEF’ Customers with smaller lawns will wel — 
blades that stay sharp longer, sealed Timken Model 75R come this hard-working, sturdy, low- 
bearings, convenient finger-tip controls, grass 18 priced mower. Cuts wider than its own 
guards to prevent grass from winding on reel, wr tread for trimming close to walls, fences, 
shock-absorbing handles that adjust to any _— ym r = ae aot ny air flow 
aS a . . y rom ron 0 rae Treanly mcreasing 
height and permit upright efficiency. Safety Slip clutch ’ 
storage, simple adjustment , . 5S Sta-Temp” blade. “Self-Lube 
of cutting height, dependable / 
Briggs & Stratton 4-cycle en-! bearing Fully adjustable 


gines, extra rugged chassis two-way handle for cut 
ting in either direction 


cut* lhp 


permanently lubricated wheel 


and engine decks 


SAVAGE YARD CHIEF* 
Model 9OR * 21” cut * 1.6 hp. 
Both models available also with rope-starter engine 





4 FINE HAND 16” Savage SUPERCHIEF* 16” Savage ONEIDA 
Model 60 (che 18") Meas < SAVAGE DYNA CHIEF" Eighteen 


16” Savage LAWNCHIEF* 16” Savege PAWNEE* : e . tae 
MOWERS Model 55 (also 18”) Model 35 (also 14 Model 83E + 1/3 hp. * 3450 rpm. * 18" cut 


Send for Literature Describing the Precision Products of 


SAVAGE ARMS CORPORATION - LAWN MOWER DIVISION 


Chicopee Falls, Mass., U.S.A. 








h le 
erving 


and 
on 


divilled in it with the 
tray bolted The shop 
aved the sale, satisfied the house- 
wife and, if past experience is 
indication, will bring a few 
around to the 


any 
more customers 
tore 


. 


Selling Quality Gifts 


(Continued from page 58) 
able line the 
promotion during the first week of 
September! at which 


publicized “Doll 


recelve preatest 


each year 


time a widely 


Opening” is staged in the store 
Former doll customers, as well a 
customers who have used the 
lay-away previously 
by 


opening 


plan 
postal card to at 
to 


tore s 
invited 
the 


are 
tend 
their children 
doll model 
Throughout the year 
patricks obtain the 
of each child who visits 
These are jotted 
reference cards for use during the 
doll opening in September, Today 
there are more than 400 name 
file the and these 


and bring 


in to oe 

Kil 
ad 
the 


on 


the 
name and 
dre 


tore down 


on 


will 


in tore 











— 
FREES ALL FROZEN NOmTS | 


from coast 


LIQUID WRENCH 


“Nothing else like it! 
A super penetrating 
solvent thet actually 
loosens rust and cor 
rosion amazingly fast! 
Frees rusted bolts, cor 
rosion scale, paint etc 
For cleaning fishing 
ne ¢ d 





auip 
motors tractors etc 
Used by mechanics 
farmers and sportsmen 


SEALMASTER 
FAUCET WASHERS 


Fast sellers in colorful 
disploy box Packed in 
handy, home assortments 
of stendard sizes. Made 
of finest rubber for tong 


service 


Here are 4 members of the world-famous 
= ; SOLDER SEAL family of quality rubber and 
chemical products . . . Salesmakers, known 


to coast. 


The wolerless hand 
cleaner thot actually re 
moves dirt grease 
a 
en grime Quickly and 
ately Packed in hand 
14-0unce for the 
e 


Paint 


cans 


SOLDER SEAL products are nationally advertised, 
Moke the SOLDER SEAL line your profit line! 


Meonvioctured by 
RADIATOR SPECIALTY COMPANY 
CHARLOTTE, NORTH CAROLINA 


RADIATOR SPECIALTY CO OF CANADA (TO. TORONTO 


5 tg? 


‘om 





SOUTHERN 


if 
Vila 


l pro 


reference whe 


' 


dol 


ory rt 
erve a a 


tions to the 
motion are mailed out 

During the special doll showing 
Mrs. Kilpatrick concentrates on 
having a large inventory of quality 
dolls, many of which im 
ported, and also dolls in the lower 
o that the doll open 
will attract every type cus 
To date, the annual affal 
been of the department 
most successful events, and at no 
time in the past have more thar 
17 dolls been left on hand follow 
ing the close of the promotion 

The gift department also derives 
a substantial portion of its volume 
local attracting 
to-be 


approaching 


are 
price range 
ing 
tome! 


ha one 


weddings 
its 
china 


from 
bride 
quality 


exclusive 
lines of gift 
items. A permanent record is kept 
of each bride’s chosen pattern, and 
months and 


with 
and 


these are used in later 
replacing 

as well as for addi 
for the former bride 


figurines lead 


vears as a reference for 
broken 
tional! orders 
China 
ing item 
Directly 
displays 
left of the store and 
adjoining island fixtures, 
small table which has been set up 
for gift wrapping 
purchase made in the gift depart 
This 


are 


prece 


and are the 
for wedding gifts 
behind the gift 


occupy the entire 


goods 
which 
ide several 

is a 


especially any 


ot 


attractive gift 
Mrs. Kilpatrick pro 
ender of the gift 

lay plan 
many sales in 
especially the 
Long 


ervice is. free 


the 


ment 
charge a 
which 


the 


card 
vide 
The 
he lped promote 
gift 
pel 
Chri 
tome! visit store 
elected gift lay 
wrapped carefully 
until the cu 


has 
the 
ex 

the 


tore -aWway 

more 
before 
In 


line 
lve item 


promotions beg cu 
the 


in 


tma 
and place 


These 
and place d 


away 
are 
place tome! 
complete then and 
turn for the purchases. No set pay 
t up by Kil 
the custome 
terms and pa‘ 
but the tore 
the cu 
f asonable i 
eliminate doubt 

ing final. Lay 

Christmas holi 

the hundred 


¢ {for 


Ina sale 


payment re 


ment cnedule l f 
patrick, who permit 
to choose hi own 
nvenient 

ruest that 


at re 


whet cr 


tome! 


any 


i accoul 


ty , ? 
iIrequel 
al tow! 


j 


ciuaeda 


people al ‘ I . Ir 
la qualit 


each several 
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HUNTING CLOTHING 











BUILDS STORE TRAFFIC... 
MAKES MORE MONEY 
















It’s no secret that RED HEAD hunting clothing is used by almost 
all of the best dealers in the country to draw traffic into their 
stores. What some dealers do not realize is that the RED HEAD 

7 — line is such a terrific profit-maker. Once those customers come 
Grenwant into the store, the RED HEAD duck drives home sale after sale. 
, RED HEAD The quality and construction plus the famed RED HEAD 
, reputation for making field tested favorites builds up the pres- 
tige of the retailer. Your best way to cash in on this obvious 
popularity is to display RED HEAD products prominently in 
your windows and in the store. Keep fully stocked in all sizes 
... remember foo that at least one of the RED HEAD "193 
ways to make a profit” can mean that extra sale that will con- 
tinually boost your profits to new highs! 















These three headliners are real drawing cards... 
they are hunting garments that you can depend on 
to fully satisfy every need and desire of the most 
experienced hunters everywhere. Every feature of 
these garments is constructed to make hunting a 
physical pleasure in the roughest terrain. ""Bone-dry" 
comfort in itself sells for you... add the best all- 
around designing and you can build up your own 
store's reputation by making RED HEAD your "top" 
line this fall. 





' 


“Bone-dry" Zovaves 





RED HEAD BRAND COMPANY 


4300 West Belmont Avenue, Chicago 41, Illinois 
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Sell the Power Mower Line 
hacked by This Franchise 


b 


“OMPANY 
JOHN DOE HARDWARE co 


EN P 


wiscONsin 


Y 
cCTURING COMPAN 


Add this FRANCHISE to these estab- 


lished Jacobsen advantages: 


Now more than ever it pays to sell 


Jacobsen Power Mowers. For the coming 
30-year pioneer and recognized leader in 
the industry. 


Complete line of reel and rotary mowers 


season Jacobsen takes another step for- 


ward in assuring its dealers a solid and 


for better quality . . . wider variety . . . better backing 


profitable business relationship. 

It will pay you to be a Jacobsen fran- 
chised dealer with the opportunity of sell- 
ing in a profitable trading area. Jacobsen 
is the only power mower manufacturer 
with a complete line and franchised retail 


distribution. 


stock and sell Jacobsen Power Mowers 
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under one brand name. 

Exclusive models for extra sales to parks, 
cemeteries and large estates. 

A line that is consiste ntly backed by na- 
tional advertising. 


Complete support at point-of-sale. Factory 
conducted sales and service schools, and 
personal sales demonstrations by factory 
re prese nlalives. 


Wiite for compiete details. 


acolsen 


MANUFACTURING COMPANY 


Racine, Wisconsin 


89 





DECOPATED BYUILO 


is a Salesman in your 
store that pays you to 
let him work for you! 


HE BRINGS IN CUSTOMERS ... 
THEY BUY WALLRITE 
AND OTHER ITEMS 


Were Mow.... 
Let Your Watlrite Salesman Work Tore For You 
Tie-in With Wallrite Advertising 


FARM MAGAZINES Progressive F Farr iR h 


RADIO—-WSM- WAT a 4 WEAA 
. . USE WALLFITE NEWSPAPER MAT 
Display Wallrite 


COLORFUL WALLRITE WINDOW DISPLAY 
LARGE EASEL-TYPE SAMPLE BOO 


MAIL THIS TODAY ‘ 


Please send me full information how | can tie in with 
WALLRITE Advertising Program 


lam a Wallrite Dealer 


lam not a Wallrite Dealer 
Store Name 


City 


FLEMING & SONS, Inc. 


DALLAS, TEXAS 





Any Way You Spell it, D-P’s Tip-Top 
Quality Means Better Results—— Greater 
Satisfaction —Bigger Sales! 


(ccm 


For ease of application, long life and over-all maintenance 
economy, D-P Caulking Compound knows no peer! Abso 
lutely will not bleed, stain or discolor masonry. Remains in 
a semi-plastic state to assure tight, permanent sealing! No 
just tip-top trouble-free service! 


hardening — no cracking 


These outstanding features spell highest quality —and 
that spells more sales and profits for you with D-P Caulking 
Compound! Available in 1 10 gal. cartridges and standard 
cans, 2 pt. and up. Order D-P Caulking Compound from 


your jobber now . today! 


Stock and display famous 


GLAZING 
COMBDUND 


D-P Glazing Compound too 
Perfect for many home main 
tenance uses, it moves profit 
ably! Order now —cash in on 


Fall and Winter repair jobs! 


For 86 years—the quality leader 


The DICKS-PONTIUS COMPANY 


DAYTON, OHIO 


Alexandria, Va. * Decatur, Ga. * Dallas, Texas 
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Mr. Orlan C. Moore, majority stockholder of the 


Akron Lumber Company. Akron 


selling pressure-creosoted posts for almost 40 years 


lowa, has been 














... lead to sales of other items 
for Akron Lumber Company, AKRON, IOWA 


Orlan C. Moore, majority stock- 
holder of Akron Lumber Company, 
Akron, Iowa, has been selling pres- 
sure-creosoted fence posts for almost 
40 years and knows what a sales 
leader they are. 

Stacks of creosoted fence posts in 
the yard of the Akron Lumber Com- 
pany call them to farmers’ attention 
“IT stack them out where everybody 
can see them,”’ Mr. Moore says. 
“When a farmer stops to look at 
posts, he often drives away with a 
truckload of other things besides. 

“It’s good business keeping a sup- 


ply of pressure-creosoted posts on 
hand,” he points out. “‘When a man 
buys fence posts, he usually buys 
fencing, too. And nails and staples 
Besides, I can almost count on more 
orders from a man who has bought a 
hundred posts or so from me.”’ 

Mr. Moore's sales of fence posts 
range from large to small, but he an 
nually handles an average of 6,000 
to 7,000 posts 

“Sometimes,” he says, “‘a farmer 
drops in for a few posts. He'll usu 
ally end up buying a dozen or so 
But often big land-owners want their 


entire farms refenced. Then I sell 
fence posts by the truckload.”’ 

Mr. Moore's customers are his 
neighbors as well and he knows what 
the endurance power of pressure 
creosoted posts can mean to a 
farmer 

‘Take for instance the farms down 
by the river just west of here,’’ he 
says. “In damp sandy soil like that, 
a regular untreated wooden post 
wouldn't last more than four or five 
years. But you can stick pressure 
creosoted posts into the ground and 
forget them.” 


MAIL THIS CARD TODAY — NO STAMP NEEDED! 


United States Steel Corporation 


Room 2817-K, 525 William Penn Place 


Pittsburgh 30, Pennsylvania 


I’m interested in handling pressure-creosoted fence posts. Please 
send me more information and put me in touch with pressure- 
treaters who produce this product. And include a copy of your new 
guide, “Fences That Pay.” 


Name 
Address 
City 


State 





Wile- Away Farms 
“ mes, North ( ‘erelina 


Oe rence 
a ed pe tee vine 


ADVERTISING This month, advertising in leading state 
and regional farm papers again is telling 
your farmer customers all about long-last- 
ing pressure-creosoted wood posts 

These advertisements stress the savings 
in labor, savings in replacements and sav- 
ings in fence that result from using pressure- 
creosoted fence posts. They go a long way 
toward convincing farmers that pressure- 
creosoted posts are the best wood posts 


FENCE CONSTRUCTION 
GUIDE 


The makers of U’S’S Creosote have pre- 
pared a guide to the best approved methods 
of fence construction. It deals with prob- one een an 
lems farmers encounter in building fence, $98 Wale Pome Mane tee nnew 
and it shows how pressure-creosoted posts 
save time and money. 
When you mail the card below, we'll send 
you a sample of this guide, ‘‘Fences That 
Pay.”’ Look it over. If you'd like copies 
later for your farmer customers, your pres- 
sure-treater who uses U’S’S Creosote can 


supply you 


If you wish to advertise pressure-creosoted 
fence posts in your local newspapers, your 


ADVERTISING pressure-treater can obtain mats like this 
for you. There’s ample space for your firm 


name and address. 


You've heard about them | 
You've read about them! 


We cell them / 
PRESSURE-CREOSOTED fence posts 


United States Steel is a major producer of Creosote used by many producers of 
pressure-creosoted fence posts. When your supplier tells you he uses US'S 
Creosote, you can be sure a quality preservative has been used 


CREO OOS EEE EEE EEE EEE HEHEHE EEE EEE HEHEHE ETE HHH EHR EEE OHO EE EE 





FIRST CLASS 
Permit No. 3117 





(SEC. 34.9 P.L BR) 
Pittsburgh, Pa. 














BUSINESS REPLY CARD 


No Postage Stomp Necessary If Mailed in the United States 








— POSTAGE WILL BE PAID BY — 


UNITED STATES STEEL 


Room 2817-K, 525 William Penn Place 


Pittsburgh 30, Pennsylvania 


@You've heard about pressure 
crecseted posta from Your newh 
bors you ve read about them 
in leading farm Magatines Pres 
Sure <reosnted posta mean fewer 
posts to buy over the vears 
lees labor in atting and react 
ting fonger life from the 
fencing itaecif 

hy are Pressure creosoted 
pests your best buy Heca ume 
they are th: engineered pro 


ducta of modern wood treaung 


Planta Just the right amount 
# Crecente Oil is forced dee, 
inte the wood i @ive it the 
tongest posible life There * ne 
gue@ework involved 

Over the years you'll find 
Pressure -creceuted poste coat you 
far lew than any “ther wood 
poet you can um (ome im and 
fet prices and other information 
today 


Your headquarters for PRESSURE -CREOSOTED posts 


DEALER SIGNATURE 
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additions to the gift 
and items which 
special occasions. In 
for example, 


items 
goods line 
be used for 
the early part of May 
a unique window display con 
tained suggested Mother's Day 
gifts—items to please practically 
almost mother—with small 
neatly printed signs reminding the 
window-shopper to “Remember: 
Mother.” Thi uggestive theme 1 
carried out for almost all special 
holiday occasion with 
play designed to attract a 
gift-minded customer 


e 


new 


can 


any 


each di 
pet ial 


Profits from Signs 


(Continued : 


ron page A) 


room or apartment 
a potential buyer of 
waxes, polishes, paints and variou 
other fix-up items, The 
joys a profitable sander and waxe1 
rental business 

“Incidentally, general] 
play idea that has proven effec- 
tive for us,”’ revealed Lovett, “has 
been the painting of the back and 
bottom of all shelving a flat black 
We were surprised how much bet- 
ter merchandise will stand out a- 
this background. Also, the 
shelving is much easier to 
keep clean. But very dark-colored 
merchandise, we display against a 
blue background.’ 

The 37-year old located 
in downtown Fair- 
Manager Lovett 


placing in 


is readying a 
for rental |! 


tore en- 


one dis- 


gainst 


black 


tore 1 
ona key corne! 
field, a fact that 
takes advantage of by 
the promoting 
rious 
fered by the firn 


+ 


windows signs Va- 


ervices and merchandise of- 


Promoting Profits 
from Paint 


(Continued 60) 


pauqe 


tomer. He urge 
good brushe 
that go 


the cu 


to buy 


LIVE lo 
the custome: 
and the small 
a good paint job 

It’s surprising to check through 
the items needed for 
And I'm not forgetting 
ometimes make a longer } 
these than on the paint itself. I 
don't sell my customers items they 
dont need. But the majority of 
then actuall) do 
from my pecia 


extra into 


a perfect job 
that I 
rofit o1 


cve ral 
item 
cessories counter.’ 
Adjacent to 
counter | in 


cleanin item 


polishe 
upholstery 


ers 


new 


ave 
often,” 


busines 


bulk of hi 
from 
dom buy 
at a time 
custome! 
Those 
jobs fi 
breakfast ult o1 


woodwork want to try 


amateul 


be ure 


not enough 


furniture polishe 
leather 


and numerous other items 


Wax 
coat 


The 


cleaners. 


customer is urged not to wash her 


oil-painted walls and wood 


work with ordinary soap or house 
hold 
years 
paint if you take care of it. Use a 
good 


here an casy 


twe 


You'll get 


from you! 


cleaners 

more service 
And 
will 


often 


wax that 


paint cleaner 
to-use 
woodwork 


vou! 


washing 
he is told 


Cultivates Amateur 


McLane ha et the 
of the amateur has 
well that the 


volume on paints come 


out to win 
and 
ucceeded so now 
customer who sel 
more than a few 
But these 
keep 


got an 


the cash 
gallons 
paint 
back 
first 
paint to a 


the 


amateul!r 
coming 
who excellent 
om applying 
bathroom 
a larger job 
make the 
back 1} to 
to do 
paint 


W ill 


“The only way to 
come 
knows how 
good 


t of paint 


painter 
that he 
work. Selling 
The be 


ood 


not look well or last well if the 
urface 
attention 
from moisture 
McLane offers only o1 
line of paint a nationally 
brand. “I feel that one good line 


best for the dealer 


not prepare d 


give! tk | 


rotecting 
complete 
know! 
who want 
volume from 
aid The ( 
match color 
Standard zed 

the 


amateul! 
istomer can alway 
when he needs more 
quality run 
and the 
with confidence 

magazine 


how painted in 


paint 
throug! 
customer buys 
He keep 
about the store to 
for amateur 
They 


omeone else ha 


entire line 


everal 


teriol! painter are 
like to copy 


Yel 


most popu lar color curt 


color-consciou 


what done 
low is the 
rently for interior painting amor 
McLane 

His paint display window 
play “Fifty litth 


well as paint 


custome! 

alwa 
painter 
helper a The 
attract passers-by and 


up hi 


Window 
both 


men and women 


earn how to do a prof ronal 
looking paint job 
McLane 


volume 


teadily climbing paint 

that 
promotion of his one 
aving off 


prove continuou 


paint line 


prope rly or 


’ 


painters,” he 


pause to 








. SAles 


o* 


<\ 
-. IN SATISEAS 


STEEL makes the difference! 


@ DEALER SALES: National advertising is pre- 
selling, BY TELLING, your customers and prospects 
about the superiority of Swedish Charcoal Steel for 
cutting tools. Sandvik Hand Saws, featuring their dis 
tinctive “Fish & Hook” trade mark, are accepted as 
TOP quality. Tie in with this national campaign 


show Sandvik Saws to your customers.. 
from fast 


in your window... benefit 
more sales. 


display them 
turnover and 


. CUSTOMER SATISFACTION: We're telling 
your customers why Swedish Steel holds a razor sharp 
cutting edge three times longer than other steel. Why 
Sandvik Hand Saws rip through tough wood faster, 
easier; why the special grip and extra high crown per- 
mit deeper, longer strokes. How they cost less in the 
long run because they give so many more years of fine 
service! When you explain their advantages, you've 


made a sale! 


Swedish Steel Hand Saws TODAY! 


NATIONALLY 
ADVERTISED 
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47 WARREN ST. 


Write for information on Sandvik 


Jjandvik Jaw & Joo/ 


Division of Sandvik Steel, inc 


NEW YORK 7, W. Y. 








Birch Finished Gas Log 


Two new models of gas logs have 
been introduced. A regular molded 
fireclay log finished as a replica of 
genuine birch is now available in two 
sizes Model LB-20-20” wide and 
22,000 BTU, and Model LB-26-26" 
wide and 30,000 BTU. 


Heretofore, Royal has had the oak 
log which is available in the 20 and 
24 inch length. The manufacturer 
claims this new style is ideal to 
finish off the fireplace of any home 
and is available for use with natural, 
manufactured or LP gases 


Chattanooga Implement & Mfg. Co. 
Chattanooga 6, Tennessee 


® 


Swedish Chisels 


Shark brand Swedish 
forged in the Swedish cutlery city 
of Eskilstuna and distributed in the 
U. S. by Sandvik Saw & Tool, can 
now be had in assortments packed 
with an attractive, easeled display 

Two each of the 44”, 12", %4", 1 


chisels, 





- 8 
Wo ar 
van t 


tee.srema Sweets 





144”, 142” chisels are packed in the 


assortment, according to the Sandvik 


Co., together with a_ lithographed 
in-color display which 
turdy, designed for use anywhere 
in the store or show window, accord 
ing to the importing firm 

These Shark Brand Chisel 
vith Sandvik Swedish Hand aw 


ire presented to coincide with the 


Do-It-Yourself” trend and national 
promotion scheduled for October 
Sandvik Saw and Tool 

47 Warren Street 
New York 7, N. Y. 


. 


“Plylon”™ Inflated Balls 


A new rubber known as “Plylon 
is being used in the manufacture of 
a complete line of rubber inflated 


balls 


According to the manufacturer 
the Draper-Maynard Co., it is com 
pounded of such materials and chem 
icals to give it the toughest tear-and 
scuff resistant 
proof, and has a leather-like feel 

The “Plylon” line consists of 
balls, basketballs, volley and 


cover, 1s moisture 


balls, and three different size 


Draper-Maynard now 
a complete line of in 


ground balls 
offers dealer 
flated balls in either high grade rub 
ber or leather 


Draper-Maynard Co. 
4861 Spring Grove Ave. 
Cincinnati 32, Ohio 


SOUTHERN 


compact, 


Kitchen Stools 


Kitchen step stools are now avail 
able in the popular wrought-iron 
finish. The tubular steel stools are 








upholstered in Nubbe Finish Duran 
in decorator turquolst 
chartreuse, coral, grey, and yellow 


colors of 


Gilton Mfg. Corp. 
Brooklyn, New York 


. 


Open Sight Carbine 


Announced recently is the new 
Mossberg 22 cal. bolt-action carbine 
with open sights, Model No. 142K 

According to the company, this i 
the same Mossberg 7-shot carbine 
that has 
peep sight and military front sight 
Model 142 With open ight the 
model is designated as 142K 


proved popular with rear 


A feature characterizing all Mo 
berg carbines and included on. the 
new model is the hinged fore-end 
When in the “dow position, the 
fore-end forms a handy 5” grip or 


round support 


O. F. Mossberg and Sons, Inc. 
New Haven 5, Conn. 
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-LAUDED BY EXPERTS- 


The Toy Guidance Council has 
recently given special recogni- 
tion to the Wonder Horse as a 
healthful exerciser for children. 























A NEW MARVEL OF MODERN PLASTICS 


COMPLE PRODUCTS CO. 
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Rich, natural coloring of the 
Palomino is faithfully repro- 
; duced in this most beautiful 
~ of all hobby horses. Produc- 

] tion of the big Palomino to 
meet Wonder Products’ high 
standards of beauty 
and toughness was 
a triumph for the 
plastics industry. 
It's the subject of a 
recent article in 
“Modern Plastics.” 


wuss SALES! 


Develops Grace, Strengthens Bodies 


Here is America’s favorite horse for the 


CHRIS 





inexperienced as young as one year, or 
for accomplished riders of 
three, four, five and six. 
One ride on the Wonder 
Horse with its magic 
spring action makes every 
youngster want one for his 
corral. Order now and see! 


REPRESENTATIVES 
Ark le Okla Tex 
Cc. LEE WALKER 
5923 Leviste Drive 
Delles, Texos 
Ala. - Miss Tenn 
MARVIN L. McALEXANDFR 
121 Perkweoy Drive 
Trussville, laboma 
Flo Ga c 
STANTON DENNIS 
1069 Briarcliff Rd, NE 
Atlante, Ge 
Vo ny. Cc 
w. P. ACREE 
Box 447 
Petersburg, Va 
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Masonry Drill 


A nev 


r let 


concrete and mason 
ailable in triple 
piral-center cutting point in 17 
3/16” to Ye” and triplk piral 
With full lot ize %” to 

olutionary triple piral 
dust exit while the 
eliminate 


rotar' 
drill i av 


from 
core Lype 

- Phe re 
provide thires 
full lot 4 en 
drilled 
his assure no 
heating of the 
treated and de 


ineered to 
dust and 
binding, 
Jet 
igned tung 


concrete powde}lr 
talling or 
heat 


ten carbide 


Spec lally 


cutter 
Fully 
fly through 


igned to 
Jet 


guaranteed and cde 


concrete,” the can 


be 
re 
be 


electri or 
drill 


used with any 
itary drill motor 


harpened by 


and th 
any user 


Jet Drill Co. 
Dana Point, California 











On Jet Pump Jobs ... 


YOU CAN EXPEDITE with Evertie 


— The Gray Pipe with Extra Life 
Made of Virgin Plastic Only 


A farmer can easily install Bettis Everlite himself. 
and long lengths mean fewer fittings, simpler handling. 
weighs only '/ as much as steel pipe . . . Now isn't this an opportunity 
for you to help your customers get the piping they need but have 


put off because installation cost too much in time and labor? 


When you sell Bettis Everlite you can rest.assured you have given 
top quality. No reprocessed material is used in Everlite. It is made 


of virgin polyethylene only for greater toughness and longer life. 


Write for literature and prices today. 


Brrtis CORPORATION 


P. O. Drawer 9365—Houston 11, 





Its flexibility 
And it 





Texas—320 South 66th St. 


Tel. YUkon 5401 
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New Wallrite Designs 

60th a ar 
Inc vill be an 
promotion 


Highlighting the 
of Fleming & Sons 
advertising 
campaign featuring 10 
in Wallrite, the 
paper manufactured by the 


Color ia 


extensive and 
design 
building 
company 
introducing the 10 ney 
will 

publication 
programs, includ 


will broad 


new 


decorated 


ty custome! appear in 
everal leadin farm 
In addition, radio 
Grand O| 


Wallrite me ige 


design 


ing the Opery 
cast the 


‘ 


from coast 


to coas 
Folder: 


aesigns in 


10 of the 
together 
applic ation, 


new 
with 


howing all 
full color 
regarding 
igns for use In 
room for 
infor 
dealer: 
tomers or hand 
Also available as 
colorful 
cara 
These 


information 
sted ade variou 

how to 
other 
available for 


roo measure a 
Wallrite and 
mation will be 
to send to 


their 


consumer 
their cu 
tores 
will be 
ails play 
plays 


out in 
posters, 
for use 
will be 


dealer aids 
ana 


placard 
in window dl 


full 


meas 


tores by 


books, 


upplemented inside 
ize, easel type an ple 
uring 32 by 42 inche 
At the ame time the 
l introducing as a new 
the Wallrite island display rack, a 


t hold 10 rolls of 


company 
\A ale aid 
which 
roller which 
display takes up 


metal tana 
Wallrite on 
easily The 


} 
Tiool! space 


unwind 
little 
only 

aeep 


requiring al irea 
wide and 14 
In the accompanying 
B. Fleming, left, who originated the 
idea of decorated paper 
and Charli Pik rsol, company ales 
representative, demonstrate the 
with which Wallrite unwind 
; new display stand 
Roll of paper 
sert highlighting the theme, “There's 
i Bright, Beautiful Wallrite Design 
for Every Room in Your Home.” The 
insert will urge purchasers of a roll 
additional roll for other 


36 inches inches 


picture, Joe 


building 


will contain an in 


to buy 
rooms 


Fleming & Sons, Inc. 
Dallas, Texas 
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[t Pays to Sell the Best... 
WINCHESTER 


TRADE-MARK 


SECC SHELLS 


For Long Range, 
OPEV iemer tute 
And All 
Shooting... 


Shooters depend on the extra power 

and punch built into Winchester ammuni- Place your order 
tion. The SEALED GAS CHAMBER : 

has helped Winchester shells set a with your 

new high in long range performance .. . KING HARDWARE 

Take advantage of this popularity SALESMAN 4X0) 07.0 @ 
and stock your shelves with 
the shells that sell. 


Distributed by 


KING HARDWARE COMPANY 


190 Marietta St. 
Atlanta, Ga. 
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Yes... . you can build sales 
volume and customer good: will 
by featuring Auto-Lite Carbide 
Sportsman's Lamps this Fall 

the first choice in the South since 
1914. Start building your lamp 
business today by ordering these 
four popular Auto-Lite models 
from your wholesaler now! 


115 MODEL 
Furnished 
with 4” ribbed 
reflector. Burn 
ing capacity 4 
hours. Rust 
proof con 
struction 
Rubber Bum 
pergrip pro 
tects bottom 
Strong wire 
brace 


107 MODEL 
7 plated re 
flector. 4 hour 
capacity. Pat 
ented Ball 
Dropper in- 
sures steady, 
even flame at 
all times. An 
all-purpose 


117 COM 
BINATION 
Consists of 115 
Model Auto-Lite 
Lamp with a 
sturdy brown 
cloth adjustable 
hat with metal 
attachment. A 
real special this 

year 


875 MODEL 

Will burn 6 
hours on one 
full charge of 
carbide and wa 
ter Furnished 
with 7 plated 
reflector and 
convenient fold- 
ing handles 
Ideal for camp- 
ing 





Contact your jobber today or write 
us tor an illustrated catalog and 
the name of your nearest whole 
saler 














UNIVERSAL 
LAMP CO. 


Springfield, ttlinois 





Filler Can 


An all-purpose fast filler can with 
jouble-action hand lift pump has 
heen placed on the market. The 
double-action lift pump is capable ot 
pumping three gallons a minute, ac 
cording to the manufacturers 

Phe new duo-pump can allows ou 
board motors to be filled while sit 
ting in the boat, and it is recom 
mended as well for power mowe! 
portable aw motors, for cmergency 


filling for automobiles, for trailer o1 
summer cottage gasoline stove or 
heaters, etc 

Available in three and five gallon 
capacities, the can also features wide 
mouth filler openings and triple lock 
seam construction 


Eagle Mfg. Co. 
Wellsburg, West Virginia 


” 


“Tool-at-a-time" Plan 


A “Tool-at-a-time” plan, aimed at 
making the new multi-purpose power 
tool, the Deltashop, more accessible 
to low- and medium-income families 
and better geared to gift buying, ha 
been developed by the Delta Power 
Tool Division of Rockwell Mfg. Co 

The plan, which will receive ex 
tensive promotion in coming months, 
“do-it-yourself” en 
but 


is directed to 
thusiasts who need powel! tool 
are unable to make an outlay of ove! 
$250 to obtain a complete Deltashop 
The plan for a “tool-at-a-time” al 
lows the customer to obtain the four 
basic Deltashop tools over an ex 
tended period. Four separate pack 
ages, the first consisting of a circular 
saw, the second a jointer, third, a 
drill press and last a sander, have 
been designed to carry out the idea 
The first package also will include 
the basic Deltashop stand 


Rockwell Mfg. Co. 
400 N. Lexington Ave. 





Pittsburgh, Pa. 


Here's the line of Insect Wire Screen- 
ing that’s bwi/t to last... and sells fast! 
Keystone Wire Screening meets de- 
mands for every need today in new 
and replacement work. Made by 
modern manufacturing methods, 
Keystone quality is carefully control- 
led to assure outstanding strength, 
durability and eye-appeal in every 
roll! Aluminum, Bronze and Galvan- 
ized Insect Wire Screening available 
in all standard widths and meets 
U.S. Department of Commerce Com- 
mercial Standard 138-49. 


ZA aa FREE calalog loday 
KEYSTONE WIRE CLOTH CO. 


Fostoria, Ohio 


Hanover, Pa. 
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ure hit with every homeowner... 


—— oo 
eel 


Stanley RUSTIC IRON 
Cabinet Hardware 


~ lh 


Selesmoker No. DB-533. Size 21% « 14° 


Here — in the new, complete Stanley line — is Rustic Iron 
Cabinet Hardware with that hand-wrought “‘look”’ that 
authentic early American styling so much sought after today 

It has hammered edges, a rough textured finish bonderized for 
lasting beauty. It accents the charm of every home, every room. 
Make the most of the rapidly growing trend to traditional 
cabinet hardware. Ask your wholesaler for a supply of consumer 
folders showing the full Stanley line. And ask him about the 
attractive salesmaking display illustrated one of many 
featuring the varied lines of Stanley Cabinet Hardware 

The Stanley Works, Cabinet Hardware Division, New Britain, Conn. 


STANLEY | Gaum 


TOOLS 
ELECTRIC TOOLS 
HARDWARE STEEL STRAPPING 


STegy 
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CHENEY 


Nail Holding 
Hammers 


Here's the finest ham- 
mer “‘deal"’ available 
today — don't delay, 
send in your order now and start 
sellingthe only hammers withtheex- 
clusive Cheney Nail Holding Device. 


Ne. 938 hammers 16 ot 
Ne. 937 hammers 20 o: 
Ne. 944 hammers 18 oz. 
Ne. 938 hammer, 16 o2., for use with 
display—aet holf price. 
Seles Moker demonstrator and sign— 
free. 
Hammers supplied in either bell or octe- 
gon face. 
EXTRA — The New Cheney Noi! Chart 
with each order 


tsrae. tede 


weney CHENEY "Con?" 


Serrae Faris. w F.. vu. S.A 








Stove Bolt Assortment 


Stove Bolt 
and round 
each in 8 


“Select-a-Pak’ 
includes flat 
plated bolts) 
with nuts are packaged 
lide-boxes called “Paks” 
clear covers to 
provide visual display of merchan 
also for customer 
From five to 12 bolts, de 
contained in 
retail price is 


A new 
assortment 
head (zin 
sizes. Bolts, 
in handy, 
which have acetate 


dise and con 
venience 
pending on size, are 
each Pak. Suggested 


20¢ 


The company points out that the 
“Select-a-Pak” bolt dispenser is an 
automatic customer-server in that as 
one Pak is removed, another slide 
in its place. The metal unit measure 
124% x 12 inches and 
a colorful counter display 


also erve i 


National Lock Co. 
Rockford, Illinois 


° 


*‘Perma-Pak' Snelled Hooks 


Designed to keep snell tangling to 
Weber Falcon-Grip 
now in a special 
crush 
snell 
from 


uu minimum, 
Snelled Hook 
packaging. The 
aluminum tray 
and keep: 


are 
rust-prootl, 

hold 

hooks 


proof 
straight, 


lide 
shape of 


snagging. Heavy acetate sleeve 
freely over tray Slim 
Perma Pak is designed for pocket or 


tackle box 
The Weber Lifelike Fly Co. 


108 Ellis Street 
Stevens Point, Wis. 


SOUTHERN 





— say professional men. 


Painters and glaziers know you 
just can't beat Goodell Putty 
Knives and Scrapers. Tops in 
Quality and backed by 75 years 
know-how. 

Stock and sell Goodell! Show 
Goodell Putty Knives and Scrap- 
ers to Mr. Householder. He'll see 
the difference! He likes good 
tools, too! 


Order from your jobber now! 
c 
& J GoopeLt COMPANY 


ANTRIM. NEW HAMPSHIRE 
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=a 


PRESENTS THE 


ALL-STAR 


PROFIT LINE! 













- Duro product is a star 
in the field of economy, operation 
and customer acceptance. Their low 


cost, dependability and trouble- 


free performance assure you of greater 


profits. When you sell the Duro ALL-STAR 
j 
line you are selling quality products 
that are always abreast of the industry 
and leading in new developments 


Dealers everywhere for over 40 years 










have made more profits with the 


Duro ALL-STAR line! 
j the COMPLETE story 
With the Duro line you have everything 
pe i 
write today for complete details 


N on the Dura ALL-STAR line 
a 
/“*“ “THE DURO CO. 


shallow and dec P 


your customer requires 
well pumps tops in capacity and 
pressure Plus the new Duro Submergible s, 


latest addition to the Duro ALL-STAR 


a 
¥ line 


sat Shallow Well System. Water Softeners 
Water Filters 


The incomparable Durotlo 


.— 
Sump Pumps 
' 








DAYTON 1, OHIO 
/ | building quality for over 30 years 


hie 
|= 
es %« 





iA 
— 


Hs 
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every lubrication need. Household 
Oilers for home use, Harvester Oil- 
ers for the farm, Handy Pump Oil- 
ers for home hobby shops and farm 
machine repair shops, Copperite and 
Welded Steel Bench Oilers for the 
mechanic— 


ls There's an Eagle Oiler to meet 


Eagle Oilers are in constant demand 
—that means steady sales and profit- 
able turnover. Eagle Oilers’ high 
quality and dependable reputation 
give them ready acceptance. Keep 
Eagle Oilers displayed for your 
customers at all times... it means 
Attractive display 
Order from your 


paying business 
cartons available. 


Jobber. 














MANUFACTURING COMPANY 
Wellsburg, 


o 


W. Virginia 
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TIPS ON 


The first step to 
bigger profits is to 
stock what your 
customers want 
Be ready to sell 
your trapper-cus 
tomers famous 
VICTOR traps, “the 
traps that trap 
persknow.” Here . 
a trap they always 
ask for the 
victor IVG Stop 


Loss 


Look for advertising support, VICTOR’ s 
constant and effective advertising in 
national farm and outdoor magazines 
pre-sells a large potential market for 
you. Take advantage of it! Here's 
another best - selling ViceTOR trap te 
show your customers— this No.2 Vietor 
Double Spring 


I ae ac olorful and at- 
tractive display for 
selling support at the 
point-of-sale. It helps 
the undecided cus- 
tomer make up his 
mind — increases prof- 
its from impulse sales 
This eye-catching 
victor Log Display 
is yours when you 
order five dozen 
VICTOR animal traps 


@ For bigger sales and better 
profits—sell vicror animal traps! 
Order a complete stock of Victor 
traps from your wholesaler 


ANIMAL TRAP COMPANY OF AMERICA 
Lititz, Pa. * Pascagoula, Miss. 





Electric Churn 


Dixie Maid offers a new Model J 
Deluxe Jr. electric churn, which, ac- 
cording to the manufacturer, fea 
tures a thumb screw adjustment, 
three-blade propeller type dasher, a 
six foot GE cord and switch assem 
bly mounted on motor. It has an 
enamel finish fan-cooled motor 
combination rubber and aluminum 


mounting plate for glass jars, stone 
crocks or milk cans. Weight: six Ibs 

Dealer price 1s $14.76 and sug 
gested retail price is $22.45 


Southern Electric Products 
P. O. Box 406 
Anderson, South Carolina 


. 


Sealed Wheel Bearings 


The development of a new type of 
positive-sealed bearing for indus 
trial casters and wheels is an 
nounced 

Described as a labyrinth-type seal, 
the new Bassick development is free 
running, with a minimum of friction 
or drag. According to the company, 
an important feature is its ability to 
be re-greased by standard grease gun 
technique through regular Alemite 
pressure fittings. In addition, the seal 
is said to be easily and inexpensively 
replaced, if necessary, without taking 
it apart 

The new bearing is now available 
on a number of Bassick wheels, at 
an addition of 50 cents each to the 
list price. 

Further information is available 
from the company 


Bassick Co. 
Bridgeport 2, Conn. 








One Source 


for nails, tacks and 
allied items means 
LESS PAPER WORK 
PROMPTER SHIPMENTS 
EASIER TO INVENTORY 
Buy ATLAS 


and have 24,000 items 
TeMdalel+)1-Mia-lii 


+ | T 


~ 


y 


| —™ I 
() | 


Shown here are but a few of the thou 
sands of fasteners made by ATLAS to 





meet your customers’ needs. One order 
to one wholesaler will keep your bins full 
of fast selling items such as tacks, nails, 
rivets, stoples, glazier points and allied 
products. Ask your wholesaler to show 
you how ATLAS “One Source” buying 
can bring you multiple profits 


scx ATES 


TACK CORPORATION 


FAIRHAVEN, MASS. + HENDERSON, KY. 


argest variety of tacks 


Moke i the 


Ue 


SOUTHERN HARDWARE for SEPTEMBER, 1953 








LEADERS 


x ATLAS wicks are pre- 
\ ferred by more deoal- 
ers in America than 

any other brand. They 

are the choice of cus- 

tomers everywhere be- 
N\ cause of their superior 
\. quality and depend- 
able service. 


\ 

*GLASWIK The leader in 
reputation and distribution. 
The original spun glass wick 
and the only wick that is free 
of wire. Outlasts several ordi 


N nary wicks. 


\. FLAMEMASTER = America’s 
\. leading asbestos wick. Woven 
N of wire reinforced high grade 
asbestos yarn. 


SPECIAL FLORENCE SETS 
N Also for Aeroflame in both 
\. Glaswik and Flamemaster. 


N BESWIK A woven asbestos wick 
N\ that gives long dependable 
service. Economical in price but 
N equa! in quality to other wicks 
Attractive display cartons make 
a favorable impression on cus 
tomers 


TOP NOTCH Perfectly woven 
of highest quality cotton fitted 
into a metal carrier. Fits Perfec 
tion, Miller, Nesco and other 
cook stoves and room heaters 
A good “repeater 


FASTHEAT “Accordion fold’ 
construction makes FASTHEAT a 
universal wick . fits any stand 
ard range burner. It is a fast 
seller and strong repeater. 


WRITE FOR COMPLETE 
DESCRIPTIVE LITERATURE 


C4444 444444474///7 





EXCLUSIVELY 


ASBESTOS 
COMPANY fe 


NORTH WALES 9, PA. 
31 YEARS OF PROGRESS IN ASBESTOS TEXTILES 


SSS SSSA AN ASN SN ASS AAAS SAAS 
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NOW! mae your 


_OWN V-BELTS! 


1D) 


7\ EMERGENCY 
<< V-BELT KIT 


Complete with tool 
and instruction folder 
at a Low Price 
for fast sales! 


At last you can keep production moving by mak- 
ing V-belts “on-the-job” with the new Zipon emer- 
gency kit. Cuts out large, unwieldy stocks. Prevents 
costly shutdowns and “‘take-down” of mac hinery. You 
can replace all FHP and most multiple V-belts with 
only 4 Zipon kit units and do it in seconds with 
out special skill. Think of the sales opportunity this 
Zipon performance offers you! 


4 KIT UNITS REPLACE ALL FHP AND 
MOST MULTIPLE V-BELTS 


e SMALL INVESTMENT 


NO DISMANTLING a 
@ NO DELAYS — DOWN 


EEDS NO SPECIAL SKILL 
" py TO KEEP 








Deiuinied i 


—— 
r 























GAS CIRCULATORS (vented and 
unvented) —with and without ra- 
diants. In all popular sizes and de- 
signs - - - Exactly what your custom- 
ers want - - - at the price they want 


to pay. 








7 


GAS LOGS — mest beautiful on 
the market—a real sales winner. 
Oak in 20" and 24". Birch in 20" and 





CLAY BACKWALL HEATERS— 
Sizes and styles to suit every prefer- 
ence and purse. 

FIREPLACE FURNISHINGS—Complete line 


in all price ranges. Write for catalog. 


CHATTANOOGA IMPLEMENT & 
MANUFACTURING COMPANY 
CHATTANOOGA 6, TENNESSEE 





Space 1119-A, Merchandise Mart, Chicago | 
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irwin Christmas Set 


Irwin’s regular DM set of 13 auger 
bits has been placed in a solid wal 
nut chest and attractively gift 
packaged for the Christmas trade 
The bit set, along with a prac 
tical household screw driver 
set, mi up Irwin's “Big 2” Christ 


auger 
45-X 
ik¢ 


ma motion 


et is packaged in a color 
box with wood-grain 
top and iv bottom, and the bril 
liant red with the wordings 
“Merry Christmas” is removable for 
pre- or season sales. The 45-X 
crew set feature 5 tenite 
handk in 3”, 4” and 6” 
three being regular blade driver 
one thin blade and one Phillips type 
driver. It is packaged in open cello 
ph ine window display box The 
dealer for the DM set is $10.33, 
and for 45-X, $1.66 


DM 


wo-tone 


rhe 
ful t 
ory 


sleeve 


po t 
ariver 


driver Ize 


price 
the 


Irwin Auger Bit Co. 
Wilmington, Ohio 


+ 


Heavy Duty Saw 


portable electric 
signed for rugged construction 
is on the market. According 
manufacturer, it 1S a precision pro 
built to cut heavy 
building timbers and outsize lumber 
The 10” blade has the following cut 
ting capaciti straight 3.62” 


de 
work 
to the 


A new saw 


duction tool 


cut 


duck-hunters 
prefer 


Victor 


DECOYS 


the only 
complete line 


Victor 
Veri-Lite 


Duck hunters have preferred the Victor 
Veri-Lite for tough 
molded fiber painted in natural, life 
like New head can bk 
fixed permanently in 
Pre balanced 
proof Availabk 

Duck, Pintail, Red Head, Blue Bill 
Canvasback Also Teal Widgeon 
Whistler without movable heads 


vears. It is light 


colors movabl 
iny desired posi 
theroughly water 


Mallard Black 


tion 
in 


Victor 
Majestic 
Standard 


sized decoy is finished in 
colors Adjustable, 
all-position head. Self-righting, rides 
smoothly even in rough water. Made of 
shot damage can be easily and 
repaired. Four places for 
anchor attachment. Available in Mal- 
lard, Black Duck, Pintail, Canvasback, 
Blue Bill, Red Head 


New! This lift 
natural non-glare 


Tenite 
permanently 


Sell the complete 
Victor Line 


Victor Majestic Oversize. Pure 
Tenite plastic. 

Victor Wood. The ‘old reliable” 
of duck decoys 

Victor Canada Goose. Molded 
fiber, field-type decoys 
Victor Crow. Full-size 
‘round seller. 

Victer Great Horned Owl. 
Decoys crows. Realistic design 


Year 


Order the complete Victor ling frem 
your wholesaler. Write for new gatalog. 





SOUTHERN 


| ANIMAL TRAP COMPANY GF AMERICA 
Litt, Pa. - Pascagoula, diss. 
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theres PROFIT ca 








by GRIFFIN 


For all year round sales, be sure your 
shelves are well stocked with this 
assortment of hardware items by Griffin. 
These are but a few of the items in the 

big Griffin line . . . all designed for fast 
turnover and additional profit. Check your 
stock today —then order from Griffin . .. 
manufacturer of quality products since 1899. 


Order from your jobber today. 


REPRESENTATIVES 





t. G. FULLER, ® 


1018 Meadow Heights Or 


GEORGE A. GREGG WALTER S$. JOHNSON & SONS 
17134-6 Wyoming Avenve 917 St. Charles Avenve 
Detroit 21, Michigan Atlanta, Georgia Jockson 6, Mississippi 
AUSTIN & EODY INC £.H. FARRAR HARVEY D. RUSH & SONS 
115 Brood Street 2nd Unit Sonta Fe Bidg 4638 Nichols Porkway 
Boston, Massachusetts Dollos 2, Texas Kenses City, Miss 
WILBUR H. DAVIS CHARLES t. LEWIS H.C. GLOVER 
1639 W. Forgo Avenue 1355 Morket Street 2611 Gerrison Bivd 
Chicago 26, Illinois San Francisco 3, Calif Baltimore 16, Maryland 
®. F. BEVERS WwW. Cc. MEIBAUM £6 CO ROY L. ROGERS 
4524East 60th Street 6954 Oleotha Avenue 1620 Garfield Street 
Seattle, Washington St. Lowis 9, Missour! Oenver 6, Colorado 


THE B. S. ALOER COMPANY 
45 Worren Street 
New York 7, NY 


Rt f Every DOOR NEEDS THREE 





Man ufacturing Compan Y 
ERI'IE + PENNSYLVANIA 
SOUTHERN HARDWARE for SEPTEMBER, 1953 


—GRIFFIN- 





the biggest SELF-SELLING 
EXTRAS 


ever offered 


White- Tape 
jality extras than in " 
ny price! Yet Evans “White 
Tape till start at a se ! 
$3.49 list price 


} 


EVANS Pocket “WHITE-TAPES 
6, 8. 10 and NOW Exclusively 


INS EXTRA 
I 


wate & C0. 


410-416 TRUMBULL ST. ELIZABETH, WJ 





with 


acrnigiiaaee, — 


“the Popu la " PAINT THINNER! 


IT’S PROVEN 
IT’S ECONOMICAL 
IT’S a Quolity THINNER 





ANDRO} INE is preferred by both 
painters and home-owners for use wher- 
ever a high grade paint, enamel, or varnish 





thinner 1s needed 
ORDER That is because TANDROTINE is such 
TANDROTINE Today! an excellent thinner ind cle ine! ot brushes, 


as well as a remover of grease. It also dis- 
Get ready for ' 
solves wax and doc $a hundred other nouse- 


EXTRA Soles, hold tasks. TANDROTINE has a high flash 
MORE Profits. point, a pleasing odor, long leveling, and 


even flow. It is slow drying. 





TURPENTINE & ROSIN FACTORS, INC Get your supply now! 








NEW, EXCLUSIVE 


Rel ¢ BLOK, 


LOCKS BLADE AND 
HANDLE INTO ONE 
INTEGRAL UNIT 


Now 


TWIST 


and 


IMPACT 


PROOF! “= 
PLUS MANY OTHER HOLD-E-ZEE 
GREAT FEATURES AND 


UNSURPASSED QUALITY The Original 
. 


cosr no More THAN | Automatic Grip 


smart | SCREWDRIVERS 


Order Thru Your Jobber 

















UPSON BROS., INC., ROCHESTER 14, N.Y. 


SOUTHERN 


maximum, 2.38" minimum bevel 
cuts from zero to 45 degrees with 
2.88” maximum depth of cut at 45 
degrees. Blade speed is 3,500 rpm 
free 
Dimensions: weight, 20 lbs.; over 
length, 18”; width, 6.5”; height, 
’ The saw runs on standard 
15 volt 230 volt model available.) 
Generator ize required is 1,500 
watts 
The saw comes with a combina 
tion blade, a wrench, lubricant and 
instructions. Other accessories avail 
ible are cross cut, rip, planer, and 
flooring blades, dado head assembly, 
saw tooth set gauge, saw set. one Ib 
hammer, cant saw file, and metal 
Carrying case 


Mall Tool Co. 
7725 S. Chicago Ave. 
Chicago 19, Ill. 


¢ 


Tubular Locks 


A new major line of key-in-the 
knob type, push button tubular locks 
are now being distributed by Yale 


and Towne. Marketed as the Fairfield 
Design 5200 tubular series, the lock 
perform all normal residential fun 
tion Shown above are, left to right 
the front and rear door pin tumbler 
key-in-the-knol et; the bedroon 
and bathroom lockset ind the patio 
and basement lockset. The latter twe 
are equipped with a panic proof 
automat release vhict prevent 
lockouts if the door i accidentally 
swung shut with the push button in 
locked position 

Locksets ire ivailable in olid 
brass or aluminun Finishes are in 
polished bra anodized aluminum 
and chrome on solid brass. Special 
trim is available, including an ex 
tra large decorative rose and two 
decorative handles, one colonial and 
the other contemporary 


The Yale and Towne Mfg. Co. 
Stamford, Conn. 
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LAZY IKE sells for us 


[2 MONTHS INV THE YEAR!” 


WRITES W. M. (Bill) HUIE, tackle buyer for Beck & Gregg Hordwere Ce., 
Atlante, Ga , always among the top wholesalers in America's Sovthiend 


Ikes are red hot! Anglers everywhere have discovered how Lazy Ikes 
take fish when other lures fail to produce. Leading tackle buyers from 
coast to coast report sure-fire sales from sure-fire Lazy lkes 
A short line, Ike lures are easy to handle, easy to turn. Dynamic 
consumer advertising works for the dealer. And, ALL THAT MEANS 
SALES FOR YOU! Write for catalog and complete profit facts at once. 





No. OO—FLY IKE . 1-1 16", 1/32 oz.— 
A real fly rod size. Accurately bolenced 
a ~ orn minnow quiver. “ust a0 ne SIZES FOR FLY ROD « SPINNING « CASTING « TROLLING 
xed! 

No. T8—TOP IKE... 3%", % ox.—Pops, a complete line...a short line...a real money maker for you! 
gurgies, chugs—retrieves with authentic 
surface action. It's new and it's dynamite! 

LIST $1.25 


No. T9—SPINNING TOP IKE 2%" long, 
Ve ox. Same as T8 in spinning size 
LIST $1.25 y, 
No. O—TINY IKE... 1%", 1 15 ot. A ee ; 4, FLY IKE 


killer in tiny size LIST $1.10 , a 
Nos. 1, 2, 3—LAZY KES For spinning, TOP IKE 


casting, trolling—(1) 2 Ve oz.—(2) 22", P j 
Ve ot.—(3) 3”, Ye on LIST $1.25 Fin ae J 
No. 4 HUSKY IKE... 3%", Y% oz. For \ 
husky fish LIST $1.35 ; " ¥ vA IKE 9S 


No. 5—SALTY IKE . . . 4Ya"' long, 1 oz. 
Perfect for salt water spinning, muskies, if od 
big northerns LIST $1.75 . 4 tS “4 


Fair Traded for Your Profits! 
KAUTZKY LAZY SKE CO., FORT DODGE, iowa 


More profit on 


HOUSEWARES 


with these 
high-quality 
fast-selling 


BRUSHES 


~ 
hollow @ /) sua 


wad it 


LAZY IKE 














Ted Henson says Put this good-looking dis- 
play of quality household 


You Can Always Rely on brushes in a good traffic 


spot and watch your brush 


cS A P E 4 Oo D Li N 7 N sales climb. Profits, too 


—not just 3314°7, but 
e e 4 97 or 
For Big Game Fishing a full 3714%—for you. 
colorful merchandise 


Made in Ireland with finest Irish Flex. Famous for esseciiagly dusleved 


extremely high polish and great strength. Used by 
big game salt water fishermen and quides every 
where. For catalog write Ted Henson & Associates 
Chattanooga, Tenn., or direct to 


CAPE CoD LINE COMPANY famous name. . . famous brand 


KELLOGG BRUSH MFG. CO. 
Westfield, Mass. 


| 


East Hampton, Connecticut 
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POPULAR 
EMAND.. 


\ 


STANLEY 


Rustic Iron 
Hardware 


Here is that hand-wrought ‘‘look”— 
the rough textured finish, the ham 
mered edges, the authentic design 
that every one is looking for. In this 
new, complete line, Stanley offers 
hardware that will accent the charm 
of any style home that can be 
used for cabinets and full size in 
terior doors in rumpus rooms, living 
rooms, dining rooms, dens, kitchens 

Here is yé 
the fast-growing demand for rustic 
won hardware. Write now for a sup 
ply of colorful consumer folders 
showing the full Stanley line. Also 
ask about the attractive salesmaking 
display shown above (Salesmaker 
No. DB-533, size 12” x 14") and the 
No. 533A introductory stock package 


The Stanley Works, 
New Britain, Connecticut 


STANLEY 


Reg. U.S. Pat. Off. 


HARDWARE © TOOLS © ELECTRIC TOOLS 
STEEL STRAPPING © STEEL 


uur chance to cash in on 
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Mouse Trap Packaging 


A self 
int uni 
being offered. The n 
nd black 


through i 


Set Foor Cateh More wr 
SAQUSE TRAPS 
ee 

al 


DEPENDABLE WOMICAL SAFE Cliae 


The reverse 
carrie complete | 
lustrations for efficient b 
etting of the trap The 
point out that the new paci 
hould reduce shrinkage form pil 
ige of loose traps. The package 
hipped in carto containil 
ro traps (36 pach ) 


Animal Trap Co. of America 
Lititz, Pa. 


* 


Roller Painting Kit 


A complete 
painting kit for home decorator use 
is announced. Called the Fabric “X 
Painting Kit, materials in the four 


all-purpose roller 


include ; 1eti tray u 
even-inch paint roller with mohair 
1 novel corner trimmer roller 
ular sash brush for 
voodwork. The carton con\ 
into a display for the counter! 
Suggested retail price for t) 


piece kit is $5.49 


The Wooster Brush Co. 
Wooster, Ohio 





(Advertisement) 


HOW TO SELL 
COMPETITIVELY 


lay your custome! want u 
a rock botton 

t their scythe 

a product 

one that 

Nort! 


nam- 
mered high steel factory 
ground sharp with natural abrasive 
tones. This means a longer lasting 
cutting edge Also has exclusive 
Monitor Heel” feature and perfect 
hang and balance 
Available in plain set, half set, 
full set and single double bead, 
n assortments of: Gra 26”-30" to 
34”-38”: Bush 14”-18” to 20”-22” 
Weed 20”-24” to 28”-30” 
Don't miss scythe sales. Sell the 
Swift Cutter” which gives your 
customers better results at a lower 
price. Order through your whole- 
aler today 
Write for free catalog on com- 
» line of over 65 tools 
FREE SHIRT 
shirt to M 
e. Ten 
Ale fr 


‘ nd name 


NORTH WAYNE TOOL CO. 
Ockland 2 Maine 








SALES LEADERS 
that attract 
Shop pers 


Make your store “local head 
quarters for gift buying”! 
Every woman in your locality 
is constantly on the prowl for 
practical gifts for birthdays, 
showers, anniversaries, wed- 
dings, holidays, club favors. 
Could you imagine any gifts 
more ideal than _ beautiful 
Parrish bowls, wood novelties, 
etc.? Send for the new Par- 
rish Catalog today and select 
sales leaders for display. 


J. SHEPHERD PARRISH CO. 
201 N. Wells St. Chicago 6, Ill. 
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& The GLUE with the 
i Vict be acd oy 


‘Tees . 


ce 
‘ will build mighty sales for you 


Customers are pre-soild on Rogers Glue bec ause \ 


constant national adverusing in numerous high S 7 
corculation magazines tells your customers about 

the superior qualities of Rogers Glue — its clear, 
Pure, smooth consistency; its tremendous “gorilla 
arip For only the finest materials are utilized 


im making Rogers Glue only the best man 


ufacturing processes are used 

And you don't share pre-sold buyers of Rogers “4 = 
Glue with chain stores, group buyers or mail 

order houses. Rogers’ policy of selling exclu 

sively to the hardware trade means more / 

protects your 


sales for you 


SALES RECORD 





Rogers Glue business against 








cul-price Competition 

















































































































il 








Glukey says: “Keep plenty of Rogers Glue 
on hand to satisfy customer demand 
reap steady profs Order some today 





ROGERS 


ISINGLASS & GLUE CO. 
GLOUCESTER, MASS. 


Shearing Strength per Square inch 





GOL 
HOT BLAST 


“Leaders in room 
Heaters since 1894” 


Exclusive COLE *Tilt-A-Way”" Cabinet 


for easy cleaning. 


A complete line of both single and 


dual burner models. 


Glass lined (porcelain) 


heating units. 


Sold and serviced 
nationally thru 
leading Dis- 


tributors. 


Write for catalog 


COLE HOT BLAST MANUFACTURING CO. 


3817-35 South Racine Avenve + Chicago 9, limos 
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ID) aly) Gives you 


Plus Sales this 
Christmas 


If you haven't received a copy, ask yourD&M 
wholesale distributor for this colorful illustrated 
folder. It's packed with D & M sports equip- 
ment for you to feature at Christmastime. 


SS 
IS 





THE DRAPER-MAYNARD CO,, Cincinnati 32, Ohio 
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Another 
*"'Y ANKEE” 
Money-maker 


Hf) TA 


This popular priced tool 
is ideal for all home 
owners, handymen and 
craftsmen ... and a 
steady money-maker 
for you. It knows no 


seasons is just as 








popular in summer as 
There are 
always lots of jobs for 


in winter. 


it in every home. It 
makes quick work of 
boring small holes in 
wood, fibre or plastics. 
The tough plastic mag- 
azine handle contains 
four drill points, from 


5 ww 117 


ad to 64 








ORDER 
“YANKEE-HANDYMAN" 
» MERCHANDISER NO. 46M 


Compact unit ! 
holds four No. 

46 “YANKEE 

HANDYMAN 

DRILLS — attracts 
impulse sales 

Display unit is 
furnished free 

with four drills. 


NORTH BROS. 
MFG. CO. 


215 W. Lehigh Ave. 
Philadelphia 33, 
Pennsylvania 


Division of STANLEY TOOLS [STA N LEY ] 


Beg US. Por, OF, 
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Plastic Pipe Fitting 


A new reducer insert tee fitting in 
which the side outlet is one standard 
pipe size smaller than the run is now 
available in run size up to two inches 
According to the manufacturer, the 
new reducer tee facilitates installa- 
tion of step-down laterals for water 
lines, prinkler tems, livestock 
and poultry watering as well as other 
applications where laterals are re 
quired 


The new fitting is easily joined in 
the same manner as standard insert 
couplings. Sections of pipe are cut to 
desired length and fitting inserted 
Stainless steel clamps are tightened 
over the pipe and fitting to draw the 
pipe down over the serrations of in 
sert to assure a leakproof joint. Con 
nection can be made in two minutes 
The fittings are lightweight, molded 
from a single piece of thermoplastic 
material, and are guaranteed against 
rot, rust and electrolytic corrosion 


Carlon Products Corp. 
10225 Meech Avenue 
Cleveland 5, Ohio 


° 


New Park Cycles 


Murray-Ohio has introduced a new 
line of park which allow 
children as young as three years to 
ride the “two wheelers” that includ 
training wheels which run on nylon 
bearings. There are 10”, 12”, 14”, and 
16” sizes in deluxe and standard 
models. The training wheel brackets 
are heavy gauge steel, feature a step 
plate, and are removable from the 


cycles, 


SOUTHERN 





Adjustable 


WEED 
CUTTER 


No. 71 


Now, with the “Little Giant Weed Cutter 
you can offer your customers a cutter that is 
easily adjusted to their preferred cutting angie 
hang and balance, and handle length 


Other features are: elastic stop nuts for easy 
blade removal: plain or serrated blade; length 
42 packed 3, 4, 5 and 6 to a carton. Free 
folders and mats. Order from your jobber 
Send for a sample and see for yourself why 
this is @ profit maker. This trial offer can't 
last, so write us NOW including $1.00 to help 
cover costs 


NORTH WAYNE TOOL CO. 
OAKLAND 2, MAINE 





frame 
An innovation in the 
is the removable twin tube 


Murray line 


cross 


+ bar which quickly converts the Park 


Cycle to either boy’s or girl’s model 
—a construction feature which per 
mits both the distributor and dealer 
i more flexible inventory 


Murray Ohio Mfg. Co. 
Cleveland 10, Ohio 


+ 


Yale Lock Brochure 


A new illustrated brochure de 
igned to help home-owners in thei: 
election of auxiliary locks for home 
security is being made available 
without charge by the Yale Lock and 
Hardware Division of Yale & Towne 
Mfg Co 

Entitled The Key to Selecting 
Auxiliary Locks,” the brochure ex 
plains differences in security, dura 
bility and convenience of operation 
offered by various types of auxiliary 
locks. It also illustrates the workings 
of the basic lock mechanisms used in 
these locks. 


Advertising Department 


Yale Lock and Hardware Division 
Stamford, Conn. 
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BOMMER 


A trademark 
since |876 





* 
| 


See us at the 


BOMMER SPRING HINGE CO, Inc. | “ssn” 


ANNOUNCES THE REMOVAL OF THEIR MAIN OFFICE ° 


BOMMER SPRING HINGE CO., Inc. 
TO THE NEW MODERN PLANT AT Sales Office: 


180 N. Wacker Drive 
Chicago 6, Ill., STate 2-6668 


Sales Office and Warehouse: 
j 263 Cc lasson A venue 


Brooklyn 5 N.Y MAin 2.7600 

















TEETEROU 

s ANDBOXES 
GYM SETS 
SLIDES _ 








Site Waster SUPER DELUXE FD $1-SRNT-2 


Sold exclusively through Jobbers © Write for Free Colorful Catalog 
CONSOLIDATED METAL PRODUCTS COMPANY « CINCINNATI 2, OHIO 
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GET FULL PROFIT 





POWER TOOLS 


As a Mall dealer, you deal directly 
with the factory representative. 
Factory-to-you distribution means 
FULL PROFIT for you—right down the 
line. You'll be amazed when you see 
the actual figures. 


GET TOP QUALITY 


ON 





POWER TOOLS 


Mall Tools are famous for superb 
quality—your assurance of customer 
satisfaction. You get a top name line 
PLUS lower selling prices (another 
result of factory-to-you selling). 


GET MORE VOLUME 





POWER TOOLS 


The Mall GUIDE-MASTER line includes 
dozens of tools for the home workshop 
plus scores of attachments. Every 
sale is an open door to profitable 
repeat business. 


40 Factor y-Owned Service Warehouses, Coast-to 
Coast, to Give You Fast, Dependable Service 





' Send me comple te detaila on how I can 
; become an authorized Mall Dealer 


C20 RRG cn ——— 
Address___.__ 


MALL TOOL COMPANY 


7702 S$. Chicago Ave. Chicago 19, Illinois 
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All-Steel Work Bench 


The new Popshop all-steel work 
bench, now in production, is designed 
especially for the home work shop. 
It is 48 inches long, 23% inches wide, 
and 32% inches high. The benches 
have a pre-assembled, welded, easy- 
sliding drawer with locking device, 


plus a full-length steel shelf and 
truss-type welded legs for stability. 
Finished in forest green and featur- 
ing “-inch tempered masonite, over- 
steel top that can be replaced quick- 
ly, the benches can be assembled 
end-to-end or back-to-back for mul- 
tiple use. All bolt holes are punched 
to make assembly of each bench easy 
and to attach to wall, floor, or tool 
board. 

Popshop benches are pre-packaged 
and require only minimum storage 
space. Complete information, prices 
and wholesaling arrangements are 
available from the manufacturer up 
on request 


Benchcraft, Inc. 
3669 Olive St. 
St. Louis 8, Mo. 


. 


Wide Spool Reels 


Two new wide-spool reels for salt 
water fishing—The Pflueger Sea 
King and the Pflueger Oceanic have 
been introduced. 

Both reels feature the Pflueger 
Mechanical Thumber and new light- 
weight aluminum spools finished in 
corrosive resistant chromium. They 
are the first Pflueger reels to be pro- 
duced in the wide-spool salt water 
type. 

The Mechanical Thumber is de 
signed to allow for long casts out in- 
to the surf without backlashes. This 
device automatically slows the spool 
as soon as the bait stops pulling out 
line. The spool is mechanically 
thumbed only when line is going 
out. 

Both reels are the same size (2%” 
pillars, and 2%4” plate) and have the 
same basic features—mechanical 
thumber, free spool, star wheel drag, 
and adjustable click. The Sea King 
(pictured) has the “Instant Take- 





CONSUMERS CRACK FILLER 


(COLO WATER PUTTY) 


For crocks, holes, and crevices in wood, 
plaster, tile, stucco, and cement 


A “best seller” becouse it 
@ Dries hord 
@ Won't crumble, chip, or fall evi 
@ Stoys where it's put—helds screws, 
nails, tocks 
@ Woter resistant 
@ Easy to work with—can be molded, 
sanded, sawed, painted, or stained 
@No wastte—mix with water enly os 
needed 
Packed in 1, 5 Ib. cartons; also 25, 50, and 
100 Ib. drums 
Try it yourself. Find out why easier, foster re 
pairs can meon easier, faster soles. Order from 
your wholesaler, or direct from us 


Another “Product of Merit’ by Consumers 


Lee ena nSEEENSRRNNe nieces 


CONSUMERS GLUE CO 











Apart” feature permitting the user to 
change spool in less than 20 seconds 


Pflueger Products 
Enterprize Mfg. Co. 
Akron, Ohio 


° 


Saw Blade Catalog 


G. W. Griffin Co. is offering a new 
eight-page two-color catalog on the 
Griffin line of hand and power hack 
saw blades and band saw blades. 
Catalog contains helpful data on the 
proper selection and use of hack and 
band saw blades. 


G. W. Griffin Co. 
Franklin, N. H. 
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THE LO fp sels: / 


KEY SLOT— 
onda PLATE 
OFFER YOUR Ray ee ey | 
TRADE THESE Mota 4s, : 


HANDY-HOOK 


HANGING 
FIXTURES 


Assures much faster, easier installation 


Aids doing a workmanlike job 


OVER 200 PROVEN 
HOOK FIXTURES, FOR 
EVERY POSSIBLE NEED. 


Holds lockset firmly 
Here is about the hottest item of the year N ‘| b | . b h 
— 200 different Handy Hook fixtures for available in bot 


work shops, clothes closets, kitchens, series “440” and series “410” 


garden tools, hat racks, shoe holders and 


on NATIONAL LOCK 422 


Patent Applied 
. or ask your jobber. sean ; ratiend 
Popular Key Slot Clamp Plate is one of the novel 


features of NATIONAL LOCKset which saves so 
much valuable time “on the job”. Ask your whole 
saler for an installation demonstration. It will 
prove to you that NATIONAL LOCKset provides 
a much faster, easier instal- 
lation. Sell Series “410” as 


your deluxe line for dis- /@aeZ 
criminating people, Sell 4 
Series “440” as your qual- ‘ -, “A 


ity-built, budget-priced 
lock for every home in 
the block. Ask about it. 


Provides pre-positioned screws 


Eliminates nuisance of lost parts 





Buy from 
your wholesaler 


Phone A \ distinctive 
Walnut 1-5381 X ae ... all from ] source 
6825 Miller Ave. 


Detroit 11, Mich. INJMATIONt LOCK COMPANY 
ROCKFORD, ILLINOIS 
MERCHANT SALES DIiVvViston 
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CONTAINS 
LATEX 


Contains Mutton Tallow 


Stop V-Belt Squecking, Slipping LIQUID BELT DRESSING 


Cutting 
oll 


Pure homogenized | Suiphuriaed ana Prime Lerd 
Neatsfoot Oil. Wa Homogenized 
terproofs, pre 

serves leather 7 

boots, shoes, sad 

dies, luggage — < 


\ , 
— aene a sti c 


HEATSLENE ( Animal Shampoo Waterproofing tor canvas 
Sases 0660 Animal Heir- awnings, tents, tarps, brick, 
- | dressing cement, stone, wood 
Neotsiene Harness Oli Dist’d by while, bdw. 
. by NEATSLENE Co. mill empply, drag ond 
Omeohe 8, Nebr., Roy W. ‘'Shep'’ Shepard saddlery bowse 





GOPTE nS on) POT LI evES 
tate 




















YOUR PERSONAL NEEDS... 


for infofmation about the hardware business are met every 
month in the year in the pages of SOUTHERN HARDWARE 

For more than 34 years SOUTHERN HARDWARE has been a quide 
and friend to hardware men ‘‘down South’. The magazine has been 
built on @ program of service to readers that covers 

Window Displey, Counter Disploy, Store Modernization, 

Customer Relations, Sales Promotion and Advertising, 

Inventory Control, Employee Reictions, Service Depart- 

ments, Credit Control, Accounting Procedures, Associa- 

tion Activities. 

Pius, local news about friendly people and their activities in the 
Southern hardware trade @ feature that no other magazine has 
developed so fully. Each of these subjects is given special attention 
in its relation to the special needs and problems of Southern hard 
ware men 

If you are not already a subscriber, send In your $!.00 today for 
@ yearly subscription or $2.00 for three years 


SOUTHERN HARDWARE 


806 Peachtree St., N.E. Atianta 5, Georgia 








MARSHALL 


w 


MARSHALLTOWN TROWEL COMPANY -« 


MARSHALLTOWN, IOWA 











SELL THE ST 
YOU'D BUY 


All chain, 45 inches 

long, strong welded link, 

cadmium plated . . . 8 fixed safety 

snaps, center swivel for rotary action. A fisher- 
man’s favorite everywhere! 


FRABILL MFG.C 


938 W. Walnut St. 
e Milwaukee 5, Wis. | 














Phillips or Slotted? 
Flat, round, or oval? 
in widest range of sizes? 
They're in stock at Southern! All made to Federal Specifications FF-Sitla 
Also in brass, bronze, aluminum and all popular plated finishes 
SHIPMENT FROM STOCK! 


For easier driving— 
Wood Screws in bulk lubricated free on request. 


For Information or free catalogue, write Box 68-S 


SOUTHERN SCREW COMPANY 


STATESVILLE * NORTH CAROLINA. 
MANUFACTURER OF WOOD SCREWS 
Factory Warehouses: North Bergen. N. J. + Chicago 10, Ill. © Los Angeles 23, Cast 

















ADINAL cxcosore ware 


wae tS ON SMOOTH AS SILK... WATER JUST CAN'T SOAR EAE 


1445 WN. 6th St. + St. Lovis 


RDER FROM 


ORGILL BROS. & CO 
MOORE-HANDLEY HOW. CO 
CLARK HOW. CO 


NT 


RILEY HOW “UO. 
O'NEILL-McNAMARA HOW.CO., 
STRATTON-BALDWIN CO. INC 
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the home-owners 
gun... designed to 
meet contractor 


specifications 
a Home owners 
“ore” everywhere are buying 
and using this low-priced, compact Caulking Gun! 
It's a bear for wear, and so easy to operate. 
No cleaning required when used with CALBAR 
“Hole-in-Top” Cartridges . . the compound 
never touches the inside of the gun 


Write today for full details. 


CALBAR PAINT & VARNISH CO. 
ers of Tex 


Manvtactur hnical Products 


2612-26 N. Martha Street * Philadelphia 25, Pa 








GALVANIZED WIRE STRAND Guy wire for 
television antennae, clotheslines, tie and binding wire, 
signal wire, emergency repairs, temporary enclosures— 
4 and 6 strand for electrical fences. 50’ connected 


coils and on spools 


GE WRIGHT wieeco’ 


WORGESTER * MASS. 


Southern Representotives 
D. C. HORNIBROOK 
E. L. HORNIBROOK 
Box 176, Avondale Estates, Ga. 


306 Corondelet Bidg. 
New Orleans 12, Le. 


LAWRENCE J. BALDWIN & SON 
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your Of 
25¢ adhesive line 


maximum mark-up 
triple-tested quality 
extra sales appeal 


» be 
lip hop 
HOUSEHOLD CEMENT 

Assures permanent bond to giass 
china, fabrics, plastic, wood 
leather mends a mittion 
things Crystal-clear, water 
proof, flexible 


No. 1201 DEMONSTRATOR 
DISPLAY. Holds 12 tubes, 6 each 
side. Actual sample materials 
sealed to display 


1 4. -% Bor 4 | 
<gTq «ew 


Tt e-5 Mel es 





DISPLAY CARTON 


12 tubes, each in 


Send for free samples, 


price lists today: , 
TIP-TOP PRODUCTS CO. 
Omahe 2, Nebraska 


Performance tested by 
U.S. Testing Labs, by 
Tip-Top Quality Control 
Lab, by millions of 
pleased users. Tip-Top 
25¢ adhesives sell fast 
because they are tops in 
eve-appeal and value - 
they bring fast repeat 
sales because they're 
tops in quality. In color 
ful tubes, on compact 
displays that tell and sell 
for you~ in fewest coun- 
ter inches! 


Tp hye 
LIQUID SOLDER 
The first in the field 

and still first in sales! & 

pairs leaks in plumbing, tadi 
ators, tanks. Makes speedy 
powerful bond to metals, wood 
glass, tile, almost everything 
Waterproof, gasoline-prooft 
quick-drying. No heat necessary 


= On 
an 
La La 
Co ee 
oe ee) 


No. 1200 DEMONSTRATOR 
DISPLAY. Holds 12 tubes, 6 each 
side, with actual sample mate 
rials sealed on top 





US 
HEXLOK 


POULTRY NETTING 


@ Made with the famous LOCK-TWIST 
weave, here's the most asked for hexa- 
gon mesh poultry netting. SUPER U. 5 
HEXLOK is stronger, more uniform and 
rigid. It lays flat when unrolled . 
stretches better . . . is neater looking 
° . assures customer satisfaction. Fur- 
nished in one-inch and two-inch mesh No. 20 wire, 
galvanized before and after weaving (highly resist- 
ant to corrosion) in all standard widths. Compact, 
even-end rolls each contain 150 linear feet. See and 
compare SUPER U. S. HEXLOK—Ask your jobber! 


oe 
er 


Manvtactured Exclusively by 


» INDIANA STEEL & WIRE CO., MUNCIE, IND. 





FISH FLOAT FOR CASTING OR STILL FISHING 
YOURS IN FIVE SIZES — From 20¢ to 40¢ 


Customers insist on BOB "EM 2-WAY fish floats . 
mode right... designed right . . . they work right! 








FRABILL MFG. CO. iin eci.t'S"ws" 
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FLEXIBLE 
METAL 


PATENTED, FLEXIBLE Monel 

Metal Poppet cannot leak. Sensitive 
in operation. For cold or hot 
water or steam. 200 Ibs. pressure. 
One-piece brass shell. Seven sizes. 
Ask for Bulletin 204. 


STRATAFLO PRODUCTS, INC. 


oe eee, oe, ? INDIANA 





order trom 
your jobber 
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TROJAN SAW BLADES 


ALL TYPES 
Jig, Coping, Jewelers’, Fret, Scroll, Hack, Machine 


World-famous Trojan 
Saw Blades. Over 130 
different types for 
every hand and power 
sawing operation. Un- 
equalled in quality. 
Teeth are individually 
filed and precision set. 
Blades are hardened 
and oil tempered for 
a long, sharp life. 


Manufacturers of World- 
Famous Porker Line Tools | 





























PARKER MFG. CO. 


Worcester, Mass. 


Insist on 
TROJAN by name 
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FARM EQUIPMENT 


806 Peachtree St., N.E. 
Section of SOUTHERN HARDWARE Atlanta 5, Ga. 


Gaull Tillage Tools are Custom Made 
to Fit uy Cultivating Need! 


“EMPIRE” built Sweeps, Shovels, Teeth, 
Steels, Furrows, Hoes, etc. are specifically 
designed to meet every cultivating need 


.. a pattern guaranteed to give top per- 
formance regardless ot the condition ot 
the land. 


It is the line that makes good business 


better — the first name in Tillage Tools. 





it Pays to Sell the Line with Ready Trads 


WEAT TREATED 
PLOW COMPANY 


TEMPERED ‘Specialists in Tillage Tools Since 1840" 
CLEVELAND 27, OHIO 1840 £1953 





NEW "SC" CASE TRACTOR 


19% MORE POWER 


Here is the tractor a host of farmers have been hoping for— 
farmers now using 2-plow tractors but feeling the need for 
more power to push their farm work faster, do it better. The 
new Model “SC” Case Tractor has a bigger engine, higher 
compression, 15 percent more power. In most soils it handles 
a 3-bottom plow with ease. And besides its greater power the 
new Model “SC” has what only Case dealers can offer, the 
envy of other dealers—Eagle Hitch, the “one-minute imple- 
ment hook-up sitting down.” 


It’s dramatic to demonstrate the new Model “SC” Tractor and 
Eagle Hitch Break-Away Contour Plow. With pivotal action this re- 
markable plow keeps all bottoms working full width on winding curves. 
It uncouples if it strikes an obstinate stone or other solid obstruction, 
recouples by backing tractor. With Eagle Hitch “hook-up sitting down” 
it takes only a minute or so to change to disk harrow, roller-packer, or 
utility carrier. Besides its 15 percent added power, the new Case “SC” 
Tractor has Dual Valve Hiydraulic Control for operating two hydraulic 
cylinders together or separately . . . new Comfort Seat with torsional 
rubber suspension . . . oil-cushioned, foot-operated clutch . . . self- 
energizing double-disk brakes . . . variable-ratio shock-free steering. Case 
dealers alone can offer all these advantages. J. I. Case Co., Racine, Wis. 
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Boosting 
Parts 
Turnover 


CPets DS 





By B. Miller 


Parts Manager Norman Thomp- 
son, left, and William 8B. Owninags, 
owner of the business, discuss 
quantity in which a part is to be 
reordered. Job is made easy by 
sales picture of part on stock 
control card. Company's inven- 
tory control system hes in- 
creased turnover in parts de- 
partment at least 15 percent 








with simple stock control system 


A* INVENTORY contro] system 
that reflects current sales and 
demand for individual parts has 
increased turnover in this depart- 
ment at least 15 percent for Wil- 
liam B. Owings, farm equipment 
dealer in Ellicott City, Maryland 

A dependable buying guide, the 
system affords control over a 
parts stock of $20,000, greatly re- 
ducing over-buying and shortages 
of parts in consistent demand. The 
system accurately pin-points slow- 
moving and fast-moving items, 
guiding the part manager in more 
efficient ordering of parts 

With bin location noted on each 
parts card, difficulties in locating 
parts have been eliminated. The 
system has made bin space more 
flexible since the system does not 


require that parts be stored in a 
numerical sequence. This is of par- 
ticular importance, in the opinion 
of Owings, for large or bulky 
parts, newly stocked, will not al 
ways fit the space required whers 
parts are stored in numerical 
order 

As a result of the control sys- 
tem, dead stock has been reduced 
retrieving valuable storage space 
for items with a faster rate of 
turnover. Moreover, by watching 
parts cards closely, parts in de- 
mand are now always in stock 
and lost sales are avoided. This 
has resulted in better and more 
dependable service for customer 

“Having parts on hand when the 
farmer needs them is the heart of 


good service, and part ire the 
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basis of a dealer's service in sell 
Owings said 
business is 


ing new machines,” 
“A farm equipment 
built on service, and an accurat 
parts control system is essential t« 
dependable service.” 

In the company’s system, part; 
cards are filed in numerical orde: 
in accordance with the first thre 
digits of the parts number. Aside 
from the number of the part, other 
information on the card include 
the name of the part, equipment 
for which it is intended, bin loca 
columns arranged by 
lines for the date 
orders are placed with the fac 
tory, date received, quantity, sale: 
and current balance. Yearly sale 
totals provide an index for com 
parative study of sales figures 


tion, and 
years, with 
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A red signal system indicates to 
the parts manager when an item is 
approaching a critical level and 
should be re-ordered on the next 
semi-monthly parts order. Red 
signal tabs are attached to cards 
when a sales posting reduces stock 
to a critical level. 

When an order for a part can- 
not be filled by the supplier, the 
number is encircled so that a sec- 
ond order is not placed. Back 
orders are accumulated and com- 
puted so that proper stock levels 
can be maintained after back or 
ders have been filled 

Parts Manager Norman Thomp- 
son estimates that it takes one 
hour daily during the period from 
May to November to post sales 
tickets. During the season there 
may be an average of about 75 
tickets a day with approximately 
elght items per ticket, and these 
are posted the morning following 
sales. He spends about one half 
hour twice a month preparing re- 
orders of parts, and estimates that 
about two hours are required for 
posting stock when new 
parts are received 


cards 


Annual Inventory 


An annual inventory is taken 
immediately after the busy season 
at which time physical inventory 
is checked with the card record 
This, plus re-ordering of depleted 
stock and posting of cards, takes 
about one week 

Parts Manager Thompson is re 
sponsible for storing parts when 
these arrive, and he _ performs 
other duties such as selling parts 
over the counter and filling parts 
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orders for the shop in addition to 
handling all clerical detail in- 
volved in the parts control system 
In busy seasons, Owings or the 
bookkeeper may give him about 
two hours of assistance daily in 
posting or re-ordering 

However, it must be 
out that the stock control system 
has proved so efficient that should 
Thompson be out, anyone could 
step in and continue the operation 
of the parts department without 
undue difficulty 


pointed 


Invaluable System 


“Accuracy and currency of a 
control system make it invaluable,” 
Owings added. “Bin location on 
our card is consulted first always 
There was a time when you would 
have to hunt for a part if the 
regular man was out. Or if you 
were out of a slow-moving item 
or one that had been discontinued 
a new employee would have diffi- 
might re-order in large 
Now all 
formation is on the card” 

At the time of the annual inven 
made of all parts 


culty o1 


quantity necessary In 


tory a listing is 
for which there have been no calls 
By arrangement with 
these 

disposed of by 


in two years 

the factory 

turned, to be 
factory in some area where there 
may be a demand for thern. To 
Owings this means reciaiming a 
substantial part of his investment, 
and the regaining of valuable stor 
age space. On such cards “NS” 1 
indicated—in other 
stock need be maintained on this 
item. In the event that a request 
for the part is received, the parts 


parts are re- 


tne 


words, no 


Here, the parts manager posts 

sales of the previous day to 

stock record cards. From May 

to November, job requires about 
one hour a day 


manager will not make the error 
of stocking up on this item 
Owings recalled that the many 
improvements made in machinery 
immediately following the war 
caught him heavily over-stocked 
on numerous parts. An inspection 
of the parts cards quickly revealed 


With bin location given on cards, 

time-consuming hunt for parts 

has been eliminated, and cus- 

tomers get faster service at 
parts counter 


those parts which could be re 
garded as dead-stock. The ma 
jority of these parts were returned 
to the factory or disposed of at 
pecial prices so that he suffered 
only a minimum los 

When special orders ure 
by customers, a posting is made 
and the are im 
mediately sent in to the supplier 
A particular part is watched for 
other call and if other requests 
for the part are made within 30 
days the item is 
tity 

All re-ordering is left to the 
parts manager. On occasion he 
confers with Owings, and _ to- 
gether, on the basis of the sales 
picture revealed by the inventory 
cards, they determine quantities to 


placed 


spec ial order 


ordered in quan 


be ordered 
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A report to you about men and machines that help maintain International Harvester leadership 


“We believe it’s an important part of our job 


to help make this community 


says W. H. Turner, 1H Dealer, Casey, Illinois 


Corn yields of up to 149.5 bushels an acre have been grown 
on the test plots of the Casey 100-Bushel Corn Club, a 
project started four years ago by Mr. Turner, left. Now 
it is sponsored by the agricultural committee, Casey 
Rotary Club. Here Walter A. Newlin, retired vo-ag 
teacher, Casey High School, and Mr, Turner examine a 
plot, planted in 60-inch rows. The Farmall Cub tractor 
and cultivator are supplied by Mr. Turner. 


. ~\, 
» | 
4 


- 
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"Best fair for miles around,” isthe verdictof Mr. Turner, left, 
member of the Martinsville Agricultural Fair board, and 
Oscar M. Jaco, superintendent of races, shown on fair 
grounds track with racing trophy. Turner donates Farmall 
Super M and leveler to maintain track during the fair. 


Mr. Turner's 100 « 64 
foot base of opera 
tions is a half-mile 
north of downtown 
Casey. There are 14 


employes 


“What's good for the farmer and his family is good for the 
town of Casey. It all works together to make this com 


munity a better place to live 


That's the philosophy of IH Dealer W. H. Turner 
Phat explains why he participates so wholeheartedly in 
constructive community activities. And as both a farmer 
and 1H dealer, he can see both the farmer's and business 


mans point of view 


As a leader in the community, Bill Turner takes an active 
part in Casey civic life. He is a former member of the 
school board, a board member of the Methodist Church, 
and former county chairman of the March of Dimes 
campaign. He is a former board member of the Chamber 
of Commerce, past president of the Rotary Club, and now 
heads the Rotary Agricultural Committee. He is a mem 
ber of the Mississippi Valley Farm Equipment Dealers’ 
Association. Like successful IH dealers everywhere, he 
believes in and carries out a sound program of “human 
relations” in his contacts with customers, the community, 


and the retail farm equipment business 


"1 farm 410 acres—and I know how important it is to have 
service for your tarm equipment close to home, when 
you need it,” says Winfield Miller, left. “Bill Turner has 
done a lot for us farmers around Casey by taking good 


care ot us on tarm equipment sales and service 


INTERNATIONAL HARVESTER 


international Harvester products pay for themselves in use —McCormick Farm Equipment ond Farmall Tractors 


Motor Trucks 


Crowler Troctors and Power Units 


Refrigerators and Freezers— General Office, Chicago |, Hlinois 


SOUTHERN FARM EQUIPMENT Section for SEPTEMBER, 1953 al 


Pal 





Right, combine, mounting a dryer, 

in action. Long, tentacle-like 

duct seen in foreground carries 

heat that greets incoming grain 

with an initial blast to remove 
surface moisture 


By Baron Creager 


Money maker and crop saver - - 


St) Ga ET Ste 
is 


€ ron 


ew 


This Dryer Rides a Combine 


BRevetusonane economies have 
been realized for farmers in 
the harvesting of small grains, and 
a vast new market has _ been 
opened for the farm equipment 
dealer, by a gas-fired dryer that 
mounts on a self-propelled or pull- 
type combine and reduces mois 
ture content as the crop. is 
threshed. 

The dryer is a 700-pound ap 
pliance invented and perfected by 
Charles F. Bishop, a combustion 
engineer of Dallas, Texas. Sug- 
gested to list in Texas at $1,575, it 
can be mounted on any combine 
by two men in one day, the only 
adaptations being special brackets 
required by each different make 
Using propane or butane as a 
fuel, it can be operated at a cost 
of 30 cents an hour, according to 
Bishop 


The dryer has been successfully 
used on wheat, oats, barley, rice, 
maize and soy beans. Named the 
Farm-Mor by its creator, it reduces 
the moisture content of small 
grains by no less than 2 percent 
However, the manufacturer does 
not guarantee any specific reduc- 
tion because operating conditions 
during a harvest cannot be fore 
seen and because bushels per acre 
figure prominently 

Highest reduction in 
content claimed by the inventor 
which he personally recorded in 
the field, is 4.3 percent. But one 
of his best and most enthusiastic 
customers, Leo Campbell, custom 
cutter of Dalhart, Texas, reports 
having done better 

Campbell claims his maximum 
reduction in the moisture content 
of wheat has gone to 5 percent and 


moisture 


C. F. Bishop, right, inventor of 

the unit and Glenn Wiley, service 

man, check a new dryer prior 
to shipment 


relates that he has gone into the 
field to harvest immediately fol 
lowing rain, when other operators 
dared not turn a wheel. 
Evidently this did not involve 
halting the combine while the 
dryer functioned under its own 
power, thus applying more de 
hydration to a given amount of 


A side view of the dryer. Prin- 

cipal difference in installations 

for various combines is in brack- 

ets shown supporting the base 
of the dryer 





‘se. ...-to Wrestle with Mondamin’’ 


| HAT’S an Indian name—Mondamin. Ojibway Indian. 


Mondamin was a spirit—the spirit who wrestled with Hiawatha 
on four successive days and over whose grave, after his defeat and 
burial by the young brave, there grew a wonderful tall, green, long- 
leaved plant. 

That, says the legend, was the origin of corn. And, thereafter, in 
the Autumn, when the long, green leaves turned yellow and the 
tribe spoke of harvesting the corn, they spoke of “wrestling with 
Mondamin.” 


The legend of Mondamin is one of the many stories—some fact, 
and some fancy—attending the glorious history of corn. 


And today, with the new No. 227 Corn Picker, John Deere writes 
another great chapter to that history. For this big-capacity, two- 
row mounted picker—the result of many years of intensive en- 
gineering, experimentation and field testing—supplies the muscle, 
the stamina, the speed, and championship performance demanded 
“when the long, green leaves turn yellow’’—when, season after 
season, the time rolls around “to wrestle with Mondamin.”’ 


In lengthy and extensive field tests, the new John 
Deere No. 227 has worked around in corn from the 
Rio Grande Valley of Texas through the Corn Belt 
and on up into the corn-producing northern states. 
It has won its spurs in dry, brittle corn . . . in tough, 

heavy crops and in light 
yields . . . in corn-borer- 
infested crops . . . in soft, 
wet, snow-covered fields 

and in badly down-and.- 
tangled crops. It's a young, 
tough, seasoned cam- 
paigner, ready, willing, and 
able to handle the harvests 


in the years ahead. 








“em JOHN DEERE + MOLINE, iLt. 


[ou ALITY FARM EQUIPMENT SINCE 4832 
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A close-up view of the flexible duct leading to the dryer. Bracket design 
shown here supporting dryer eliminates vibration 


grain in the combine. This is a 
procedure that may be advisable 
where moisture content is exces 
sive in the crop being harvested 

Furthermore, the farmer may 
guide his combine, with dryer at- 
tached, to the proximity of the 
corn crib where, by adding the 
necessary length of flexible, self- 
locking duct, he may blow heat 
through the stored corn and re- 
duce the moisture content therein 
Similar treatments of stored crops 
may be made without disturbing 
mounting of the dryer 

Inventor Bishop's files are 
abundantly flavored with testi- 
monial letters, some of them 
lengthy and enthusiastic, from 
those who have used or seen in 
operation, this dryer. 

It lengthens the harvesting day 
actually to infinity. With the dry- 
er, instead of waiting until mid 
morning to start the combine, the 
farmer may begin his harvest at 
daylight or earlier and harvesting 
may continue around the clock if 
desired. Unfavorable harvesting 
weather may be ignored. And as 
the literature of the Bishop Engi 
neering Company points. out 
“What a help to the custom op 
erator! Instead of trucking four or 
five combines, he can do as much 
work with two. What a saving on 
initial investment as well as up 
keep. It is truly the greatest im- 
provement in harvesting since the 
combine itself.” 

One’ enthusiastic user near 
Clarksdale, Miss., sent a_ picture 
showing the first flash of morning 
sunlight between the combine reel 
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blades at 5:30 a.m. He reported 
that on another occasion, in No 
vember, there was frost and some 
ice, yet he proceeded to harvest 
his crop of soy beans. And as an 
illustration of the value of mobile 
drying facilities to the wheat 
farmer, one may consider a local 
ity where the elevator require 
ments limit moisture content to 14 
percent in wheat. 

If a farmer hauls in his wheat 
and it contains 18 percent, his 
penalty—and consequent 
would amount to 20 cents a bushel. 
Under these and other comparable 
elevator standards, the dryer has 


loss— 


saved thousands of dollars for 
wheat farmers 

Nevertheless, despite tht testi- 
monials cited and at least 1,000 
inquiries from farm equipment 
dealers, less than 40 of the dryers 
had been manufactured and were 
in use in July of this year, largely 
because of a turn in the inventor’s 
health 

sishop perfected the first dryer 
in 1951 and in 1952 he produced 
and sold 30. It seemed this would 
be the year for his toe-hold in the 
industry, but before 1953 dawned 
he suffered a heart attack. Now he 
must minimize his activity, avoid- 
ing all the stress that goes with 
getting a new product over its 
many hurdles. And, with the 
3ishop Engineering Co. lacking the 
financial strength to create a com- 
plete manufacturing and market- 
ing organization, indications are 
that this boon to small grain 
farmers will be custom-made, one 
by one, until the interest of some 
manufacturing giant is sufficient- 
ly aroused 

Even under the restraint of 
physicians orders, Bishop becomes 
enthusiastic as he shuffles through 
testimonials and inquiries. He likes 
to emphasize that his dryer does 
just what nature does 

“For harvesting, you should 
have a hot day and a dry wind,” 
he pointed out, “and those are 
exactly the conditions we have 
produced with this dryer. Only 
difference is that we do it artifi- 
cially and mount it on a combine 

(Continued on page 146) 


Here, combine is drawn up beside corn crib. Extension duct carries de- 
hydrating heat into crib where it removes a percentage of moisture in 
corn by passing upward through perforated crib floors 
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For a still broader service to agriculture 


For half a century, Ford cars and trucks have 
served the transportation and hauling needs 
of American farmers. For most of that pertod, 
Ford has been one ol the leading producers ol 
farm tractors, and a pioneer in the develop 
economical, more efficient 


ment ol more 


tractor power 
has designed, engineered 


and manufactured tractors 


Up to now 
more than two 


million of them all told 


As of August 1, 1953, the Ford Motor 
Company, through its new Tractor Division, 
both the 


Ford Tractor and the broad line of Dearborn 


assumes direct responsibility for 


linplements. 


Thus, 


ened to include the marketing of an extensive 


Ford’s service to agriculture is broad 


FORD 
FOR O MO T 


2500 EE MAPLE ROAD 


© 





TRACTOR 


RR 


and steadily growing line of modern power 
farming equipment 
Ford's 


partie rship of 


a logical outgrowth of 


This move is 


long-standing belief im 


industry and agriculture and of a point of 


view expressed several vears ago in a state 


ment by Hlenry Ford I 


“We have always believed that we had 
a responsibility and an obligation to do 
our part in making farming easier, 
more productive, less costly in time, toil 


and dollars.” 


We that thos 


of activity 


confidently expect eXpansion 


in the farm equipment imdustry 


will strengthen still further the long-standing 


relationship between Ford Motor Company, 


the dealers who sell its products, and the 
farmers of America 
DiviSton 
BIRMINGHAM. MICHIGAN 
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CONTINENTAL 
RED SEAL 


IR-COOLED 
‘O-W-E-R 











| These engines are the last word in depend- 
LIKE OTHER RED SEAL IN- | able, trouble-free power, because they're 
DUSTRIAL AIR-COOLED | L built UP to quality, not down to price. Designed 


ENGINES, THE A-D SERIES || 
IS AVAILABLE WITH EXCLU- | for such heavy-duty vertical shaft applications 
SIVE CONTEX EXTERNAL IG- | as lawnmowers, weed cutters, portable saws, 


NITION SYSTEM CONSISTING || 
OF BREAKER-POINT AND | and similar equipment where prime needs are 
CONDENSER ASSEMBLY | quick, sure starts, long life, and servicing ease. 


| MOUNTED OUTSIDE CRANK- | Oversize alloy steel crankshaft with Tocco- 


| CASE UNDER INSTANTLY- 
| REMOVABLE CAP. hardened journals; heavy-duty bearing at 


take-off. Top quality throughout. 








SEE CONTINENTAL AT BOOTHS 963-4, NATIONAL HARDWARE 
SHOW—GRAND CENTRAL PALACE—OCTOBER 5 THROUGH 9. 





Continental Motors (orporation 
AIR-COOLED INDUSTRIAL ENGINE DIVISION 


12800 KERCHEVAL AVENUE * DETROIT 14, MICHIGAN 
YES=ANY EQUIPMENT IS BETTER WITH CONTINENTAL RED SEAL POWER 
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Having received regular mailings 
of factory-prepared literature 
from company dealing with imple- 
ments, young farmer comes in to 
talk with Hurta about seed drill 
he's been reading about 


By C. Thomas 





IMPLEMENTS COME FIRST 


Ares OF implements are being 
used by Charles Hurta, general 
manager of the Gay Implement 
Co., Cuero, Texas, as leads to sales 
of new tractors. While this might 
seem to be a reverse selling pro- 
cedure, the plan has been op- 
erated successfully for more than 
two years. 

Prior to instituting this ap- 
proach to sales, Hurta recognized 
that many farmers would be in 
terested in using larger equipment 


> 


in this sales promotional plan 


on their farms as a further means 
of saving labor and generally low- 
ering production time. But per 
suading them to trade-in two-row 
tractors for four-row machines, fo! 
example, posed a sizable selling 
job. An easier means seemed to be 
to concentrate on building the in 


After leoking over seed drill, the prospect asks to see a disc plow. Hurta, 

familiar with the farmer's equipment, knows that his small tractor will not 

pull plow, but prospect, already sold on advantages of the plow, is thinking 
of purchasing a larger tractor to pull it 
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terest of farmers first in new im 
plements. Once sold on the value 
of larger farm tools, they would 
become more interested in the 
larger tractors needed to pull these 
larger implements 

Working on this assumption, 
Hurta began to concentrate the 
company’s promotional efforts on 
implements 

“At the start,” he said, “we prac- 
tically flooded farmers with fac- 
tory-prepared direct-mail adver- 
tising that had anything to do with 
implements. These mailings went 
out every month and were supple 
mented by other literature en- 
closed in monthly statements 

‘We made no effort to create a 
lemand for any one farm tool. We 
would promote first one imple- 
ment, then another, our general 
dea being to maintain the con- 
istency that advertising 
pay off.’ 

Hurta discovered that farmers 
lo read advertising directed to 
them and that factory-prepared 
lirect mail material usually con- 
tain ome information that im 
mediately interests the farm read- 
eT 

But as Hurta pointed out, fac- 
tory-prepared mailing pieces do 
not attempt to explain all the de 


make 
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Hurta encourages farmer to mount large-size tractor, lets him sell himself 
on its advantages. By concentrating firm's promotional efforts on imple- 
ments first, Hurta has made sales of large tractors easier 


tails and operating features of the 
equipment advertised Readers 
whose interest is sufficiently 
aroused will visit their local dealer 
for a full explanation and demon- 
stration. 

“It's the continual pounding 
away that eventually brings the 
farmer in to see for himself what 
he has been reading about,” Hurta 
said 

When a farm customer 
come in as a result of such adver- 
tising, it is essential for the dealer 
to have a complete inventory of 
implements. Farmers, he empha- 
sized, expect to see more than 
merely one sample implement on 
the sales floor. 


does 


Implements Displayed 


Accordingly, the company’s large 
display room is filled with tractors 
of different sizes, each with an im- 
plement attached. Hurta feels that 
this manner of displaying equip- 
ment serves two purposes. First, 
with implements attached tractors 
are shown to best advantage 
Second, customers can be shown 
immediately the ease with which 
these modern implements can be 
changed 

But Hurta’s real selling effort 
begins when the customer is taken 
to a shed near the display room 
which is filled with implements of 
all types. Hurta bases his explana- 
tion of the implements on the cus- 
tomer’s own farming operation 

“In view of the customer's par- 
ticular operations and problems, I 
try to explain how he can benefit 
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most from the tool, Of course, this 
can be done only if you are 
thoroughly familiar with the terri- 
tory and the customer’s particular 
problems.” 

Hurta emphasizes that factory 
prepared direct mailing pieces of 
fer only general explanations and 
that it is the dealer’s job to ex- 
plain how the tools can be used 
under local conditions. 

“Direct mail will not do the full 
selling job,” he continued. Its chief 
value is in ferreting out customer: 
Once the customer is attracted to 
the store, it is the dealer’s job to 
sel] him.” 

When the farmer has been sold 
on the value of larger implement 
the task of persuading him to in 
vest in a larger tractor needed to 
pull these tools is made easier ac- 
cording to these dealers 

“This is putting the cart before 
the horse,”’ admitted Hurta, “but a 
farmer has to be given a good 
reason to trade in his small, but 
serviceable. tractor, for a larger 
machine. Building his interest first 
in larger implements is our best 
method of eventually selling the 
larger tractor.” 

While there are many prospects 
for new tractors, Hurta believes 
that farmers are “shopping” every 
dealer in the area before buying 
According to him, they are in 
terested primarily in finding the 
highest offer for their trade-in. But 
implements, — the 
farmer is less inclined to merely 
shop for the biggest bargain. His 
first interest is in what he need 


in purchasing 


most 


Davis Joins Sales Force 
of Papec Machine Co. 


Henry L. DAvis, Jackson, Missis- 
sippi, recently joined the sales 
force of the Papec Machine Co., 
Kansas City, Kansas. The an- 
nouncement was made by Logan 
Taggart, branch manager. Davis 
will work the Delta area as terri- 
tory manager concentrating on the 
state of M ! ppl 


* 


Sales Staff Changes 
Announced by New Idea 


THE NEW POSITION of manager, 
fertilizer equipment sales for the 
New Idea Division, Avco Mfg. 
Corp., was filled July 1 when H. 
H. Boettger, general sales manager 
for New Idea, announced the ap- 
pointment of B. M. Nelson, former 
branch manager of Dallas, Texas 
to the post. 

Nelson will direct all wholesaler 
sales of the Ezee Flow fertilizer 
spreader and of the newly-intro- 
duced New Idea fertilizer spreader 
to franchised dealers. Ezee Flow 
was acquired by Avco in April 

Nelson was an industrial engi- 
neer in farm machinery manufac- 
turing before joining New Idea in 
1939. After a 20-month leave of 
absence to serve in the Navy, he 
rejoined the company in 1945 as a 
blockman at Princeton, Ill. Tn 1948 
transferred to Springfield 
appointed 


he was 
Ill., and in 1952 was 
manager of the Dallas branch 

Boettger also announced the ap 
pointment of H. E. Romack, forme! 
blockman at Danville, IIl., as man 
ager of the Kansas City, Mo 
branch of New Idea Farm Equip 
ment. Romack has been with the 
company since 1947 


B. M. Nelson 
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America's NO. 1 line 
of garden tractors and 
implements 


There's a double dose of power to spark your profits with Simplicity’s 
Model V! There's the raring-to-go five horsepower that enables the Model V 
to tackle bigger jobs and handle them faster and easier . . . that opens up 
new fields of prospects for your sales. And there's the consistent power 

of Simplicity’s national advertising support, coupled with the most effective 
program of dealer aids in the industry! The eye-catching Brush and 


Log Saw poster for dealer showrooms is just one of the saleswinning series, 


Get on the Simplicity line — for America’s Number | line of garden 
tractors and implements . . . for year ‘round profits with Simplicity’s 
$2-week utility, 28-way versatility! Three great models: § H.P. Model V, 


2% H.P. Model F, 2 H.P. Model L-1. 


LOG SAW 
ek tenn ee SIMPLICITY MANUFACTURING COMPANY 


5369 SPRING STREET @ PORT WASHINGTON, WISCONSIN 
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Massey-Harris, Ferguson 


nnounce Amalgamation 


James S$. Duncan, Massey-Harris 

president, will head new organi- 

tation. As president, his respon- 

sibilities will include administra- 

tion and policy-making direction 
of new company 


IN A JOINT statement issued on 
August 17, the Massey-Harris and 
Harry Ferguson Companies an- 
nounced the amalgamation of the 
two organizations. 

The joint announcement by 
James S. Duncan, president of the 
Massey-Harris Co., Ltd., and Har- 
ry Ferguson, chairman of the 
Harry Ferguson Companies stated 
that the two organizations had a- 
greed to amalgamate and to op- 
erate in the future under the name 
of Massey-Harris-Ferguson Lim- 
ited. 

The formal announcement said 
in part: 

“The uniting of the Ferguson 
interests and the 105-year 
old Massey-Harris Co will 
not only bring together two pro- 
gressive organizations but 
will pool their organizations which 
are spread wide over the earth 
They include manufacturing fa- 
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New organization will be world's third 
largest manufacturer of farm equipment 


cilities in the United States, where 
they have five plants, in Canada, 
where they have four, and in Eng- 
land, Scotland, South Africa, 
France and Germany 

“When the Ferguson System was 
established some manufacturers 
made the mistake of thinking that 
the ultimate in design had been 
reached, Mr. Ferguson, however, 
constantly emphasized that this 
was only the beginning and that a 
multitude of new machines had yet 
to be created to stop the drift from 
the land and make farming pros- 
perous, interesting and easier with 
shorter hours 

“During the past ten years M: 
Ferguson and his skilled staff in 
Britain and the United States have 
been working in the greatest se- 
crecy on many new machines. The 
Massey-Harris Directors had full 
knowledge of the success of the 
Ferguson System in the past 
throughout the world but it was 
only after a complete disclosure 
of al] the new inventions and a 
full investigation of new patents 
and applications for patents to 
give world-wide protection for a 
multitude of new inventions, that 
they decided to make an offer to 
join forces with Ferguson. The 
two organizations are comple- 
mentary rather than competitive 
and their coming together is ex- 
pected to result in a great ex- 
pansion of their operations and 
a further increase of both Fergu- 
son and Massey-Harris exports 
from the United Kingdom 

“Sir John Black, deputy chair- 
man and managing director of the 
Standard Motor Company, Cov- 
entry, England, is planning to ex- 
tend his company’s plant to deal 


with the increased production 
which is expected to result from 
the Massey-Harris-Ferguson a- 
malgamation. Sales and distribu- 
tion of the combined companies 
products will greatly benefit as 
a result of the association and it 
is anticipated that the competitive 
position of the Ferguson and Mas- 
sey-Harris dealers will be great- 
ly strengthened and that many 


As Chairman of the Board, Harry 
Ferguson will be responsible for 
the designing, engineering and 
application of the Ferguson sy;- 
tem to the products of Massey- 
Harris-Ferguson, Limited 


new and progressive dealers will 
join the organization 

“The name Ferguson will con- 
tinue to be carried on the tractors 
and implements of Ferguson de- 
sign. The administrative and pol- 
icy-making direction of Massey- 

(Continued on page 146) 
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another great NF W 
GOULDS! 


Here it is——the pump designed for low cost deep well jobs 

where the pumping level is not more than 130 ft. below the sur 

face! Goulds Fig. 3658 has all outstanding features of the fo 

mous Goulds Jet-O-Matic pumps — yet it is priced to meet the 

© Retains all outstanding features of the fomous big demand for economical deep well water service on farms 
GOULDS JET-O-MATIC and suburban homes. Made of finest quality materials to insure 





PACKAGED UNIT...completely assembled pumping unit long life and trouble-free service 
os illustrated, with *sH.P., 3500 R.P.M. capacitor motor. 


. 
PUMP-TO-TANK FITTINGS packed in carton with pumping MAXIMUM INSTALLATION FLEXIBILITY..: 
unit. 
WELL FITTINGS for Twin or Single Pipe Systems included 
—or may be ordered separately with any standard storage tank. Easily installed for twin pipe 
GOULDS QUALITY DESIGN... has al! famous Govids jet systems in 3°, 4° and 4'/”" well casings, or for single pipe sys 
O-thatic features for top performance tems in 2", 2'" and 3” well casings. Delivers capacities up te 


ne Se eens oy Cina Slr PEue CHES SNEED 670 gallons per hour—plenty of water with plenty of pressure 
top volume for you! 


Pump is designed for use with 18 gallon tank—but may be used 


— ata price that promises profitable pump volume for you! 


\ 
COU WATER SYSTEMS SEE YOUR DISTRIBUTOR 
OR WRITE 


FOR EVERY FARM AND HOME NEED GOULDS PUMPS INC., 
Seneca Falls, N.Y. e U.S.A. 
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International Harvester Co. develops 


Automatic Hitching System 


A FULLY AUTOMATIC hitching 

system been introduced 
by the International Harvester Co 
for its Farmall Super C tractor 
Called the Farmall Fast Hitch, the 
system is claimed by the company 
to be the easiest and fastest meth 
od of hitching implements yet de 
veloped. 

To hitch to an implement, the 
tractor driver just backs the 
tractor to the implement. Coupling 
is automatic. It is all done from 
the tractor seat in seconds, and 
completely eliminates the lifting 
and jockeying usually required 

Farmall Fast-Hitch consists pri 
marily of a yoke, with a socket at 
each end, suspended under the 
Super C. The flared hitch sockets 
with locking latches receive a pai! 
of coupling beams rigidly attached 
to each implement. The tapered 
shape of the coupling beams plu 
the big contact area of the sockets 
with the beams assure a rigid con 
nection 

Hydraulic power is used to align 
the sockets on the hitch yoke t 
match the height or tilt of the 
coupling beams on the implement 
To detach implement, the op 


has 


an 


es 


erator simply low 
ers the implement 
to the ground, lift 
latche 
away 


and 
with 
the 


two 
drives 
out leaving 
tractor seat 
Besides provid 
ing a hitching sys 
tem that is com 
pletely new, ac 
cording to _ the 
company, Farmall 
Fast-Hitch also in 
troduces a new 
system of hydraul 
ically controlling 
implements 
Field perform 
ance is not sacri 
ficed for ease and 
speed of mount 
ing. In fact, on 
many implements, 
company officials 
say, Fast - Hitch 
actually improves 
quality of work 
Fast-Hitch is hydraulically con 
trolled by using a double acting 
mounted cylinder con 
and by connections t 


reat and 


trol valve 


EM Ny. 
NERSCEIN: tee 


= 


- Ay 
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Harvester's new hydraulic Fast- 
Hitch system permits operator 
to hitch and control implements 
without leaving tractor seat 
Left, below: Five of the 23 Fast- 
Hitch implements available. In o 
matter of a few seconds, op- 
erator can hitch to any imple- 
ment, unhitch, and hitch to an- 
other without leaving seat 


the Touch-Control power arms 
The front of the hitch assembly is 
attached to the right Touch-Con- 
trol power arm and is operated by 
the right Touch-Control lever to 
raise and lower the draft point 
The rear end of the hitch is at- 
tached to the rear mounted Fast 
Hitch cylinder, and is operated by 
a lever to lift and lower imple- 
ments and slip-on drawbar. The 
left side of the hitch is connected 
to the inner left Touch-Control 
power arm, and is operated by the 
left Touch-Control lever to tilt and 
(Continued on page 147) 





NO OTHER... 


PRINCIPAL OF AGITATION 
OFFERS THE PROVED PERFORMANCE 
IN SPREADING ALL TYPES OF FERTILIZER 


Regardless of Condition 
MOUNT VERNON 


MODEL 206 


FERTILIZER AND LIME 
SPREADER 








CONSTRUCTION FEATURES OF THE MODEL 206 


Welded hopper—heavy gauge steel, reinforced with % Side struts located to prevent interference with tractor 
heavy plate at all critical points wheels when turning—regardless of angle 

Sturdiest drawbar and strut construction with center strut % Reversible wheels add as much as 42" of tread 
carried through machine 

ASAE-SAE standard 6-bolt implement wheels, 15°", 16", 
18° and 20° 

Floating agitator shaft carries no load—weight carried 
by a stub axle Center steel partition inside hopper adds strength, pre 
vents shifting of material 


Tight fitting waterproof covers with spring-loaded rattle 
proof handles 


Heavy duty hitch plus rear implement hitch 


Disengaging wheel clutches permit traveling without wR 
spreading Newest design wide-range hopper openings 
Removable agitators come out quickly for easy cleaning 


of hopper bottom Hip-level loading into huge capacity hopper 


Three-position tractor control iever adjusts to reach seat Case hardened agitator discs force material through 


of all tractors clogging is impossible 


PERFORMANCE FEATURES OF THE MODEL 206 


. SPREADS ANY COMMERCIAL FERTILIZER — positively will not clog 
. WIDEST SPREADING range of any machine, 40 Ibs. to 8000 Ibs. per 
acre 
JUST SET THE DIAL AND SPREAD etched aluminum sowing chart 
conveniently located neat to rate-of feed dial gauge 
HEAVY SPREADING exceeds by 2000 pounds per acre the maxi 
mum rate of any other spreader 
. POSITIVE CONTROL stant start—instant shut-off. Rate of feed requ 


lation right from the tractor seat 


SIDE DRESSING, BAND OR ROW DRESSING, with optional equipment 


Check the facta...DISCOVER THE SALES POSSIBILITIES WITH 
AMERICA’S BEST BUILT SPREADER ... WRITE FOR THIS 
INFORMATIVE 12-PAGE BROCHURE 


# 
MOUNT VERNON IMPLEMENT CO., INC. 
STAMFORD, CONN. 
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TWO NEW TRACTORS have been 
added to the line of farm equip- 
ment manufactured by the Minne- 
apolis-Moline Co. One is a diesel 
tractor, called the model G, and 
the other is a high clearance trac- 
tor, called the BFH. 

The new diesel tractor is a six- 
cylinder model powered to handle 
four-bottom and _ five - bottom 
plows. Company officials state 
that it will develop an estimated 
maximum belt horsepower of 60 

This tractor incorporates a com- 
bustion system developed by the 
Lanova Corporation similar to that 
used on the company’s model U 
diesel tractor previously  an- 
nounced. The outstanding feature 
claimed for this system is that 
controlled rotary turbulence burns 
the air fuel mixture completely to 
give the tractor high fuel effi 
ciency. 

A three-stage filtering system, 
with a primary filter and two 
secondary filters, is being used 
with the diesel engine. The pri- 
mary filter removes water from 
the fuel while the first secondary 
filter removes dirt particles. The 
final filter removes additional 
foreign particles before the fuel 
reaches the injection system. Com- 
pany officials claim that this 
filtering system increases the per- 
formance of the tractor by com- 
pletely cleaning the fuel. 

In addition to these features, a 
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single package water pump is be 
ing used. A 12-volt electrical sys- 
tem is also used with two 12-volt 
70 ampere-hour batteries to han- 
dle the high electric cranking 
speeds necessary to start diesel en- 
gines. 

For starting the diesel engine in 
cold weather, a special ether bulb 
primer has been adopted. This de- 
vice pierces the ether bulb and in- 
jects controlled quantities into the 
air intake system while the en- 
gine is being cranked, the manu- 
facturer states 


MM's new diese! tractor, the 

Model G has six-cylinder engine 

powered to handle four-bottom 

and five-bottom plows. Tractor 

has an estimated belt horse- 
power of 60 


New high clearance tractor, 
called the BFH, will meet the 
needs of farmers who specialize 
in bedded crops and in the late 
cultivation of cotton 


Optional equipment, available 
for the Minneapolis-Moline Model 
G diesel tractor, is the same as 
that for the company’s LP gas. 
gasoline, and distillate models, ac- 
cording to the announcement. 

This includes: hydraulic power 
for the raising and lowering of 
implements; de-engagable belt 
pulley; live power take-off; and 
regular power take-off equipment 

The model BFH is a tractor that 
has been designed for high clear- 
ance farming. 

(Continued on page 147) 
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A.O.Smith HARVESTORE 


now available 
in the south 


Through Local Sales Representation 


arS 
Z1f 


Vm mre 


The HARVESTORE saves lush forage crops from spoilage, 
from weather, from loss of nutrients, and stores other 
crops equally well because of these exclusive 


HARVESTORE features. 


1. Sealed Construction excludes oxygen. 


2. Glass Surfaced Steel, inside and out, eliminates 
maintenance problems. 


- Mechanical Bottom Unloading ends undesirable 
labor—makes mechanized feeding easy. 


HARVESTORE local sales representatives are finding the 
HARVESTORE an excellent money maker. They see in it 
many opportunities to improve farming and increase 
their own earnings. Be the first—introduce the 
HARVESTORE in your area. 


For complete information on the HARVESTORE fraa- 
chise, write or mail the coupon. . . today! 


| 
i 


The A. O. Smith HARVESTORE is built of glass-surfaced steel plates, 
bolted together with glass-surfaced bolts and sealed against the air 
with a non-hardening mastic. It withstands wind and weather. It stores 
silage, grasses, haylage, and almost ony crop...and unloads with 
@ mechanical bottom unloader. Easily adapted to mechanical feeding 


A. O. Smith Corporation, Harvestore Div. 
Dept. SH-953, Milwaukee 1, Wisconsin 


Without obligation, please send me complete 
information on the HARVESYORE and your 
Sales Representative Questionnaire. 

Name 


Firm 


Address 


. @ fee. eo 6 AY eee 


Harvestore Division, Milwavkee 1, Wisconsin 


City or Town 
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Thomas A. Farrell to Head 
The New Ford Tractor Division 


ELECTION OF Thomas A. Farrell 
as a vice president and general 
manager of the Ford Tractor Divi 
sion, and as a member of the ad 
ministration committee, of Ford 
Motor Co., was announced recent- 
ly by Henry Ford II, president. 
Mr. Farrell's appointment became 
effective August 1. 


Thomas A. Farrell 


Mr. Farrell, formerly president 
of Dearborn Motors Corp. of 
Birmingham, Mich., national dis- 
tributor for the Ford tractor, be- 
comes general manager of the ex- 
panded tractor operation, which 
will function as a separate divi 
sion under the supervision of J. R 
Davis, vice president and group 
executive. 

The Ford Tractor Division's 
headquarters will be located in the 
office building and research cen 
ter formerly occupied by Dearborn 
Motors Corp. in Birmingham 
Michigan. 

The farm machinery line which 
Ford will market offers more than 
100 major implements. The imple 
ment line will carry the trade 
name “Dearborn.” 

Mr. Farrell played an important 
part in the organization of Dear 
born Motors, which was founded 
in November 1946. He was elected 
president in June 1950. A native 
of Newark, N. J., he was with 
General Motors for 21 years and 
Nash-Kelvinator for seven years 
prior to becoming associated with 
Dearborn Motors 
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While Ford Motor Co. has been 
world’s largest pro- 
ducers of farm tractors—having 
built more than 2,000,000 since 
1917—this is the first time the 
company has entered the “full 
line’ farm machinery field. Since 
World War II, Ford’s domestic 
tractor production has been ap- 
proximately 20 percent of the in- 
dustry’s total 

Independent’ distributors and 
dealers will continue to handle 
sales and service of Ford tractors 
equipment and implements 


one of the 


Continental Motors 
Announces Price Cut 


CONTINENTAL MorTors’ air-cooled 
industrial engine division, builder 
of heavy-duty four-cycle power 
plants for lawnmowers, garden 
tractors, and similar applications, 
has announced a price reduction 
applying to all series in its line, 
ranging from 10 to 16 percent. This 
became effective July 1 

Presentation of the new 
was made at a Detroit meeting in 
June of 16 sales representatives 
from all parts of the U. S. and 
Canada. The announcement by E 
J. Brichta, sales manager. followed 
detailed reviews of the division's 
service, new 


prices 


progress in sales, 
product development, etc. The 
program included a plant tour and 
a field demonstration of variou 


types of equipment powered by the 


division’s products 

Also announced at the meeting: 
that the division now has more 
than 2,000 service and parts deal- 
ers and will add some 1,500 more 
The department is also 
conducting a_ series of service 
schools at strategically - located 
cities across the U. S., covering the 
territory in a_e station wagon 
equipped for service demonstra- 
tion work 


this year 


7 


Wetmore Co. Announces 
New Attachment Line 


AFTER THREE seasons of thorough 
field testing, the Wetmore Pulver- 
izer & Machinery Co. of Tonkawa, 
Oklahoma, announces their new 
line of fertilizer spreaders and 
fertilizer attachments fcr grain 
drills. Both the spreaders and at- 
tachments incorporate the new 
“roll-feed” principle of applying 
fertilizer. 

The fertilizer is metered out by 
rubber rolls, thus eliminating any 
metal moving parts. An accurate 
rate of application, ranging from 
300 lbs. down to 8 lbs. or less per 
acre, is obtained by changing the 
speed of the rubber rolls. Both 
the spreader and attachment hop- 
pers are constructed so fertilizer 
cannot bridge over, and a heavy 
duty agitator is used to break up 
the fertilizer even when it is out 
of condition. 

Since fertilizer will not adhere 
to or effect rubber, the many 
problems of spreading fertilizer 
are almost eliminated by this new 
“roll-feed” principle. According to 
makers, the simplicity of design 
and operation as well as rugged 
construction have been stressed in 
the making of these units to assure 
the user of trouble-free, efficient 
service. 


Continental representatives at recent sales meeting 
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crop; new open-bar grate with 
snap-in inserts which insures 
clean threshing in any crop; new 
windrow spreader which dis 
tributes windrowed crops evenly 
over the full width of the plat 
form; new all-steel rack; new non 
piling cleaning shoe stronger 
frame and hitch; and better flota 
tion for soft or muddy fields 


” 


Tractor Production 
Off Slightly in "52 


MANUFACTURERS hipments of 
complete _ tractors attachments, 
and parts in 1952 were valued at 
$1,290 million, a decrease of nine 
percent from the record high of 
$1,417 million in 1951, according 
to a recent report from the Bu- 
reau of the Census 


Deere "25" Combine all the combineable grain and seed The value of complete tractors 
Offers New Features crops grown in the United States shipped during 1952 totaled 417,- 
ind Canada 000 units, a decrease of 26 percent 

A NEW COMBINE, the “25” has Features of the John Deere 25 from 1951. Shipments of tracklay- 
been announced by Deere & Co include full - width straight ing tractors totaled 48,000 units, a 
Moline, Ill. The new combine is a through handling of the grain and slight decrease from 1951; and 
successor to the No. 12-A and is straw; new quick-change cylinder garden tractors, 202,000 units, an 
available with either a 6- or 7-foot speed control which makes it eas\ increase of 20 percent over 1951 
cut. It can be adapted to handle to get the proper speed for any Shipments of tractors for farm 











Another CASWELL “ORIGINAL” 


Sydeautii 
LOADER 


FIRST...BEST... 
and still $191.00* 


as low as 
F.0.B. Cherokee 

There's 50 years of manu 
facturing experience and 
20 years of loader ex 
perience back of the 
Caswell Hydrauli« 
Power Loader The 
Jivat loader of the 
past ta atill the 
beat loader of the 

"Base loader aS present CASWELL Astomotic CATTLE CURRIER 
ses “ Keeps livestock sleek, clean and healthy free from 
- “=> 


for cer- 
in models. Other : \ grubs, lice, ete. Self-acting, self-cleaning, long wearing 
models up te $213.00. = . _ steel combs. A real profit line! 


an era ANS 5 LABOR SAVING CASWELL 
at Leads a LOADER ATTACHMENTS 
PATENTED FEATURES A REAL PROFIT-MAKBR | tet 

1 Ravaed ioe Gort we wn fo FOR AGGRESSIVE DEALERS 9 Soa Seceree oe ae 


end contro! the dip. ; 
Investigate the CASWELL LINE .. . the a-of lsede Buck 


2. Patented CURVED GUIDE to hold line of ORIGINAL Farm Equipment. Cas- Mtacker & of 
lift in line. well loaders and curriers have been used on 


. . 
thousands of farms for years. Their high parts 
’ pa my yg CHAINS lift quality and low price means faster, more 
Ys 9 profitable sales for you! A CASWELL 
DEALERSHIP IS GOOD BUSINESS. Write 
for complete details now. Address Dept. 89 —J 
er) © 4 
Keon 


vw lily Veball 1) icecemena Tit) 7) ee Snow & Grain Secep Deser Binds 
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Stacker 


fow additions 














Corn flows from field 
to crib...easy as 


Two-Row Picker picks from 
12 to 18 acres per doy 


es \ 


with these New [pzas 
A New Idea Picker, Wagon and Elevator 
make a complete corn harvesting unit. Each 
designed to do a thorough job—they'll get 


more corn out of the field and into the crib 
under the most severe field conditions. 


“The Pick of the Pickers'’ for average 
size farms is the New Idea One-Row — picks 8 


to 12 acres per day. 


Straight to the crib—goes newly 
harvested corn in this all-purpose 
elevator. Available in long or short 
truck with tilting or shovel hopper 


Rugged yet easy to handle — all steel, 
grain tight wagon box and all steel wagon. 
Box holds 100 bushels—has specially con- 
structed end gate to regulate flow of ears. 





ait) ht 
1h) ae / 
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Note ease with which corn is 
unloaded into elevator hopper 





— 
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me NEW NEw Ig 
. NEW IDEA MACHIN 
4 CUTS FERTILIZER costs IN — | 


Precision Regulator 


ENDS WASTE 


Spreads light or heavy 
with single edjustment 
Scientifically @¢curate 
fable for olf crops and 
€Onditions. 
a atlas 


ay Pb ee stuad 


New fota will spreed ANY fertilizer in 
ANY condition in ANY* amount 
uniformly end accurotely without 
clogging or money beck 


*10 to $,000 Ibs 


per ocre 


> Oe FA 


FARM EQUIPMENT COMPANY 
Aveo 


siributing Corporatror 


COLDWATER, OHIO, U. S. A. 


SINCE 1899...“ONE NEW IDEA AFTER ANOTHER” 





a Mee 


use in 1952 totaled 626,000, a de- 
crease of 15 percent from the 734,- 
000 reported for 1951. 

Production of wheel type trac- 
tors totaled 419,000 units, a de- 
crease of 26 percent from the 1951 
production of 567,000 tractors 
Tracklaying tractors were pro- 
duced in the amount of 49,000 
units, a slight decrease from the 
50,000 produced in 1951. Produc- 
tion of garden tractors amounted 
to 199,000, an increase of 12 per- 
cent compared with the 177,000 
tractors produced in 1951 


° 


Meyer Introduces 
Portable Elevator 


A NEW LOW COST all-purpose 
Meyer portable elevator for the 
average farm that handles ail 
crops including baled hay, is now 
available in lengths 26 to 44 feet 
It is manufactured by the Meyer 
Mfg. Co., Morton, Il 


Sections are 10” flared to 17 
wide at the top. Two No. 55 steel 
chains with heavy steel rib re 
inforced flights are used. Steel 
tilting receiving conveyor, with 
dual balanced springs for easy lift 
ing, is designed so that low 
wheeled wagons dump into it 
easier. A steel hopper is provided 
as optional equipment, in place of 
recelving conveyor 

Rugged derrick, with 4 rolle: 
derrick lifting assembly and 5! 
foot standards, permit storing 
hed or driveway. It may | 
driven by P. T. O., electric motor 
or gasoline engine 





Massey-Harris Introduces 
New One-Row Corn Picker 


A NEW MaASSEyY-HArRRIS One- 
Row Pull-Type Corn Picker is now 
on the market. Patterned after the 
firm’s Self-Propelled and 2-Row 
Mounted models, the new picker 
is capable of harvesting 8 to 12 
acres a day under normal condi- 
tions, 

Adjustable snapping rolls on the 
new picker are 37” long and have 
tapered tips for maximum clear 
ance between points to prevent 
clogging. Cast iron trash rolls pre 
vent stalks and trash from enter- 
ing the husking bed, which con- 
sists of two rubber and two steel 
husking rolls, each 45” long 

The wagon elevator is 11” wide 
and 7” deep, providing ample 
capacity for heavy yields. A rope- 
controlled elevator shut-off clutch 
eliminates lost corn on turns. The 
picker is equipped with a shelled 
corn saver and may be ordered 
with either hand lever or hydraulic 
table lift. 

A free, 4-color descriptive cata- 
log may be obtained from the 
Massey-Harris Co., Quality Ave.. 
Racine, Wisconsin 


e 


Louden Co. Produces 
New Feed Meter 

A NEW “Lever-Matic" Feed 
Meter for all makes of tandem 
and lane-type milking stalls has 
been announced by the Louden 
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Machinery Co., Fairfield, lowa 

According to the manufacture: 
this feeding system saves the op 
erator many steps, lost time and 
motion, Easy operating lever de- 
livers one half gallon of feed into 
the manger, while simultaneously 
another half gallon is being meas- 
ured and is ready to drop at the 
next pull of the lever. The meter 
handles all types of ground feed 
and is designed for stalls with or 
without pipeline milkers. 


Hopper shown in illustration al- 
lows feed to be spouted from an 
overhead bin without requiring 
connection and labor for install- 
ing. Meter box, spout and hopper 
are made of heavy-gauge steel and 
all fittings for attaching to tandem 
or lane-type milking stall are 
furnished 


Servis Equipment Now 
Distributors for Lion 


THE Servis Equipment Co., Dal- 
las, Texas, has been appointed 
distributors by the Lion Products 
Co., Omaha, for the full line of 
Lion-Sargent Loaders and Stack- 
ers. Servis’ sales territory in- 
cludes the entire southern portion 
of the country from the Carolinas 
to California. 

As illustrated. the Lion Loaders 
offer a high lift with extra capac- 
ity, and a full line of attachments 
The Lion “W” loader lifts to 15 ft 
and the B-29 Sargent stacker to 
29 ft 


Servis Equipment Co. now 
maintains warehouses in Char- 
lotte, N. C., and Fresno, California 


. 


Westate Offers New 
Irrigation V-Ditcher 


A NEW TYPE heavy duty rapid 
irrigation ditcher is being offered 
by the Western States Equipment 
Co., Golden, Colo. The Westate 
Ditcher is mounted on any 3-point 
hitch or on any tractor equipped 
with a Westate Variable Draft 3- 
point Hookup. Because of its de- 
sign, it provides maximum weight 
transfer, and, according to the 
makers, will cut as big a ditch one 
time over as some ditchers make 
in from two to four times over by 
actual field test. 

The Westate is adjustable and 
will cut to six feet wide and to 35 
inches deep. It may be used for 
cleaning old ditches and in sod or 
willow furrows. It can also be ad- 
justed for use as a ditch filler, and 
comes equipped with a gage wheel 
for precision depth control. The 
cutting edges are removable 
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cut. While heavy| weight is em 
ployed to use the traction available 
on tractors, a quick lift for trans- 
port is maintained. Though made 
in varying sizes, two of the most 
popular sizes for Ford and Fergu 
son type tractors cut 9 3” and 60”, 
weighing 1150 Ibs. and 1360 Ibs 
respectively, and employ 22” 
diameter discs 


om 


Miller Research Adds 
Low Platform Trailers 


MILLER RESEARCH Engineers of 
Milwaukee, Wis., have announced 
the addition to their line of con- 
struction equipment trailers of a 
new low platform “Tilt-Top” with 


Evans Improves Model D “combination” for 3-point lift type 
Disc-type Land Combine tractors. Complete hydraulic con- 


trol from tractor seat is provided 
AN IMPROVED Model “D” Evans without the use of rams or hose 
(offset disc-type) Land-Combine by Raise the tractor lift and the 
Evans Mfg. Co. of Anaheim, Cali- Model “D” hinges upward fo: 
fornia is soon to be distributed transportation. Lowered, it return 
across the southern states by to working position 
Servis Equipment Co., Dallas Rubber-tired anti-friction wheel 
Texas. provide speed and, in conjunction 
This unit, according to the with individual adjusting screws 
manufacturers, possesses a perfect afford positive depth control of 





ONCE OVER 
ALL OVER 


and you have a fluffy win- 
drow that will properly cure 
for quick baling, chopping 
or combining - and you've 
done it all at lowest cost 
with only 13'4 horsepower! 


OWATONNA cure caver WINDROWER 
——- br We tow tase meaner Be cag nada cae 


ALL-PURPOSE TER DELIVERY treats grain and alfalfs gently, 


ELEVATORS without damage to the | SELF PROPELLED 
lal ine’ ca and pwusitive control at all speeds 


OWATONNA 10, 12 and 14 ft. sizes 


A PERFECT CRISS CROSS WINDROW CUTS CLOSE TO FENCES 
, 


Est. 1865 


( PAS SAVES ALFALFA LEAVES PERFECT FOR GRAIN OR HAY 


OWATONNA MFG. CO., IN 


OWATONNA 16, MINN 
Distributed by: R. C. CROPPER COMPANY 


7th & Mulberry Sts., Macon, Ga. 





ONE ROW 
TRACTOR WITH 
2-PLOW POWER 





THESE FARM MACHINERY FIRSTS 


UNI-FORAGE 
HARVESTOR 


With advanced design plus the easiest 


f : ‘ ere 22 handle in the Farm 


Equipment field 


KEEP THE MM DEALER WAY OUT AHEAD 


When you sell the Minneapolis-Moline line, 
you sell the most modern farm machinery in 
the world! Continuous product research, in 
laboratories, in factories, and in the field, keeps 
MM engineers up-to-the-minute on farmers’ 
needs—keeps them informed of ways to make 
current machines even better . . . more profit- 
able for the farmer to own. . . more profitable 
for you to sell. 


But design leadership alone, is only one reason 
why MM Dealers grow and prosper. A com- 
plete line that lets you sell the right equipment 
for every farm, and every soil; a deferred sales 


system that helps you sell—never ties up your 
profits; manufacturing and distribution facili- 
ties that assure you of prompt deliveries; and 
an intensive advertising and sales promotion 
plan that finds prospects for you, and helps sell 
them—these are the reasons why MM is the easi- 
est line to handle in the Farm Equipment field. 


As part of an expanding dealer program, Min- 
neapolis-Moline now is opening new dealer 
franchises in choice farming areas. If you want 
complete facts on dealerships available in your 
area, write at once. Your letter will receive 
immediate, executive-level attention. 


MINNEAPOLIS-MOLINE 


MINNEAPOLIS 1, MINNESOTA 
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an unusually low (8 degree) climb 
angle. 

Model ““D” in the series, the new 
trailer is reported to be the first 
heavy trailer especially designed 
for easy loading of such smaller 
crawler tractors as the Oliver 
OC-3, Terra-trac T-34, etc., as well 
as rollers up to 4 tons. 

The company states that this 
new four ton capacity model in- 
cludes structural features em- 
bodied in all Miller Tilt-Tops, in- 
cluding an all-steel electrically 
welded frame with tapered side 
channels—for maximum capacity 
without needless weight and a 
straight-through H beam axle 
Standard 8 x 14’ platform is 
planked with 2” oak. Platform is 
about 22” from ground level and 
has 72” clearance between the 
tires to provide maximum usable 
space. Two 7.50 x 20 x 10 ply tires 
are standard equipment 


. 


M-M Markets New 
One-Row Tractor 


A NEW ONE-ROW tractor with 
two-plow power, called the model 
BG, is being introduced by the 
Minneapolis-Moline Co., Minne- 
apolis, Minn. 

Company engineers claim that 
the new BG tractor has been de- 
signed for farmers who specialize 
in one-row crops and also as a 
second tractor on large farms 

Although the BG will be a one- 
row tractor, it will be basically a 
two-plow model. A new type of 
front-end style has been designed 
that can be adjusted from 40-58 
inches to handle all row spacings 
of one-row crops. 

Company engineers have de- 
signed a special] front mounting 
bar for mounting cultivating plant- 
ing, and fertilizing attachments 

The new BG tractor will also 
be available with a three-point 
hitch similar in design to the 
company’s three-point hitch, the 
Hitchor, announced recently. 

The design of the BG tractor 
will be unique in that the tractor 
engine will offset to the left of 
the tractor centerline and the seat 
offset to the right of the centerline 
to provide the operator with an 
unobstructed view of the farm 
work being done. 

According to company officials 
this new tractor will meet the de- 
mands of farmers for a one-row 
tractor with enough power to 
handle other farm jobs 
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Give your sales 
a lift... stock 


Herschel-Sharp CUTTING PARTS 


You can uncover a wealth of new business by stocking and selling a complete line of 
HERSCHEL PARTS to fit various makes of mowers and combines. Remind your cus- 
tomers that prompt, periodic replacement of SECTIONS and KNIVES is necessary to 
insure fast, clean cutting you'll find the additional business you stimulate to be very 


much worthwhile 

Renewal of heads, guards, guard plates, rivets and knife hold-down parts is of equal 
importance to your customers. Cutter bars must be kept in true-running condition for best 
cutting service and longer mower life. Display and talk these HERSCHEL PARTS, toot 
HERSCHEL PARTS are available to fit many kinds and all makes of farm machines. 
Field-tested, they're the product of specialists in the manufacture of farm machinery cutting 
edges for 66 years GIVE YOUR SALES A LIFT— ORDER FROM HERSCHEL! 


@ Write FOR HEASCHEL CATALOG NO. 87 and large Hers- 
che! Wall Chart showing parts to fit all makes of power mowers 


FACTORY AT PEORIA, ILLINOIS 
Branches: Omaha, Nebr.; Minneapolis, Minn.; 
Toledo, Ohio; Harrisburg, Pa.; Auburn, W. Y. 


DISTRIBUTORS: R. C. Cropper Ce., Mecon, Ge. 


MANUFACTURING CO, INCORPORATED 
Southern Supply Co., Dalles, Texes 





HERSCHEL PART S 
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CHAPIN 


SPRAYERS + DUSTERS - FUEL TANKS 


Large Capacity Models 
Designed for Rugged Duty 


Model No. 197, 4 gal. capacity tank of 
Armco Zinc Grip galvanized steel with 
dome top. All seams electric welded 
An open head model with 3 prong 
positive closing. 14° pump of one 
piece deep drawn brass. Discharge 
equipment includes 30” of oil resistant 
hose, trigger action shut off and new 


adjustable nozzle 


Model No. 320, 
is model No. 197 
on balloon tires 
Hose length isin 
creased to 108” 
Lightweight cart 
of tubulor steel, 
has two brack 
ets for hose 
storage. Sprayer 
isheld firmly 
by simple lug 
clamps 


Model 
No. 320 


New Flame Sprayer 


Here is o powerful model with a 4 gal. 
steel tank. Jet of flame produced is 
20 to 24 inches long at over 2000 F 
New features in- 
clude the improved 
dome top; electric 
seam welded tank 
seamless steel coil 
burner; removable 
burner block; 6 ft 
of oil resistant hose 
positive pressure 
gauge adjustable 
handle for leverage; 
ond the adjustable 


shoulder strap 


R. E. CHAPIN Mfg. Works, inc. 
Rocce Sine Mupobune 


1887 


«Ca 


Knapsack and Wheelt 


100 CHAPIN STREET 
Southern Representatives 
K. Roth, P. O. Box 1664, Asheville. N. C 
Killebrew & Brackman 
738 3rd National Bank Bidg., Nashville 3, Tenn 
John H. Mullins, P. O. Box 13044, Houston, Tex 


BATAVIA, N. Y. 
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J. 1. Case Co.'s new “drive-in” corn picker 


New Corn Picker 
Announced by Case 


A NEW “Drive-In” corn picker 
has been announced by the J. I 
Case Co., Racine, Wisc. The new 
unit is balanced and stabilized to 
mount or dismount in a few 
minutes on the Case Model “DC” 
tractor, enabling the tractor to be 
quickly freed for other work 

Mounting can be done by one 
man. The driver slowly drives the 
tractor into the picker, engaging 
hydraulic lift arms and guiding 
short picker drive shafts into 
sockets that connect with the 
power take-off on the _ tractor 
Then jack-stands on which the 
machine sits are folded up and 
under, and the unit is ready to 
pick corn 


Convenient Controls 


Manufacturers note that con 
venient controls at the driver 
seat give the operator complet: 
command of tractor and picket 
He has good visibility ahead and 
to the rear and can get off and on 
easily. He can turn short at the 
ends of fields. The company adds 
that the picker is well-shielded 
for safety and built for hard 
steady use 

The picker has straight-through 
ear-travel design from stalk to 
wagon, and should rolls become 
clogged, they can be spread apart 
quickly by means of a lever near 
the tractor seat to allow material 
to pass through. A powerful clean- 
ing fan at the top of each set of 
spiral-fluted picking-husking rolls 


blows out silk, loose husks, and 
leaves. 


* 


New Rotary Cutter 
Added to Woods Line 


A NEW single-blade rotary cut- 
ter, called the Model 5, has been 
added to the line manufactured 
by Wood Brothers Mfg. Co., Ore- 
gon, Ill. Although budget-priced, 
the new cutter and mower has the 
same quality parts and materials 
used in other Wood’s machines 

Construction features include 
60 h.p. hardened steel forged gears; 
shock-absorbing V-belt drive; 
built-in skids; and 5/16 x 3 inch 
heat treated spring steel blade 
protected by shear bolts. The 
wheels, equipped with Timken 
bearings, are available with stand- 
ard 15” rims for used tires or 8” 
wheels and non-pneumatic punc- 
ture-proof tires. 

The unit is said.to be the only 
ingle-blade machine with blades 
completely covered by heavy plate 
teel for the safety of the oper- 
ator. Easy crank action adjusts the 
cutting height from 0 to 14 inches 
One man can attach or adjust the 
machine without difficulty. In op- 
eration, it cuts and shreds a 5-foot 
swath through grass, weeds, brush, 
stalks or cover crops. All op- 
erating parts are covered. 

The Wood’s Model 5 has a sim- 
ple, full adjustable tongue and is 
equipped with standard power 
take-off. A hydraulic lift model, 
called the Model M5, is built to 
fit 3-point hydraulic systems 
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New Hay Stacker For 
Fords & Fergusons 


A NEW “WorRK Horse” Model 
1050-F High Stacker for Ford and 
Ferguson Tractors is announced 
The new model is similar to thé 
popular “Work Horse” Model 1050 
except that the sweep rake is 10 
feet wide, with 3 foot tines. and 
reaches to a height of 18 feet in 
level position. It is available with 
out push-off, but with it 
be stacked to a height of 23 feet 

In addition to the sweep rake 
and push-off, a full line of attach 
ments is offered, including manure 
fork, graple fork all-purpose 
scoop, gravel scoop ind 


hay can 


snow 


Hydraulic Equip 


scoop Johnson 
Street 


ment Co.. 515 W. 78th 
Minneapolis 23 
manutacturel! 


Strunk Equipment Cuts 
Price of Chain Saws 


A SUBSTANTIAL price 
in the Strunk one-man chain saw 
has been announced by H. E. Mum 
ford. Sale Manager fo! the 
Strunk Equipment Co., Coatsville 
Pennsylvania 

Model 3-19 with a 19” guide and 
chain formerly listed at $265. It 
companion Model 3-24 with a 24” 
guide and chain formerly listed at 
$275. As of July 1, both model 
list at $239 and $249 respectively 


° 


Hesse Co. Introduces 
Cattle Sprayer 

TYPE 
and 


A NEW automat 


for range ] 


how cattle 
installation in a 
for use In 


designed for 
lot, near water and salt 
controlling all kind 


including = fli« 


of flying and 


biting insects 


Minn is the 


reduction 


iitoe gnat etc. The device 
called the Sprayel 
Cattle pray ,themselve 
when ‘they step on a 
they pass 
daily 
water and to pa 
pumped from a 
of insecticide 


auto- 
matically 
treadk 

alon their re; 
from barn to 
ture, The 
30 to 55 gallon drun 
and delivered 
mounted so as to 
body 


platform a 
ular route 
spray 1 
through a series of 
spray the 
from 


nozzle 
animal over hi 
head to tail to hoof 

The sprayer is manufactured by 
the Hesse Ci 1213 Dace Street 


Sioux City, lowa 


entire 





Make a Year ’Round Profit Selling 





Fs 1903—GOLDEN ANNIVERSARY—1953 


GHA 


WwW 


L” 


“DU-AL 


Garden and Small Farm TRACTORS 





© OUTSTANDING FEATURES 
© PRICED LOW : 
© CHEAP TO OPERATE #7: 


Walking Models. Do al! yord and 
gorden jobs. Ruggedly built for power 
and traction. Features include variable 
speeds, adjustable wheel widths, in- 
dividual gang tool con- 
trols. Power turn models 
available. Riding Mod- 
els. Provide low cost 
power for small farms. 
Pull 10, 12, 14-inch 
plows. Plow, plant, cul- 
tivate, mow, rake, do 
mony other jobs with 
ease take-off 
pulley operates 
different attachments. 
New Rotary Pulver- 
izer model available. 
Extra Money Cut ¢aass> 
in Attachments (ame weeos 


Complete line easy mount - ft 
-~ ¢ 

S. e one Se 
ee 


Power 
many 


tools for all land prepor 
ation and cultivation 
Popular power toke-c ff 


ettachments available. 





1%, 2%, 3, and 5 H.P. 
, Walking Tractors 


~ 


Complete Line-Big Market 


FOR THESE NATIONALLY ADVERTISED 
NATIONALLY-ACCEPTED MACHINES 





A Reputation for Quality Construction 
and Customer Satisfaction 


Profit-making opportunities are wide open to those hand- 


7 ling the established SHAW line 
famous brand name... 


~ 


Dealers are assured of @ 


national acceptance .. . greates 


market potentials. 


Seven different walking and riding models, ranging from 


- 1% to 12 H.P., help you sell everybody the 
.from home gardeners to owners of good sized 


market 
farms 


5, 8 and 12H.P. 
RIDING 


TRACTORS SHAN 


You teature 
utmost confidence 
nationally-preferred for quality construction and 


simplicity of design. When you sell SHAW you 


complete 


machines with 
Ruarantec d by 


sturdy, efficient 
fully 


these 
because they are 


sell superior tractors famous for outstanding per- 


formance. 


ESTABLISHED DEMAND 
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.. proved dependable for many years. 


Get Facts on Dealer Openings 


W rite, wire or phone for catalogs on com- 
i K 

plete SHAW line information 

and liberal dealer discounts 


SHAW MANUFACTURING CO. 
8suy Front St., Galesburg, Kansas 
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franchise 





STOP Weed and Grass Shoris on 
Your Electric Fence Line 


Ri 115 Volt A. C. 
Mate Only.....$27.75 


Famuus HoL-DeM WEED CLIP- 
PER Fencer clips weeds off on con- 
tact. Eliminates “nuisance shorts” 
on your fence line. Guaranteed to 
hold all stock year 'round on driest 
ground with one wire. Write for 
free folder, “Pasture Rotation”. 
Gives prices. 


5 YEAR GUARANTEE 


Satisfaction or your money back. 
Six models to choose from, both 
Hi-Line and Battery operated. Ask 
one of our 10,000 dealers for a 
demonstration of the Famous Weed 
Clipper. Dealers Wanted. 


Ask your local Dealer or write: 


HOL-DEM ELECTRIC FENCER CO. 
High Point Rd., P. O. Box 2377 
Greensboro, N. C. Ph. 3-6103 
344 £. nie 


Montgomery, Ala. Ph. 795-J 











-SPRAYERS- 


F.7 5 GAL. KNAPSACK SPRAYER 


Recommended 
by Experiment 
Stations and 
Extension 
Services 


Finest knapsack sprayer made. Pump 
lever developa high pressure with little 
effort Zine grip 

ateel or copper 

tan’ 


. 
Be sure to visit our 
Booths 864 and 665 


at the 
NATIONAL 
HARDWARE SHOW, 
Oct. Sth-9th. 
GRAND CENTRAL 
PALACE. 


New York City. 
(Fourth Fleer) 


D. B. SMITH & CO. 


448 Main S$t., Utice 2, N.Y. 
*Originotors of Sprayers” 
Cenedion Rep. G. t. Cohoon 
1265 Stanley St., Montreal 2, Conede 
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This Rice Dryer 
Rides a Combine 
(Continued from page 124) 


making it possible to carry perfect 
harvesting weather along with the 
combine. With the dryer, the user 
makes his own weather and 
chooses his own time. 

“This dryer in no way effects 
normal operation of the combine 
It can be used or not, depending 
upon need. As the dryer has its 
own engine it can be used for other 
drying needs, such as corn in bin 
or crib, even hay, and sacked pea- 
nuts. Farm-Mor dryers have auto- 
matic temperature controls which 
may be set by the operator. There 
is an automatic safety device that 
stops all operation if, for example, 
the pilot light should go out. 

“It is the only device of its kind 
on the market and it is fully pro- 
tected by patents. Furthermore, it 
is the first dryer to make use of 
butane and propane.” 

In the past two years the Bishop 
dryer has gained for itself, much 
publicity, some of it in big-circula- 
tion magazines such as “Fortune,” 
“Country Gentleman” and “Cap- 
per’s,” but it was of doubtful 
value in some instances. ‘“For- 
tune,”’ for example, made the mis- 
take of quoting the inventor as 
saying his machine would not dry 
rice. 

Charles F. Bishop describes him- 
self as a Rhode Island Yankee, 
having moved to Dallas from that 
state in 1948. He was then and 
still is a manufacturer's agent for 
industrial furnaces and burner 
equipment, reflecting a life de- 
voted to combustion engineering. 

Bishop freely admits, too, that 
when he moved to Texas he didn’t 
know a bushel of wheat from a 
bushel of potatoes. He was in- 
terested in the heavier side of 
combustion engineering and_ in 
Dallas he launched the Farm-Mor 
brand, but for the manufacture of 
a heavy, stationary dryer, now 
widely in use for drying a much 
larger variety of crops than the 
combine dryer can handle. 

Soon he had an inquiry from the 
Texas A. & M. College, where the 
faculty wanted a burner for ex- 
perimental drying. This was the 
initial inspiration for the combine 
drver. 

Like all inventors, Bishop had 
little encouragement at the outset, 
except for an occasional figurative 
paternal pat on the head. Then he 
struck up an acquaintance with 
Ben P. Saxton, Dallas branch man- 


ager for the Massey-Harris Co 
and progress was more rapid, with 
the fiery Saxton lending coopera- 
tion of his plant and equipment 
This explains the fact that most 
Farm-Mor illustrations feature M- 
H combines and that most in- 
quiries are from M-H dealers 
However, Bishop has been and is. 
equally willing to work to his 
capacity with other manufacturers 
and the interest of at least one— 
J. I. Case—was shown in the fact 
that the sales manager flew to a 
Bishop demonstration in Missis- 
sippi. 

Bishop recoils from the idea of 
selling out to any one manufac- 
turer. He would prefer to design 
a dryer specifically for each and 
every combine on the market, then 
license each manufacturer to pro- 
duce and market the machine. 

But as the harvest season for 
most small grains ended or drew 
to a close, there was no indication 
of an overture of any nature from 
any manufacturer. Bishop is won- 
dering if the big names are waiting 
to be sure his dryer will not go to 
pieces in the field, either techni- 
cally or mechanically. 

Meanwhile, he is neither physi- 
cally nor financially capable of go- 
ing beyond the custom-built sched- 
ule of his small plant. So he is sit- 
ting tight with his patents 


. 


Massey-Harris Ferguson 
Announce Amalgamation 
(Continued from page 130) 


Harris-Ferguson Limited will be 
the responsibility of Mr. James S 
Duncan with the title of president 
Mr. Harry Ferguson .. . has 
consented to accept the position of 
chairman of the board and will 
be responsible for the designing, 
engineering and application of the 
famous System to the new Com- 
pany’s products. It is felt that the 
combination of the human and ma- 
terial resources of these two. . 
organizations will be another 
great step forward in meeting the 
new and ever more pressing needs 
of world agriculture 

“The amalgamation will be car- 
ried out by the transfer to Massey- 
Harris Company of all] the shares 
of the operating Ferguson Com- 
panies in exchange for the issue 
on the basis of approximate book 
value of net tangible assets of 1,- 
805,055 Massey-Harris common 
shares of which there are 7,695, 
800 already outstanding. 
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“The transaction has received 
the approval of the treasury of 
the United Kingdom and will be 
submitted to the shareholders of 
the Massey-Harris Company at a 
special general meeting to be held 
in September.” 


. 


Harvester Announces 
Its “Fast Hitch" 


(Continued from page 132) 
level implements. This design per 
mits hydraulic power to be used 
in more ways to control imple- 
ments than was possible before 

The front end of the Fast-Hitch 
yoke, connected to Touch-Control, 
is the draft point for all F-H 
implements as well as for trailing 
equipment. The working depth of 
moldboard, disk, and harrow 
plows can be changed instantly. 
on-the-go, simply by hydraulical- 
ly raising or lowering the draft 
point. 

One of the outstanding features 
of Past-Hitch is that the yoke 
and sockets can be hydraulically 
tilted or leveled. This gives two 
important operating characteris- 


instant, ac- 
sockets 
coupling 


tics: first, it permits 
curate alignment of the 
with the implement 
beams when hitching; second, it 
permits plows to be tilted o1 
leveled instantly, effortlessly, on- 
the-go, when plowing and when 
opening and finishing a land. This 
overcomes the need for manually 
operated leveling devices 

A drawbar slips easily into the 
Fast-Hitch sockets. It can be 
lowered hydraulically close to 
ground level for picking up a 
manure spreader, hay baler, and 
any other pull-type machine, Fast 
Hitch also can be used as a hy 
draulic jack for changing rea) 
wheel treads. A block is placed 
under either or both ends of the 
drawbar, and the tractor’s own 
hydraulic power lifts either rear 
wheel off the ground. A swinging 
drawbar also is available a 
special equipment With _ this 
swinging drawbar in place, Fast 
Hitch conforms to ASAE dimen 
sions in relation to the power tak« 
off 

An inexpensive adapter 
available to permit the use of 
special duty equipment presently 
designed for 3-point hitching. The 


unit is 


adapter unit also slips easily and 
instantly invo the hitch sockets 

Twenty-three Fast-Hitch imple 
ments and implement attachments 
have been developed so far. Some 
are completely new, while others 
are familiar Super C implements 
adapted to Fast-Hitch 


7. 


MM Adds Two 
New Tractors 


(Continued from page 134) 

According to company officials 
the BFH tractor will meet the 
needs of farmers who specialize 
in bedded crops and in the late 
cultivation of cotton 

The BFH is basically the same 
as the firm's BF tractor. By using 
special rear tires and a modified 
front axle, crop clearance at the 
centerline of the tractor has been 
increased to 27% inches, 7% 
inches higher than the BFW 
model. The over-all height of the 
tractor has been increased to ap 
proximately 81 inches. Adjustable 
wheel treads make the BFH 
tractor adaptable to all row spac 
ings 











For more than 34 years 


covers: 


Accounting Procedures, 


in the Southern hardware trade 


magazine has developed so fully. 
problems of Southern hardware men 


todey for a yearly subscription or 


806 Peachtree St., N.E. 





YOUR PERSONAL NEEDS 


for information ebout the hardware business are met every 
month in the year in the pages of SOUTHERN HARDWARE 
SOUTHERN HARDWARE has 
been a guide and friend to hardware men 


magazine has been built on @ program of service to readers that 


Window Display, Counter Display, Store Mod- 
ernization, Customer Relations, Sales Promotion 
and Advertising, Inventory Control, 
Relations, Service Departments, Credit Control, 
Association Activities. 
Plus, local news about friendly people and their activities 
a feature that no other 
Each of these subjects is 
given special attention in its relation to the special needs and 


send in your $1.00 


If you are not already 4 subscriber 


$2.00 


SOUTHERN HARDWARE 


Atlanta 5, Georgia 


“down South". The 


Employee 





for three years 








COMEOR! 


fATENTED 


FABRICS, Inc. 


fe Every bod y 
with 


FOAM RUBBER 





VEN 
EYE AND SALES APPEAL 


CUSTOMERS 
WANT IT 


Order TODAY trom your toca! di tribeter oF 
write «) fer poor everest teerce of seppty 





311 BELL ST MONTGOMERY, ALABAMA 
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SERVICE 


r 
SHARES 


Patterns are available 
for practically all 
plows, listers, middle- 


Fully 
GUARANTEED 


AS TO QUALITY, 
FIT, AND 
FINISH 


breakers in No. 1 soft 
center or No. 2 cru- 
cible steel of the high- 
est quality obtainable. 


STAR MANUFACTURING COMPANY 
DIVISION OF ILLINOIS IRON & BOLT CO. ; 
CARPENTERSVILLE, ILLINOIS, U. S. A. (EST. 1873) 


Send today for « atalog, 
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EXTRA STRONG 
EXTRA TOUGH 


Tractor, Plow and Harrow 
Clevises - Hay Hooks - Trailer 
Hitches - Hitch & Clevis Pins 


FORGED OF 
Hi-Strength STEEL 


Favorite of farmers everywhere. Wil! 
outwear two or three ordinary clevises 


Four types of BIG ORANGE f-— “~~ 
CLEVISES offer 14 numbers | = | 
up to I" body with I'/," >| 


i 
' 








Hay Bale Hook. 
2 Types 


A 5 Sizes 
3 Sizes Hitches 716 


ASK YOUR DISTRIBUTOR or write to 
MIDLAND INDUSTRIES, Inc. 


Cedar Rapids, lowa 


Setting 
Sales 
records... 


THE 
DEMPSTER 
COMPLETE WATER 

* SYSTEM LINE 











10.3600 GPM 
Because Dempster Water Systems meet ever; 
water need from windmill power ind shallow 
well pumps to the latest multi-stage ejector 
extra-deep well submersible and high-capacity 
centrifugal pumps Dempster dealers are in the 
best position to fulfill the requirements of 
their customers. Dependability is assured in all 
Dempster products because 

, of Dempster design, engi 

neering, quality materials, 


and workmanship 


Dempster's 75th Year! 


DEMPSTER MILL MFG. CO 
Be Neb ko 


‘ehiala. 


waren SUPPLY EQUIPMENT 


ras 
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PACKAGED COMPLETELY 


Assembled with 
S Everything ready 
for Installation! 





J 

VARUET 
The VARUET Shallow Well de- 
livers 40-70‘ more water, 


yet reduces motor load and 
current consumption, 


eeeFOR EASY SALES AND INSTALLATIONS 
Stock them today... Sell them tomorrow! 


» Here’s the answer to fast, easy-to-handle, easy-to-sell, easy-to-install 
water pump business! These four F & W pumps come packaged 
completely assembled with tanks, pumps and accessories. There are 
no extra parts to buy or stock. Installation is rapid and easy. They're 
naturals for low-expense, high profit merchandising. In addition, each 
of these F & W pumps is a leader in its field with sales advantages that a 
really sell. Whatever your customers’ needs, there’s an F & W pump MULTI-PURPOSE 
. , . , - ‘ The F & W Multi-Purpose con- 
to meet their particular situations. And you can count on F & W’s verts from shallow to deep 
° a > well by moving jet off pump 
advanced design and precision manufacture for outstanding perform- down into well. 
ance and years of service. Write for details today! 


FLINT & WALLING MANUFACTURING CO., INC. 
919 Ook Street, Kendallville, indiana 


SHALLOW-WELL PISTON BULLET JET SHAI w-WELL 


af > leet 


means Flowing Wat by Flint & Walling 
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Where a shallow-well piston 
type pump is desired, this 
Model is an economical work- 
horse, available with Ve HP 
Motor. 


Here Is the original horizontal 
jet pump pioneered by F & W 
ond agoin produced because 
of popular demand. 





LaBelle 
discs 


available for all makes 
of harrows and plows 








LA BELLE 
DISC ADVANTAGES Crucible’s full line of LA BELLE discs meets all 
o tall Ran ter of ot your customers’ requirements no matter what type 
conditions equipment they use 


unmatched quality an 


formity ig And LA BELLE discs find ready acceptance 
vailable for most makes of everywhere. Farmers have been specifying them 
since 1870, with the assurance that every disc will 
give long, dependable discing life 

Be sure and specify Crucible LA BELLE when 
you order replacement discs 





|CRUCIBLE| name in special purpose steels 
SS years of Sine stolmaking AGRICULTURAL STEELS 


CRUCIBLE STEEL COMPANY OF AMERICA, GENERAL SALES OFFICES, OLIVER BUILDING, PITTSBURGH, PA. 


REX HIGH SPEED * TOOL * REZISTAL STAINLESS * ALLOY * MAX-EL MACHINERY * SPECIAL PURPOSE STEELS 
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the way a farmer | 
crosses a waterway | 


is important to you 


Conservation farming is the proved way to a lot of desirable things 






‘earn $3,000 more each eoar: 





— including more cash income. 






At first glance, the land in a grass or sodded waterway may seem 





to be acres wasted. Actually, it represents an insurance investment 






— insurance against soil loss, against accidents or delays in crossing 






ditches, against gullies that eat into productive land. 






Like other insurance, grass waterways may also pay cash dividends. 






Many farmers use these sod areas as a source of hay and grass seed. 






They make them wide enough to accommodate a mower, rake, or 





combine. 






To the farm equipment dealer, grass waterways are a sign of alert 





soil conservation farming which means more cash income and a new 






urgency for the ownership of modern tractor-mounted plows, har- 





rows and field cultivators. 






More than 1,000 farmers in soil conservation districts have re- 
ported adding an average of $3,000 to their yearly returns. Ask the 
farmers of your Soil Conservation District. You'll find that conser- 
vation farming brings both new machinery needs and the money 








to meet them. 





. _ 7, oh t my 

, ) wy, ss Wy ? i, AO ‘ 

tas (& ae ee h lt tr $y, lahis er <2. ices 

sees 7 wh ‘Mididu LE ' 

Wd a LAs, Wd td Pll Mh tepid tees 

. Se “4 Ahhh des M4),/ Jha 1 

a, fe : 

J Wielka, ie jh”) Vian 74 
de & 














. 































Pe 277! "Vr ft he pt bed! A SLs 

Ws 

em nin, Pier ded bocce tptae Pe, 

ee. saad y VME , +My M4 “a Ms Hh hilt , ey 

; Sak Ja Ph ar Widow iz =. ere we -_ 
ne - i y W. iy 

I bal WZ los ys é L 







ae blll, “7G il aoe AH 
ZO ey 





Y 


Mf 









jo, 













j MZ a a 
ON RR A id We 
i nia \*, rane rn ti 

WIDTH 10 FEET OR MORE 


Sod extends two feet beyond highest water level. Mounted disc harrow 
lifts hydrauiically to cross waterways on the go without damage to the sod. 


the ABC’s of Grass Waterways ‘ 


Welling wh Sh, 






































LWAYS measure the water- E sure each waterway has excess ca- AREFUL maintenance keeps waterways perma- 
shed involved and estimate pacity. Even the smallest waterway nent. It includes mowing six inches high and 
carefully the volume of water to be should be wide enough to accommodate raking twice a year, using fertilizer annually, re- 





pairing damage promptly. 


handled. a mower, rake and other hay tools, 





O 


WOOD SCRAPERS 


Designed to do a cleaner job—easier 


#0—The right price for 


' your largest market — the Visit us at Booth 32 
homeowner. Perfect for 


window sash work and tight National Hardware Show 
Gow Sas (OrTrkK anc igh 
meinen , October 5th to 9th 


*40—7° overall length and pertect balance 
combine to make this all-around scraper the 
fastest seller any dealer can stock. 1%, 

double blade 


+ 50—The fastest wood scraper on the mar- 
ket. 9” length gives perfect leverage in any 
position. Shaped to ease and speed scraping 
2'2” double blade 


#8 Perfectly balanced pistol grip 
promotes more even scraping —reduces 
hand fatigue. Requires less pressure to 
remove tough, old finish or even down 
rough spots. 242" double blade 


#CS-1 —- Keen cemented carbide 
/ blade lasts 100 times longer. 4 
edges, 4 different-shaped corners 
remove paint from metal, wood 
masonry, etc., with ease equalled by 
no other scraper. All-steel, finely 
balanced handle. 242" blade 





Interchangeable Scraper Blades 
Stock Red Devi! Blades for re 
peat sales. All Red Devil Blades 
ere replaceable (except 20 


roe tl «gape tng # WS-7 — All-aluminum handle 
an added profit-maker for you makes this the perfect scraper 
for heavy duty and long use 
Designed for fast, effortless 
scraping with perfect leverage 
in all positions. 2%; double 


blade 


Send for Red Devil's New 96 Page 
Cetelog No. 2). Write Dept. HR 


oots. IRVINGTON 11, N.J., U.S.A. 
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NO. 4 — $2.00 Retail 
1%)" case. Strong, dependable ‘ 
potented protection against jarring 
open. Practically unlimited key changes 


eX NO. 8 — $1.50 Retail 


\ 1-3/16" case. Small, compact 
yet provides maximum pro- 
tection. 750 key changes 


NO. 2 
$2.50 Retail 


1%” case. Powerful protection 
extra-strength riveting. Prac- 


re SECRET SERVICE PADLOCKS 
in LAMIMATED BRASS 


In brass, as in steel, Master’s laminated case 
construction is the world’s strongest .. . layers of 
wrought brass riveted under pressures up to 300,000 Ibs 
In brass, as in steel, the skill and experience of 
Master craftsmen produce padlock values unequaled in 
the industry. For your customers who prefer brass, 





, there is no finer protection than Master's laminated 
2 bra Secret Service serie 
- 
a ¥ 
CHECK THESE OUTSTANDING FEATURES: 
Tough alloy stee hackle Ay ible with 1 or 2? shackle 
yA \ tempered and hardened \ $ ret per dor. extro 
for extra strenath 
= -_ Master keyed $6.00 retail per 
, y Comed s kel-silver key \ z. extra 
NO. 6 tare Magi 
\ Keyed alike no extra charge 
$3.00 Retail aa 
2” case. Ruggedly built... heavy- \ retail per doz. extra \ Each padiock individually pack 
duty brass locking lever. Practical- aged © to display carton 
ly unlimited key changes. Brass shackles available — 


\ $1.20 retail per doz. extra 


| ‘BRASS 


cYLINoeR . 
a Make sales faster with 
“a pin-TUMert 
cecum RS aster Padlocks ° 
_ secre 
Al 4 pod! 
Servic® to EVERY ONE AN OUTSTANDING VALUE 





medio” yore World's Leading Padlock Manufacturers 
Master Jock Company. Milwaukee 45, Wis. 
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